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Agents Ass’n Votes 
Statement Dealing 


With Commissions 


By Tally of 40 to 9 Board of 
Directors Approves Moderate 
Set of Guiding Principles 


NEW YORK MEETING HELD 


Two-Day Gathering Hears Cleve- 
land Board Position and Deals 
With Various Problems 


By Epwin N. Eacer 


By a vote of 40 to 9 the board of 
state directors of the National Associa- 
tion of Insurance Agents this week 
adopted a policy on commissions which 
the association hopes will be a corner- 
stone in developing its activities in this 
field. The NAIA statement of principles, 
approved by the directors Monday after- 
noon at the meeting at the Hotel Statler 
in New York City in conjunction with 
the third annual gathering of the East- 
ern Agents’ Conference, is a somewhat 
revised version of the moderate proposal 
contained in the commission committee 
report presented to the 1950 annual con- 
vention of the NAIA at Chicago last 
fall. Action then was deferred. 

Russell M. L. Carson, Glens Falls, 
N. Y., is chairman of the commission 
committee and with him on the com- 
mittee are James C. Dunlap, Atlanta, 
Ga.; C. W. Schoelzel, Denver, Colo.; 
A. E. Sheppard, San Jose, Calif.; Cruger 
T. Smith, Dallas, Tex. and Allan I. 
Wolff, Chicago. Efforts by opponents of 
the idea of the National Association 
having any rights to participate in com- 
mission problems to postpone final action 
at the meeting this week were unsuc- 
cessful. The full statement of guiding 
principles follows: 

Policy on Commissions 


“1, That the commission structure 
should first and foremost be predicated 
on the public interest. 

“2. That the National Association be- 
lieves unalterably that supervision of 
the insurance business should be kept 
at state levels. 

3. That the National Association is 
“opposed to government, either State or 
National, imposing commission level 
‘control. 

“4, That the National Association 
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Colloquial 


In the course of a sales talk an underwriter wants to be com- 
pletely natural. He wants to speak good English, but he bears in 
mind that we use two languages — the written language and the 
spoken language — and the two should not be confused. In speak- 
ing he should not attempt to use a language quite so precisely as 
te do when writing. It is a mistake to be afraid of colloquial 
English. 

If this problem ever bothers you, you might do well to read 
detective stories. The writers of detective stories have numerous 

roblems they have to keep the eye on. They must keep the story 
Ri sresting. Putting a detective story together is building a clever 
jigsaw puzzle. The writers must not ever let the cat out of the 
bag too soon. They must keep the secret of the whodunnit until 
the last chapter, perhaps the last page. Every bit of dialogue must 
be kept unforced, must sound natural, and your ear is better at- 
tuned to this than you realize. 

It is only once in a long while that you will catch a detective 
story writer off guard. What is wrong in this picture? In a detec- 
tive story we read about a policeman entering the room. And in 
the course of the conversation he asks this question: “To whom 
shall I telephone?” 

Re 
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Jefferson Standard 
Convention Stresses 


Its Billion Coverage 


Starts With Breakfast Honoring 
Mary Taylor, Blind Director of 
Company’s Agency Relations 


INVESTMENT YIELD IS 4.39% 


Vice President Barkley of U. S. a 
Banquet Speaker, Heard by 
Members of Congress 


By CriarENcE AXxMAN 


Washington, D. C—For the first time 
in a decade the Jefferson Standard Life 
of Greensboro, N. C., is holding a na- 
tional field convention. The event, 
which took place this week at the 
Shoreham Hotel here, was attended by 
700 persons, including wives. In the ten 
years which have intervened since its 
last national field convention (which 
was held in Augusta, Ga.) the company 
has more than doubled its insurance 
in force until it now has passed the 
billion-dollar mark. 

Among the speakers during the week 
was a banquet talk by Alben Barkley, 
Vice President of the United States, 
who, talking extemporaneously on Tues- 
day night, made one of the witty and 
felicitous talks which have made him fa- 
mous, 

The entertainment here has included 
a large number of professional perform- 
ers, the first of whom were the Johnson 
family of homespun singers and musi- 
cians who are features of the Jefferson 
Standard Broadcasting Co.’s radio sta- 
tion, WBT-TV, Charlotte, N. C., tre- 
mendous favorites in the South, with 
Grady Cole, master of ceremonies. The 
Johnsons were heard on Sunday night. 
At the Tuesday night banquet Arthur 
Smith and his Crackerjacks of the same 
station were the feature entertainers 
along with some other nationally known 
radio, television and stage stars. 

700 Pay Tribute to Mary Taylor 

The convention itself got under way 
with an event which was designated as 
“Miss Mary’s Breakfast,” and which 
was described as honoring the leaders 
from the agency offices. They sat at 
a specially arranged table with Miss 
Mary Taylor as hostess and _ chief 
speaker of the occasion. It was really a 
breakfast honoring Miss Taylor, one of 
the most extraordinary personalities in 
the life insurance field. Mary Taylor is 
blind. Her title with the company is 
director of agency relations. For years 
she has been a sentimental connecting 
link between home office and the field. 
Her personal letters written to general 
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*U. S. Department of Commerce — 
Median Family Income, 1949. 


No wonder income 
insurance is easy fo sell! 


Income is by far the most valuable asset most families have — the 
primary source of other insurable property. Usually, it is the first 
thing which should be insured. 

For this purpose, the Atna offers a wide selection of Accident 
Insurance Policies — providing weekly indemnities for those who 
earn regular incomes, as well as specified indemnities, death bene- 
fits and medical expense coverage for housewives, children and all 
members of the family. 

Almost universal need, together with modern, flexible policies, 
makes A‘tna Accident Insurance a profitable lead line for all types 
of prospects. 


EZTNA LIFE INSURANCE COMPANY 


Affiliates: Etna Casualty and Surety Company 
Automobile Insurance Company + Standard Fire Insurance Company 
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MONARCH LIFE 


20th Anniversary Convention 


Held at Hollywood, Florida 





Features Speech by President Clyde W. Young Reviewing Company’s Successful History 


Fifty years—counting leap years that 
means 18,262 days—in the life of an in- 
or a corporation, is a long 
stretch of time. The Monarch Life In- 
surance Co. of Springfield, Mass., was 
originally organized as another company 
in 1901. It happened in August of that 
This means that 1951 is its 50th 
anniversary, which is the subject of this 
picturized feature story in connection 
with its celebration at Hollywood Beach 
Hotel, Hollywood, Fla. which began 
April 5 and ran through’ April 

Many things have happened and much 
water has gone over the dams of Mon- 
arch’s activities during that period. This 
writer will not attempt to tell you about 
them but will leave that to a man, the 
length of whose shadow over that time 
represents the Monarch Life of today. 
He is Clyde W. Young who joined the 
company when it was three years old in 
1904 and has been continuously associ- 
ated with its development for 47 years. 
He has been the Monarch Life’s presi- 
dent for the past 25 years. You will find 
his description of the Monarch Life in 
his welcoming address to the delegates 
at this convention and in his 50th anni- 
versary address at a special meeting on 
April 9. They will be found in adjacent 
columns, 

525 People at Banquet 

In the general vernacular the Mon- 
arch Life is a small company. There 
was, however, nothing small about this 
50th anniversary meeting. It was BIG 
in every sense of the word. There were 
over 525 people at the convention ban- 
quet which was held on Monday eve- 
ning, April 9, at which time the presen- 
tation of the President’s Cup and “All- 
Round Excellence of Performance” 
awards were made. 

This company writes both non-can- 
cellable health and accident insurance 
and all forms of life insurance. It was a 
pioneer in the field of non-cancellable, 
guaranteed renewable health and_ acci- 
dent insurance, and in all of the 30 
years in which it has written this cov- 
erage the Monarch has always operated 
at a profit. 

The general program for this meeting 
was prepared by Roswell C. Laub, vice 
president and director of agencies, and 
a mighty fine job he did. It was de- 
signed to be a serviceable convention for 
all classes of Monarch field representa- 
tives and a thorough brushing-up course 
for department heads and officers of the 
company. And to this writer’s notion it 
succeeded in high measure to achieve 
its purpose. 

Every last man to whom I spoke, and 
I think I spoke to every last man who 
was there, gave expression to the 
thought that it was the best business 
conference of an insurance company he 
had ever attended. And this did not end 
with the men. It also came from many 


dividual 


year. 


By W. L. Haptey 


Roswell C; Laub presided over the for- 
mal convention sessions and he made a 
satisfactory presiding officer. He got 
each speaker to the job to which he was 
assigned without any lost motion. And 

Frankly I was amazed at the interest it has not been my pleasure to attend 
of many of the women in the business any meeting of this kind where the 
sessions of this 50th anniversary conven- speakers on the program got into high 


of the women who were present—wives 
and members of the families of officers, 
department heads, President’s Club 
members, Leaders’ Club members and 
Conventioners. 


tion. Many of them sat through every gear faster than the speakers at this 
session and exuded great interest in meeting. They were alive to their sub- 
what was going on, regardless of who jects in each instance and lost no time 
was speaking. That is to say, they were in getting their points across to the edi- 
just as keenly interested in speakers fication and enjoyment of their listeners. 
other than their own husbands as they Some of the points presented are to be 
were in their husbands’ speeches. found in other columns. 


The President 





CLYDE W. YOUNG 


The set speeches—“Serendipity” by 
Executive Vi ice President Frank S. Van. 
derbrouk; “Attitudes on Inflation” by 
Vice President and Director of Agen- 
cies Roswell C. Laub, and “The Golden 
Anniversary Address” by President 
Clyde W. Young—were all done in a 
fine, convincing manner. The produc 
tion of each showed that the speakers 
had, making use of the old saying, 
“surned the midnight oil” in research 

Many of the President’s Club and 
Field Underwriters’ speeches, in addi 
tion to those of departmental men from 
the home office, were done with the aid 
of visual selling which proved very satis 
factory and were well received. 


“Whiz Kids” and “Information Please” 
The 


two parts of the program—one 
labeled “The Whiz Kids” at the opening 
convention meeting on April 7 and “In 
formation Please” at the life insurance 
forum on April 10—were enjoyable fea 
tures of the program. The panels of ex 
perts sat behind microphones and an- 
swered questions put to them from the 
audience. And once in a while the ex 
perts asked each other questions. 

The “Whiz Kids” program was pre 
sided over as moderator by Stuart C 
Ferris, CLU, director of education and 
sales promotion. Experts for the “Kids,” 
as noted on the program, were Gene 
Case, Springfield; Charlie Berkshire, Des 
Moines; Fred DuBois, Albany; Art Hor- 
ton, New York City; Jack Gladke, Roch- 
ester; Ben Jones, New York City; Hank 
DiPersio, New Haven; Bob Rodriguez, 
Springfield; Roy Herzig, Springfield, 
and Glenn Lael, Albany. 

The session, “Information Please,” 
was presided over by Moderators Jack 
McLaren, general agent, New Haven 
agency, and Stanley H. Purdy, CLU, 
group supervisor and assistant director 
of education. The experts were Gene 
Case, Springfield; Charlie Berkshire, 
Des Moines; Fred DuBois, Albany; Don 
Notman, Springfield; Roy Maddox, Kan- 


sas City; Ben F. Jones, New York City; 
Hank DiPersio, New Haven; Roy Her- 
zig, Springfield; Art Horton, New York 


3ombard, Springfield 

You will note the similarity of names 
in the two panels: That was done in 
order to produce the best job. 

From the production personnel the 
two speakers participating in the pro 
gram who were most warmly received 
were Gene Case and Ben F. Jones, both 
outstanding producers. 

This writer was struck by the warmth 


City, and George 


of relationship that exists throughout 
the entire Monarch Life family. This 
goes from the Shiota clear down 


through the whole roster hey are a 
fine group of people who are sold on the 
institution they represent and give deep 
conviction that the service they sell is 
tops. And while, as said above in the 
general vernacular, the Monarch Life is 
(Continued on Page 49) 
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Monarch Life’s Growth and What It 
Stands for, Told by President Young 


The dramatic and inspiring back- 
ground of fifty years of Monarch Life’s 
growth to its present stature and the 
sound principles on which the founders 
built, were told to a full meeting of all 
representatives and guests at a special 
session by President Clyde W. Young. 
At the outset he told how he joined the 
company, fresh from high school, on 
August 15, 1904, when the company was 
but three years old and occupied one 
room at 31 Elm Street, Springfield. His 
salary was $3.75 per week. The presi- 
dent and general manager received $30 a 
week. 

At the start the business was to be 
limited to Accident and Health Insur- 
ance and policyholders were to be re- 
stricted to members of the Masonic Fra- 
ternity. Samuel W. Munsell was the 
originator and founder and he guided its 
destinies until his death March 4, 1925, 
when Mr. Young succeeded him. Mr. 
Young paid a warm tribute to the 
founder’s untiring zeal and loyalty to 
the company, qualities which were in- 
cule ated into all the officers. 

“It was of special significance that our 
first policies,” said Mr. Young, “an Acci- 
dent policy in 1902 and a Health policy 
which followed in 1903, were very lim- 
ited. The demand for protection against 
the hazards of life were insistent then 
as they are now. They sold well and 
widely in spite of their limitations and 
we paid claims to impaired members 
who managed to avoid the nearly limit- 
less group of exceptions the policies con- 
tained.” 

In those early days the directors 
passed upon all claims. Two factors that 
aided the company’s growth were the 
enactment of Workmen’s Compensation 
in 1911 and the influenza epidemic of 
1918-19, the latter difficult to weather for 
the young company but it gave great 
stimulus to health insurance. 

“Perhaps the greatest single factor in 
the successful operation of the Mon- 
arch Life Insurance Co.,” continued Mr. 
Young, “has been the continued mainte- 
nance of favorable, pleasing relations 
with our policyholders and agency or- 
ganization. The importance of that 
factor is obvious when you consider that 
the success and growth of any insurance 
institution is based upon confidence and 
satisfaction. We have done everything 
necessary to keep faith in every emer- 
gency. 


Early Changes in Company 


“Expanding opportunities to extend its 
service account for the change of cor- 
porate name from the Masonic Mutual 
Insurance Co. to the Monarch Accident 
Insurance Co. and to the formation of 
a new company known as Monarch Life 
Insurance Co., chartered as a stock com- 
pany with a capital of $200,C00 under a 
special act of the Massachusetts Legis- 
lature. 

“In order to widen our scope of ac- 
tivity, as well as to provide a stabilizing 
factor in our financial operations, and 
to gain admission into states having 
laws which discriminated against mu- 
tual health and accident companies, on 
September 2, 1921, the company re- 
incorporated as a stock company with a 
capital of $100,000. The capital was fur- 
ther increased to $300,000 on December 

1928. 

“On December 31, 1931, Monarch com- 
pleted the transition to its present-day 
corporate set-up by merging the acci- 
dent company and the life company into 
one corporation under the name of 
Monarch Life Insurance Co. At the same 
time, in the interests of future growth, 
we left the specialized Masonic field in 
both departments so as to be able to 
carry the benefits of participating Life 





insurance and of non-cancellable, guar- 
anteed renewable Health and Accident 
insurance to as wide a portion of the 
public as could be soundly and safely 
reached with conservative underwriting 
and intelligent, aggressive agency ac- 
tivity. The Monarch which you know 
today is the logical development of this 
decision. 

At the time of the merger the capital 
of the new company was $445,600, with 
$54,400 of the combined capital of the 
two companies being retired because the 
law would not permit the company to 
own any of its own stock. Later, shares 
representing this amount were sold, 
bringing our capital structure to $500,- 
000 and on May 24, 1944, a stock divi- 
dend of $500,000 was declared, increasing 
the capital paid-up to our present 
$1,000,000. 

Launches Nor-cancellable 

“Thirty years ago, on May 9, 1921, 
Monarch stood on the threshold of a 
new adventure. Monarch commenced 
writing guaranteed renewable, non- 
aggregate, non-cancellable Health and 
Accident insurance. This was an en- 
tirely new type of non-cancellable 
Health and Accident contract, the first 
of its kind. From 1921 to the present 
date no basic changes have ever been 
made, although coverages have been im- 
proved gradually, consistent with sound 
business and underwriting practices. Our 
venture into this field was without doubt 
the most important single decision which 
we have made up to that time or since. 

“Looking back over the first thirty 
years of the development of Monarch 
non-cancellable Health and Accident 
insurance, this decision appears decep- 
tively easy, but on May 9, 1921, the ex- 
act opposite was the case for at that 
time non-cancellable Health and Acci- 
dent insurance, though still in the ex- 
perimental stage, was already beginning 
to be looked upon with distinct appre- 
hension. In the light of the early de- 
velopments, the decision taken by 
Monarch in 1921 took great courage. The 
company was entering a line of business 
which many people in the insurance 
business were already coming to believe 
to be most difficult, if not impossible, 
to conduct successfully. But, Monarch 
had done the difficult before and has 
been doing the difficult ever since with 
greater and greater success. Monarch 
proved that guaranteed renewable, non- 
aggregate, non- -cancellable Health and 
Accident insurance could be written with 
careful underwriting and liberal policies. 


Starts Writing Life Insurance 

“Another important development in 
our history occurred on July 6, 1926, 
when we commenced writing life insur- 
ance. Monarch entered the field of Life 
insurance for reasons very similar to 
those impelling it to enter the field of 
non-cancellable Health and Accident in- 
surance—in the interests of solid and 
permanent growth, placing emphasis on 
coverage giving the policyholder guar- 
anteed, permanent protection. Life in- 
surance for the foreseeable needs; non- 
cancellable Health and Accident insur- 
ance for the unforeseeable needs—safe, 
sure, dependable, permanent—twin serv- 
ices whose permanent value is accepted 
by thinking people everywhere as the 
acme of personal security. 

“Just twenty-five years ago we issued 
our first Life contract. That contract, 
like all that followed, was a participat- 
ing Life policy. It was the intent of 
Monarch management then, just as it is 
today, that a Life policyholder should 
participate in the results of good man- 
agement, sound sales policy and prudent 
investment policy. It was normal and 


(Continued on Page 6) 
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Pres. Young Greets Monarch Leaders 


Greeting Monarch Life’s leading pro- 
ducers, President Clyde W. Young at the 
opening of the Golden Anniversary Con- 
vention, recalled that in the early days 
it was difficult to make a life insurance 
man see that health and accident insur- 
ance tied in naturally with life insurance 
and vice versa. 

“I am certain that no other company’s 
field organization uses Health and Acci- 
dent to implement and supplement the 
sale of Life insurance nearly as much as 
the Monarch does,” said Mr. Young. “It 
is a demonstrable fact that Health and 
Accident does not compete with Life in- 
surance—it completes Life insurance. 

Lines Do Not Compete 

“I can remember only too well some 
of our difficulties in the past. For exam- 
ple, how hard it was to convince an ex- 
clusively Health and Accident man of 
the possibilities of Life insurance. But 
he learned it took Life insurance to com- 
plete the program and that he could add 
substantially to his earnings in that way. 
I can also recall some Life insurance 
men who never sold Health and Acci- 
dent, but ask them today how many 
Health and Accident policies they are 
selling and as a result how much easier 
Life sales are made. It is traditional 
that your leadership carries with it 
great responsibility. There is much. to 
be done by all of us, but nowhere else 
is it possible for you to have the finest 
in Health and Accident equipment and 
service combined with the other needed 
half of every man’s personal insurance 
program. Both are provided by Mon- 
arch—together with a_ sales plan, or 
method, that keeps them in balance. 

“The growth of our Life insurance 
is most heartening. In extending my 


congratulations, I do so with a full 
understanding of the all-round gains and 
excellence of performance on the part 
of the entire Monarch Agency force and 
as well, my thanks and appreciation 
for the continued cooperation in guid- 
ing your activities, not merely toward 
the one sale of Health and Accident, 
but toward the additional sale of Life 
insurance. As of December 31, 1950, there 
were 35 agencies with Life insurance in 
force in excess of one million dollars. 
The distribution by size of these agen- 
cies is shown below with comparative 
figures for 1948 and 1949 

“In 1944, the New Haven Agency 
became the FIRST, and up to that time 
the only Monarch Agency, to produce 
a million dollars of paid-for Life insur- 
ance in a single year. In 1945, we had 
four - agencies accomplishing this feat. 
In 1946, there were 12 and in this group, 
three agencies had to their credit over 
a million and a half paid Life. In 1947, 
there were 11 and in this group the 
Springfield agency established another 
Monarch FIRST with two million to 
its credit, with two agencies over a 
million and a half, and an additional 
Monarch FIRST with the New York 
City agency producing over a million 
paid-for in the first calendar year of 
the life of the agency. In 1948, there 
were ten and in this group three agen- 
cies with over a million and a_ half. 
In 1949, there were 13 and in this group 
the Springfield agency recorded its sec- 
ond Monarch FIRST with over three 
million, one other agency _niinercimigad over 
two million and five agencies came 
through with over a million and a ‘half. 

‘But, in 1950, there were 16 agencies 
which produced over one million dollars 


Growth of Agencies 
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Over 7,000,000, but not over $8,000,000 
Over 6,000,000, but not over 7,000,000 
Over 5,000,000, but not over 6,000,000 
Over 4,000,000, but not over 5,000,000 
Over 3,000,000, but not over 4,000,000 
Over = 2,000,000, but not over 3,000,000 
Over 1,000,000, but not over 2,000,000 
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We Salute The 


H. MAITLAND GRAHAM’ STUART C., 


Treasurer 


Director of Education 


Number of Agencies 
1950 1949 1948 
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“WORKHORSES” Of The Monarch Life Convention 
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DR. JOHN M. GILCRIST 


Medical Director 


G. W. GORDON, JR., DAVID BUSHER 


Secretary Supt. of Agencies 


of paid Life and 24 individual field un- not live on uncertainties, or exist in a 
derwriters with over a quarter of a_ state of suspended animation because 
million in paid Life. The Springfield we do not know exactly what is going 
agency recorded its third Monarch to happen three months, or six months, 
FIRST with over four million, two or a year from now. 

agencies with over three million and ten “Actually, the uncertainties are bal 


agencies with over a million and a half. anced by some highly favorable certain- ‘ 
3en Jones of the New York city office ties. We know that national income, 
paid for over one million dollars and be- even after new and stiffer taxes, will 
comes the FIRST man in Monarch his- probably soar to an all-time high in 
tory to pay for over one million dol- 1951. We know that even with tougher 


lars of Life insurance in one year. restrictions on home construction, more 
This agency tied up aaniaed record by than 600,000 new dwelling units will 
paying for more than one million dol- probably be completed this year. All 
lars in a single month—this was ac- this adds up to good business. Consumer 
complished in the month of August and demands may follow a somewhat differ- 
repeated in the month of December. ent trend this year than in 1950. The 


Outlock Good in Spite of Clouds flow of consumer dollars will be affected 


by credit controls and by the competi- 
“All of us know that the months ahead — tion of many commodities for these dol- 
are clouded with uncertainties. We know lars. This is only to say, however, that 
why these uncertainties exist. We know as always, the best salesmen are going 
that they are not of our own making or to get the best business. Nothing is more 
choosing, and that we are doing our certain than that. The salesman who al- 
best to prepare ourselves as a nation lows his salesmanship to grow rusty is 
for any eventuality. What happens next? going to find himself falling further and 
Where do we go from here? Crystal Tostives behind. Do not let down on posi- 
balls are notoriously clouded now: iday S, tive, forceful selling because of uncer- 
and I have no inclination to gaze into tainties. Let us not permit uncertain- 
them seeking answers to those ques- ties to become another poor alibi for 
tions. But one thing is clear. We can- poor salesmanship in the year ahead.” 


“+ @ 


ROSWELL C. LAUB JEROME A. YOUNG ROLAND S. JACK 
Vice President and Assistant Secretary and Claims Vice President 
Director of Agencies Purchasing Agent 
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Vanderbrouk Tells About “Serendipity” 


Developing a talk around the word 
“serendipity” which he ran across in 
reading Boswell’s London Journal, and 
which means the finding of valuz ible and 
agreeable things not sought for, Frank 
S. Vanderbrouk, executive vice president, 
said: 

“It occurred to me that serendipity is 
everywhere. It is what really makes us 
all tick. It is the principal reason you 
and I are here today because in one way 
or another we, too, have benefitted from 
this wonderful concept of serendipity. 

“How many of us are bored with our 
business? How many of us lack convic- 
tion? How often do we go stale? Are 
we looking for things that really don’t 
count? Are we knocking our brains out 
merely trying to get what we want, or 
are we developing our faculty for dis- 
covering things both valuable and agree- 
able which we ought to have but which 
we are not actually seeking? Are we 
trying to give or are we just trying to 
get? And, are we constantly disappointed 
with the results? Let’s think about it. 

“Many people have remarked to me 
about what a wonderful company we 
have together. They have wondered at 
the way we have escaped the imperson- 
ality which is so inherent in companies 
generally. They yearn for the rare privi- 
lege that we enjoy in being associated 
together and they wonder how we are 
able to have it. 

Finding Values in Company 

“T think it goes way, way back to the 
beginning that our corporate serendipity 
started because, goodness know, time 
without end we found valuable and 
agreeable things we weren’t seeking. We 
were always discovering by chance or by 
sagacity things of value. We have been 
on a long voyage of discovery with our 
pilot, who through his serendipity, has 
done so much to make us the human 
institution we are today. Because of our 
good fortune in having him we, too, have 
acquired serendipity for we have learned 
to work for more than a living along 
the way, and we know that we will be 


President Youné on 1 Growth 
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(Continued 


natural that Monarch should undertake 
the writing of Life insurance because 
it complemented as a long-term en- 
deavor our non-cancellable Health and 
Accident insurance. In many respects 
both were seen to be very similar—their 
reserves, to mention but one important 
similarity, being much alike. The owner- 
ship ideas in both were also completely 
comparable. The differences were those 
of degree only. With participating Life 
and non-cancellable Health and Accident 
policies working together, Monarch saw 
its opportunity to extend to the income- 
earner completely satisfactory protec- 
tion during his productive and retired 
years, plus the provection of this pro- 
tection to the dependents of the insured 
after his death. 
Enters Group Insurance Field 

“On May 1, 1950, we cast our lot in 
another venture—Group insurance. This 
again was due to a combination of cir- 
cumstances, such as the growth of the 
company in size, the emaceiinen growth 
of Group insurance generally, competi- 
tion, our desire to maintain our competi- 
tive position, and the fact that the so- 
called ‘State Cash Sickness Plans’ were 
spreading from state to state. We have 
written a number of Group cases, but 
we expect to move slowly and we do not 
expect to write a very large volume for 
some time to come. However, it would 
not be surprising if in time, premium- 
wise anyway, the development of this 
new type of coverage would parallel our 
other coverages. Our policy with respect 
to Group insurance is simple and clear. 
We believe Group insurance occupies an 


justly rewarded to the limit of our in- 
dividual abilities. 

“Whenever you feel yourselves going 
sour or stale, assuming that you know 
your business, stop for a minute and 
examine your own serendipity. If you 


feel frustrated, blocked, anxious or just 
plain “no good” about things, re-examine 
your serendipity. You need to because 
you are looking for, even expecting the 
wrong things and as long as you con- 
tinue to look for or expect the wrong 
things you will never be any different, 
and you won’t have the key to success. 
You aren't giving enough; you are just 
trying to get.” 


Some Old Timers of Monarch Life 


C. W. Young, president; 
retired general agent; 


J. W. Blunt, retired vice president; 
G. W. Gordon, Sr., vice president and general counsel; 


R. E. Seltzer, Sr., 


Roswell C. Laub, vice president and director of agencies. 


essential place in our national economy 
and we welcome as much of this busi- 
ness aS we can write without impairing 
the volume of our present lines and 
without disturbing the very fine relation- 
ship which has been built up between 
the company and the men who represent 
us in the field. 


Training of Agents 


“The auditorium of the home office 
was used at first for holding of tr: aining 
classes, but as these classes grew in size 
and the business of the company rapidly 
expanded, this space proved inadequate. 
Consequently, we erected a specially de- 


signed building to provide the most mod- 
ern facilities for our entire field organi- 
zation, both new and experienced men. 
Ground was broken in March, 1946, and 
the first school was held in September, 
1947. We believe this is the first ven- 
ture on the part of the insurance busi- 
ness to set up a separate unit, complete 
with dormitories and the most modern 
educational facilities, for the training of 
sales personnel. These home office train- 
ing schools have provided, and will con- 
tinue to provide, one of the precious in- 
gredients which make for success in the 
merchandising of our highly  saleab‘e 
coverages. 


Scene at Registration Desk 


JOHN H. MILLER 


Vice President and Actuary 


“Another progressive step was taken 
by the company when, on May 1, 1944, 
for the well-being and protection of our 
entire agency organization, a retirement 
plan was adopted. This program in- 
volved a change in the relationship of 
all field men and general agents from 
independent contractors to employes, and 
we were one of the first insurance e com- 
panies to make Social Security benefits 
available to its field men. The Security 
Program now available to field men, gen- 
cral agents and branch office employes 
has been well received and demonstrates 
again that the management of Monarch 
has provided adequately for the welfare 
of its entire organization. 

Figures Tell Monarch’s Growth 

“Figures are not always an interesting 
or attractive touch to a story, but the 
Monarch has some that are as beacons 
lighting the way over which we have 


come, and figures that will shine for fu- 


ture guidance. From the time I joined 
the organization in 1904 until 1925 when 
I was elected president, I saw the yearly 
Health and Accident premiums grow 
from $6,942 to $1,163,014, and the assets 
of the company grow from $5,032 to 
$600,083. Then, during the twenty-five 
years of my administration to Decem- 
ber 31, 1950, the Health and Accident 
premium income has advanced still fur- 
ther to $10,004,850 and the assets of 
the company have grown to $29,248,546. 
In addition, during these twenty-five 
years I have seen the Life department 
grow from nothing to $161,651,129 of in- 
surance in force with Life premium in- 
come of $3,766,691 on December 31, 1950. 

“Today we find ourselves with an out- 


(Continued on Page 41) 
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Des Moines General Agent 





HAROLD C. MYHRE 


Harold C. Myhre, associated with the 
Frank L. Horner general agency of 
Northwestern Mutual Life at Madison, 
Wis., has been promoted to general 
agent at Des Moines, effective May 1, 
according to Grant L. Hill, vice presi- 
dent and director of agencies. Mr. 
Myhre will succeed Kimball J. M. Cor- 
mack, who has resigned and plans to 
make his home in Colorado, 

A native of southern Wisconsin, Mr. 
Myhre entered the life insurance busi- 
ness in 1930. He became a special agent 
at Janesville in 1936 for a midwestern 
life company, and later was made dis- 
trict agent and then general agent. 
After returning in 1945 from three years 
of service in the Navy, he joined the 
French & Horner general agency of 
Northwestern Mutual Life at Madison. 

As field supervisor with the Horner 
agency, he did an outstanding job in 
recruiting and training of agents. A 
successful personal producer, he also 
aualified for the Northwestern bronze, 
silver and gold production awards. He 
is a Chartered Life Underwriter and 
has had considerable experience in ad- 
vanced life underwriting. Organizations 
in which he has been active include the 
Madison, southern Wisconsin and Wis- 
consin State Life Underwriter Associa- 
tions. Mr. Myhre is married and the 
father of four sons and a daughter. 

Mr. Cormack has been general agent 
of the Northwestern Mutual at Des 
Moines since 1945, Previously for 12 
vears he had been a district agent at 
DeKalb, Ill, first in partnership with 
Bruce Gilmore for six years and then 
as sole district agent. The DeKalb 
agency became one of the leaders in 
the Northwestern, and the partnership 
won the district agency cup three con- 
secutive years. A consistent personal 
producer, Mr. Cormack won company 
honors and qualified for several clubs. 
While relinquishing his organization re- 
sponsibilities, he plans to continue to 
represent the company after locating 
in Colorado. 


BMA Sets New Records 


Business Men’s Assurance, Kansas 
City, reports that March was one of 
the most successful months in the com- 
pany’s 42 year history. New paid for 
Life was an all-time high. The total 
was $13,030,257 compared with $9,714,- 
383 in 1950. This is an increase of 34.3% 
and brings total life insurance in force 
to $484,293,543. Six of the company’s 
branch offices established all-time high 
records for March. 

For the first quarter of 1951 the total 
of all new paid-for business, including 
accident and health, life, group insur- 
ance and reinsurance, is 3% ahead of 
the same period last year. 


For Northwestern Mutual 


Bankers Life Conferences 

Attending a district sales training con- 
ference in Pittsburgh, Apri! 12-14, were 
72 managers, supervisors and qualified 
salesmen from 16 eastern agencies of 
Bankers Life of Des Moines. 

The Pittsburgh conference was the 
first of a series of three district confer- 
ences. The second was held April 16-18 
in Chicago, and the third will be held in 
Salt Lake City, May 10-12. 

Varticipating in the three-day Pitts- 
burgh program were these management, 
sales and advertising officials: 

E. M. McConney, president; William 
F. Winterble, agency vice president: 
Marvin E. Lewis, superintendent of 
agencies; Raymond D. Hamill, manager 
of sales promotion; Edwin P. Leader, 
advertising manager, and Roy A. Frow- 
ick, director of training schools, all from 
the home office; William J. Steen, east- 
ern agencies superintendent, and Earl J. 
Rohrbach, field supervisor, both of 
Philadelphia. 

Also these managers and outstanding 
salesmen: Agency Manager F. H. Dick- 
inson and C. L. Seibert, Buffalo; L. B. 
Stanko and Miss Ruth Day, Detroit; 
Pat R. Haynes, Huntington; Paul Col- 
flesh, Max Kurman and Bud _ Stack, 
Philadelphia; Agency Manager Frank C. 
Wigginton, Fred Neiman and Harold 
Watson, Pittsburgh, and Paul O. Day, 
Toledo. 





Made Assistant Secretary 

Green H. Cleveland, a member of the 
legal department of Liberty Life since 
1949, has been elected to the position 
of assistant secretary. 

A member of the South Carolina Bar, 
Mr. Cleveland practiced law in Green- 
ville, S.C. prior to World War II. 
During the war, he served as _ special 
agent in the Army Counter-Intelligence 
Corps and in the Security Intelligence 
Corps. 

Mr. Cleveland was graduated from 
Furman University and received his law 
degree from Duke University. 


John Stiles Appointed 

Appointment of John Stiles, Orlando, 
Fla., as associate general agent of the 
Philip A. Hoche agency of Kansas City 
Life, was recently announced. Mr. Stiles 
started his business career in a bank 
in Corpus Christi, serving as secretary 
of the bank for six years. During World 
War II, he was on duty with the U. S. 
Coast Guard. When his military service 
was completed, he entered the life insur- 
ance business in Orlando. His success 
in the field soon brought him a promo- 
tion to assistant manager of the Orlando 
district for that company. Mr. Stiles 
resigned his position in order to enter 
the Ordinary life field. 














in a series of advertisements outlining advantages enjoyed 
NUMBER FOUR by field underwriters of the Equitable Life of lowa 


Compensated For 


SUCCESS 


I ield underwriters of the Equitable Life of 
lowa are compensated on a commission arrangement 
based on the assumption of a lifetime career. A 
liberal and comprehensive contract featuring life- 
time renewals for quality business, and other special 
remuneration, is the foundation of the compensa- 
tion plan. This modern contract is supplemented 
with sickness and hospital benefit plans, and com- 
pleted with Equifund, the modern retirement income 
plan for the Company's field associates which makes 
the term, Lifetime Association, a reality. 


>, HOUITABLE 


FOUNDED IN 1867 IN DES MOINES 


OF IOWA 











Murray Waldman Joins 
Burton J. Bookstaver 





SECURITY MUTUAL LIFE AGENCY 





Appointed Assistant General Agent of 
500 Fifth Avenue Office; 
His Background 





Burton J. Bookstaver, general agent 
for Security Mutual Life at 500 Fifth 
Avenue, New York, has announced the 
appointment of Murray Waldman as as- 
sistant general agent. 

Mr. Waldman graduated: from Buck- 
nell University in 1940 with a B. S. 
degree in economics and finance. While 





MURRAY WALDMAN 


in his last year at Bucknell, he entered 
the life insurance business as an agent 
for the Philadelphia Life and during that 
time established the Bucknell Insurance 
Service, selling life insurance to college 
seniors. 

After graduation Mr. Waldman re- 
turned to New York where he joined 
New England Mutual as an agent. In 
1946 he became associated with Mutual 
Trust Life, serving at a unit manager 
and in addition to his management 
activities was a consistent member of the 
company’s leading production clubs. 

In 1948 Mr. Waldman was appointed 
agency supervisor for the Brooklyn of- 
fice of Mutual Benefit Life. His activities 
included full time supervision and brok- 
erage producton. Mr. Waldman had one 
of the leading units in the company. 

Mr. Waldman has attended the Life 
Underwriters School of the University 
of Connecticut, and at present is pre- 
paring for his CLU designation. He ts 
a member of the Life Underwriters As- 
sociation of the City of New York and 
was active in the formation of the 
Brooklyn branch. He is also a member 
of the New York Life Supervisors As- 
sociation and is currently serving as 
president of the Brooklyn Life Super- 
visors Association. 

The Burton J. Bookstaver Agency, 
which was organized by Mr. Bookstaver 
in July, 1950, ranks among Security Mu- 
tual Life’s leading agencies. 


U. S. Pipe & Foundry Loan 


United States Pipe and Foundry Co. 
has borrowed from New York Life and 
Provident Mutual Life a total of $8,400,- 
000 on 15-year sinking fund promissory 
notes, and in addition has borrowed a 
total of $3,600,000 on three year and 
six year installment notes from Nation- 
al City Bank of New York, Central 
Hanover Bank and Trust Co. and The 
Pennsylvania Co. for Banking and 
Trusts. The proceeds of these loans 
will be applied to the discharge of 
presently existing bank loans and for 
additions to working capital. 
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Late Clifford L. McMillen Was Long 


a Leader in General Agency Field 


Following a heart attack, Clifford L. 
McMillen, 61, for years one of the 
nation’s top general agents and who, 
after being general agent of North- 
western Mutual Life in Madison and 
Milwaukee, Wis., was transferred here 
in 1911, died in New York last week 
With the Northwestern Mutual until 
October, 1948, and since then in the 
brokerage field, he was one of the 
most dynamic and colorful personali- 
ties in the field, enthusiastic about life 
insurance as a professional career, al- 
ways stressing the value of training. 
Many men developed by him came from 
the universities and colleges. His mag- 
netism, philosophy and insurance intui- 
tion resulted in successful training of 
numerous men. 


«some McMillen Alumni 


The flist-of those who at one time 
were 2s@ciated with Mr. McMillen, 

long one, included Grant L. Hill, who 
for some’ years has been vice president 
and director of agencies of the company. 
A number of former McMillen men be- 
came general agents. They include 
Willis F. McMartin and J. Robert Guy, 
now head of Northwestern’ general 
agencies*here; Willard L. Momsen, Mil- 
waukee; C. A. Votaw, Scranton; Glenn 
B. Dorr, Connecticut; and Meyer Gold- 
stein, now a manager of Equitable Soci- 
ety in New York. Paul R. Fischel, man- 
ager of the collection ‘office of the 
McMartin and Guy agencies, was a Mc- 


Fitzgerald’s Comments 

Asked by The Eastern Underwriter 
| for comments upon the late Clifford 
iL. McMillen, Edmund Fitzgerald, 
president, Northwestern Mutual Life, 
said : 
| “Chiff MecMillen’s many warm 
| friends in this office are distressed by 
| the news of his passing. He will al- 
ways be numbered among the truly 
greats of the Northwestern Mutual. 
Locally, his brilliant and successful 
| chairmanship of the Community Fund 
and the University Club building 
|campaign during his residence here 
|-re lasting memorials to his abilities 
| His generosity and capacity for 
| friendship brought him close to the 
lives and into the affections of all of 
| us. 








Millen alumnus. Victor M. Stemm of his 
Milwaukee agency, succeeded him in that 
city, and R. H. Pickford became gen 
eral agent in Cedar Rapids. 

Among successful agents formerly 
—e with Mr. Mc aga are Her- 

man Duval, R. U. Redpath, Jr., Herster 
Baracs. Nelson “Pie” Way. Herbert 
Sternau, H. G. Auerbach, the late 
Thomas K. Carpenter, the late Theo- 


dore A. Peyser and the late Malcolm 
G. Drane 

Born in Fort Atkinson, Wis. and go 
ing through the high school there Mr. 


McMillen entered University of Wis- 


consin from whose School of Commerce 


he was graduated in 1911. He was a 
prominent student, active in athletics 
and making all of the class societies 


He worked a lot outside of the college 
2s Madison representative of a whole- 
sale coffee house for whom he sold all 
fraternities and boarding 
houses and also in his senior year he 
ade led to his income by correcting papers 
in the economics department of the uni- 
versity. Deciding to prepare a thesis on 
“The Scientific Location of American 
Industries” he went out and got the in- 
formation first hand by consulting heads 
of industry, studied packing at Chicago, 
steel at Gary, Ind., and so on. Every 
student in the college knew him as no 
one was a greater lover of compan- 
ionship. It was natural that he would 
attract attention of corporations several 


the societies, 





Phyfe 


CLIFFORD L. McMILLEN 


of which offered him jobs at his gradu- 
ation. 
Becomes An Insurance Man 

Instead, he entered the insurance busi- 
ness field in Madison, Wis., with Shaks- 
hesky & McMahon, Edward M. Mce- 
Mahon of the agency putting him on. 
Later, McMahon became a trust officer 
of New York banks. To the new man 
the agency gave a hard assignment— 
development of new territory. He de- 
veloped it successfully. When McMahon 


LIFE SUPERVISOR OR UNIT MANAGER 


Old established mid-town life agency seeks experienced man. Our proposition per- 
mits you to operate your own organization and 
The Eastern Underwriter, 41. Maiden Lane New York 38. 


in confidence: Box 2011, 





retired McMillen succeeded him as 
Shakshesky’s partner, and at 22 became 
the company’s youngest general agent. 
He was elected president of the Madi- 
son underwriters association. 

Entering an officers training camp at 
Fort Sheridan in 1917 he was commis- 
sioned a lieutenant in World War II, 
went overseas as a captain and became 
adjutant of the 335th Infantry. 

Returning to Madison after the war 
he was transferred to Milwaukee a 
couple of years later as general agent 
serving there from 1919 to 1931, and 
making an unusually successful record. 


It was in the home office agency where ~ 
l 


he first adopted the name of Clifforc 
L. McMillen and Associates which he 
was still using when he died. In Mil- 
waukee he became a prominent citizen. 
He and the late “Mike” Cleary, presi- 
dent of the company, became warm 
personal friends. 


Made General Agent Here 
Mr. McMillen came to New York 


as general agent of the company on 
July 1, 1931 and one of his first moves 
was to leave its location in the Grand 
Central Terminal and take quarters at 
347 Madison Avenue, not far away. The 
agency eventually became one of the 
peppiest in the city. At the time Mr. 
McMillen retired from the agency it 
had approximately $210,000,000 on _ its 
books. It was in October, 1948, that he 
and the Northwestern Mutual parted 
company. 

The announcement made at a lunch- 
eon to his organization at the Ritz 
Carlton Hotel, created widespread in- 
terest throughout the Greater New York 























CLIFFORD L. McMILLEN 


Long-time Friend and Associate 


In Memoriam 








WILLIS F. McMARTIN, General Agent 
AND ASSOCIATES 
THE NORTHWESTERN MUTUAL LIFE INSURANCE CO. 


285 MADISON AVE., NEW YORK 17 
ORegon 9-5110 
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INSURANCE 


Consecutive Term by the Pohs Method 
Starts Mon., May 7, for 
Brokers’ Examination on Sept. 19 
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Consecutive Term by the Pohs Method 
Starts Friday, May 11 
for Exam. June 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Write, phone or call for Booklet 


INSTITUTE OF 
OHS INSURANCE 
132 Nassau Street 
N. 
Tel. Cortina 7-7318 


POHS, Founder-Director 
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life insurance fraternity. At the lunch- 
eon he announced that Clifford L. Mc- 
Millen and Associates would continue in 
this field. The company established two 
general agencies, installing as general 
agents in offices in new locations Willis 
F. McMartin and J. Robert Guy. Paul 
R. Fischel was made head of collection 
office of these agencies. 

Some weeks later Mr. McMillen was 
appointed manager of The Prudential 
in the offices he had formerly occupied 
at 347 Madison Avenue, but he and that 
company severed relations after three 
months. 

Goes Into Brokerage Field 

His next move was to announce that 
McMillen and Associates, Inc., would 
continue at the address doing a general 
brokerage business. At the same time 
he announced that affiliated with him 
as vice of the organization 
would be Phillip Gordis, who had been 
in the insurance field here for some time 
and is well known also in the field 
of insurance education. Another an- 
nouncement was that of the formation 
of the McMillen Institute to give courses 
for brokers under the direction of Mr. 
Gordis and the sponsorship of the New 
School for Social Research which has 
its own building in West Twelfth 
Street. However, the classes for brokers 
were held in the McMillen offices. 
Something over a year ago Mr. Mc- 
Millen started running a series of ads 
once a week in the magazine The New 
Yorker in which he featured his broker- 
age business, each ad containing a pic- 
ture of himself. These ads, which con- 
tained only a few words, reflected Mr. 
MeMillen’s ingenuity and resourceful- 


ness. 

With the Northwestern Mutual Life 
he had been president of both its 
General Agents Association and of its 


District Special Agents Association. 
Also, he served as president of the 
Life Managers Association of New York 
and was on executive committee of Life 
Underwriters Association of City of 
New York. When he attended the an- 
nual conventions of the company he 
was host at the University Club of Mil- 
waukee to the members of his organiza- 
tion attending the convention. He had 
been a founder of that club. He was 
active in the Round Table of New York, 
whose membership consists of about 50 
general agents and managers. His clubs 
included University of New York and 
Advertisers Club and also Montauk 
Point Yacht Club. 

For some years he travelled extensive- 
ly making two trips to Europe after 
the first world war and once motoring 
through Spain. His chief recreation was 


(Continued on Page 9) 
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Eastern Life Gen’l Agent 
At New Rochelle, N. Y. 


HAROLD OSHLAG 





You'd laugh at a grocer 
who sold Bread 


.. but not BUTTER! 











ES Si itt oni 


SER ERER ThE ee 







Harold Oshlag has been appointed 
general agent for Eastern Life of New 
York, with offices at 323 North Avenue, 
New Rochelle, N. Y., according to an 
announcement by Murray April, di- 
rector of agencies. 

3orn in New York, Mr. Oshlag, upon 
graduation from a local high school, 
attended Columbia University and re- 
ceived his Bachelor of Science degree 
in 1934. He later received a degree of 
Bachelor of Laws from St. Johns 
University. 

After a training course by the New 
York Business Institute, Mr. Oshlag 
entered the insurance business in 1940. 
Active in the affairs of the community, 
he is serving on the board of directors 
of the Brotherhood of Temple Israel of 
New Rochelle; is vice president of the 
Bonnie Crest-Wilmot Association, Inc.; 
treasurer of the New Rochelle Realty 
Joard, and he participates actively in 
the local, civic and national charitable 
organizations. 


Clifford L. McMillen 


(Continued from Page 8) 


fishing and this he did in many of the 
Wisconsin lakes. After coming to New 
York he had a summer home in Mon- 
tauk Point where he did considerable 
fishing, even entering anglers’ contests in 
the Gulf Stream 40 or 50 miles off Mon- 
tauk Point. An avid reader of books on 
philosophy and psychology he derived 
many ideas therefrom which he used 
in sales talks before his organization. 
Surviving are his widow, Ann Mary; 
a sister, Florence, and his mother, Mrs. 
George McMillen. 
_The funeral services, he'd at the 
Campbell Funeral Parlor, Madison Ave- 
nue and Eighty-first Street, New York, 
on Friday noon, were largely attended. 
Many general agents were there, includ- 
ing 17 members of the Round Table of 
which Mr. McMillen was a member. 
From Milwaukee came Grant L. Hill, 
vice president, Northwestern Mutual. 
Among insurance top executives present 
was James A McLain, president, Guard- 
ian Life. The services were performed 
by the Reverend Kenneth N. Alexander 
of Christ Church Methodist. During his 
talk he quoted from the poem, “For the 
God of Things as They Are,” by Rud- 
yard Kipling, which he called one of 
Mr. MeMillen’s. favorites. Mr. McMillen 
was buried at Fort Atkinson, Wis. 


















Yet how is this mythical grocer different from the Insurance 
Broker who sells general insurance—but turns his back on 
life insurance? 

GUARDIAN provides you with a whole kit of attractive 


protection plans—with features your clients need and want. 
For example: 


NON-CANCELLABLE DISABILITY INCOME PROTECTION 


paying $10 per month per $1000 to age 65—with full ma- 
turity as an endowment at age 65. 


GUARDIAN’S unique disability income provision is also 
available with its 


LOW-PREMIUM TERM POLICIES 
(5, 10, 15, 20 Year and Term to 70) 


Find out more about the friendly assistance GUARDIAN 
offers to general insurance brokers. Call or write to your 
nearest GUARDIAN office. 
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W. C. Cartinhour Retires 
From Provident L. & A. 







W. C. Cartinhour (right) receiving the 
best wishes of President R. J. Maclellan. 





W. C. Cartinhour, vice president and 
secretary, Provident Life & Accident, 
Chattanooga, retired recently after serv- 
ing the company for more than 40 years. 
Company officers and department heads 
honored Mr. Cartinhour at a luncheon 
on his last day with the company. Presi 
dent Robert J. Maclellan, the principal 
speaker, announced that Mr. Cartinhour 
would remain on the company’s board 
of directors. 

Mr. Cartinhour’s first duties at the 
Provident were in claim work. He was 
successively promoted to claim manager 
and agency manager for all departments 
before being named secretary of the 
company in 1916. His Provident career 
was interrupted during World War I, 
when he served as an Army officer in 
France. He was named to the board of 
directors in 1921, was elected vice presi- 
dent and secretary in 1924, and became 
a member of the executive committee 
the same year. 

Mr. Cartinhour was presented with a 
20-tube television set with a 19-inch 
screen by President Maclellan. 


Pacific Mutual Changes 
Of West Coast Agencies 


Announcement of Los Angeles and 
Long Beach changes by Pacific Mutual 
Life has been made by Fred S. Sibley, 
sunerintendent of agencies. 

Erle T. Gilbert, general agent for Pa- 
cific Mutual since 1943 with offices in 
west Los Angeles, is stepping aside to 
make way for his son, Bruce R. Gilbert, 
who is relinquishing the Long Beach 
general agency of Pacific Mutual to 
take over as general agent for his 
father’s organization. The younger Gil- 
bert had previously been associated with 
the office in west Los Angeles as per- 
sonal producer, then supervisor of sales 
and training. His father, who has re- 
cently been ill, will continue his asso- 
ciation with the company and anticipates 
returning to field activity as soon as his 
good health is restored. 

Pacific Mutual’s Long Beach agency 
will be operated as an interim branch 
office for the time being. 


Converts Treasury Bonds 


Boston Mutual Life has converted 
more than 76% of its holdings of the 
June and December 1967-72 series of 
2Y%4% Government bonds for the new 
Treasury restricted 234% bonds due in 
1980. Other life insurance compamies 
have taken similar steps. Their action is 
regarded as tangible indication of their 
cooperation with the Government's cam- 
paign to curb inflation. 
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F. P. Aschemeyer Rejoins 
General American Life 


VICE PRES’T, GENERAL COUNSEL 





Resigns as a Commissioner of the Su- 
preme Court of Missouri; 
Other Promotions 


Election of Frank P. Aschemeyer as 
vice pres.dent and general counsel of 
General American Life was announced 
by Powell B. McHaney, president, fol- 
lowing Judge Aschemeyer’s resignation 
as a Commissioner of the Supreme Court 
of Missouri. Other elections announced 
by the company’s board of directors in- 
clude the elevation of three of its home 
office associates to officer status and the 
promotions of four other officers. All are 
veteran employes with twenty or more 
years of administrative insurance ex- 
perience. 

Edgar W. Baseler, 
comptroller’s staff, was named chief 
planning officer; Thomas E. Ashcraft, an 
accountant, is the company’s new auditor 
and, Douglas Wood, an actuary, suc- 
ceeds D. Allen Sheppard, as manager of 
the underwriting department. The new 
duties of Mr. Sheppard, who was elected 
an assistant secretary in 1940 and who 
had been underwriting manager since 
1937, will concern special work and 
studies in connection with home office 
and field underwriting problems. 

Other Promotions 


formerly of the 


Other officer promotions announced 
include Paul G. Ochterbeck, from as- 
sistant general counsel to associate gen- 
eral counsel; Frank X. Schlosser, from 
assistant counsel to assistant general 
counsel; and Joseph R. Burcham, from 
assistant counsel to assistant general 
counsel 

Mr. Aschemeyer’s Career 

Before his appointment January 2, 
1950, to fill and unexpired term on the 
Missouri Supreme Court, Judge Asche- 
meyer had been associate general coun- 


Commonwealth Campaign 


Commonwealth Life recently con- 
ducted its annual March campaign for 
new business. This campaign resulted 
in the greatest volume of new business 
in any one month in the company’s 
history. 

The traditional “March for Boyd 
sales contest is conducted annually in 
honor of Commonwealth’s president, 
Morton 3oyd. 


” 





sel for General American Life. Press re- 
leases emanating from the Missouri 
State Capitol stated the Supreme Court 
would have reappointed Aschemeyer had 
he chose to continue as a Commissioner. 
Judge Aschemeyer was the first member 
of a corporate law department ever 
appointed to the Supreme Court in Mis- 
souri. 

An honor graduate of Washington 
University Law School and member of 
the Order of Coif, honorary legal fra- 
ternity, Mr. Aschemeyer entered private 
law practice in St. Louis in 1924, special- 
izing in insurance law. On numerous oc- 
casions he acted as special counsel to the 
Missouri Insurance Department in con- 
nection with liquidation and reorganiza- 
tion cases. Prior to joining General 
American Life in 1942, he was associated 
with Powell B. McHaney in the law firm 
of McHaney and Aschemeyer. 

Judge Aschemeyer is a former vice 
president of the St. Louis Bar Associa- 
tion and member of its executive com- 
mittee. He was chairman last year of 
the Insurance Law Committee of the 
Missouri Bar and is a member of the 
Association of Life Insurance Counsel. 
A lecturer on the faculty of the Univer- 
sity Law School for eight years, Mr. 

Aschemeyer also served as law alumni 
representative on the board of directors 
of Washington University. He was a 
national office of Phi Alpha Delta legal 
fraternity and was president of the Op- 
timists Club of St. Louis when appointed 
to the Supreme Court post. 
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Mutual Benefit Management 
Conference Held in Pa. 


Ten general agents of the Mutual 
3enefit Life, Newark, are attending the 
seventh agency management conference 
with company officers at Pocono Manor, 
Pa. The conference, which started April 
18 and will run through April 27, will 
deal with all phases of agency manage- 
ment including recruiting and training 
new agents, finances and planning fort 
the future. 

General agents present are: Robert L. 
Altick, CLU, Portland, Oregon: William 
J. Ames, CLU and Samuel R. Ames, 
CLU, Norfolk, Va.; Howard Dahlberg, 
Des Moines, lowa; William T. Earls, 
CLU, Cincinnati; Will'am H. Foreman, 
Newark; Ervin D. Hintzpeter, Boze- 
man, Mont.: Meade McMillen, CLU, 
Richmond; John Mulder, CLU, Peoria, 
Ill, and Stanley R. Wayne, New York 
City. 

Director of M: inagement Training 
Laurance W. McDougall is in charge of 
the conference, with other agency de- 
partment officers and specialists partici- 
pating. 


American National Meeting 


More than 500 qualified agents of the 
Ordinary departments and their wives 
attended the annual convention of 
American National Insurance Co. in 
Galveston recently. Agents from 38 
states, District of Columbia, Hawaii and 
Cuba, were in attendance. W. L. Vogler, 
executive vice president of the company, 
stated that more agents had qualified for 
this meeting than any previous Ordinary 
department convention in company his- 
tory. 

W. L. Moody, Jr., president of the 
company, was at the presiding table 
when the meeting opened. The formal 
session was under the direction of David 
J. Martino, superintendent of Ordinary 
agencies. 





Joins M. G. Summers Agency 


Egan Photo Service 


JOHN G. KHOURI 


The Merle G. Summers agency, New 
England Mutual Life, Boston, has an- 
nounced the appointment to the agency 
staff of John G. Khouri. He will head 
the agency’s new department of techni- 
cal research and planning. 

3orn in Boston, Mr. Khouri at- 
tended Bates College, Boston University 
College of Business Administration and 
Boston University School of Law from 
which he was graduated in 1937. Fol- 
lowing his admission to the Massachu- 
setts Bar, he became associated with the 
Boston law firm of Brown, Field and 
McCarthy. He goes to the Summers 
agency directly from a ten-year asso- 
ciation with the Boston office of Con- 
necticut General. 





IAMED FOR WORLD-WIDE SERVICE from branches 
located in more than 20 countries, including 50 offices 
in the United States, the SUN LIFE ASSURANCE COM- 
PANY OF CANADA has won universal recognition for the 


diversity of its comprehensive life insurance and annuity 
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Wonder What Is Back of 
Policyholders’ Suits 


PLAINTIFFS’ POLICIES SMALL 





Echo of Annual Meet of Massachusetts 
Mutual Whose Policyholders Vote 
Confidence in Its Investments 





The annual meeting of the Massachu- 
setts Mutual Life in Springfield, Mass., 
last week, voted 19,011 to 1 in repudia- 
tion of suits alleging mismanagement in 
connection with Texas loans to oil pro- 
ducing companies in 1947 and 1948 which 
suits were brought against the company 
and 17 members or former members of 
its board. They also voted to ratify 
all actions of the company and the di- 
rectors in connection with the loans and 
asked the officers to take all necessary 
steps to end the suits. Speaker after 
speaker praised the high character and 
excellent business judgment of the com- 
pany and pointed to its fine financial 
condition as evidence of the efficiency of 
directors and officers. 


Those Who Brought Suit 


The plaintiff’s chief allegations were 
that the Texmass Co. was a hazardous 
and speculative venture and not a proper 
one in which to invest the company’s 
funds and that there was favoritism and 
bad judgment on the part of the di- 
rectors. These plaintiffs were Eugene 
Koster, Brooklyn, a dentist; Michael 
Coon, a New York lawyer; Joseph War- 
ren of Lowell, a rabbi and Manuel Tan- 
cer. Policies of each were small. 

One of the most interesting talks was 
by Colonel Robert E. Goodwin of the 
law firm of Goodwin, Proctor and Hoar, 
Boston, which firrn had been engaged 
by the company to make a disinterested, 
neutral investigation of the loan trans- 
action. 

Colonel Goodwin denounced the alle- 
gations of the plaintiffs as making 
erroneous public statements of defama- 
tion and he was roundly applauded when 
he recommended that every recourse in 
law be used to find out what is in back 
of the suits, evidently implying that 
those who instigated the suits shou'd be 
prosecuted if grounds for so doing were 
found. The investigation of Colonel 
Goodwin’s firm failed to find the slight- 
est evidence of collusion, favoritism or 
breach of trust on the part of any di- 
rector in connection with the loan. 


New England Mutual Life 
Reports Record Volume 


New England Mutual Life reports 
that new business volume during the 
first quarter of 1951 broke all previous 
company records. The total of $89,000,- 
000, exclusive of additions and revivals, 
represents a gain of $20,000,000, or 
28.8%, over the same period in 1950, 
and $7,000,000 over the previous high 
mark in 1947, 

Leading the production parade is the 
Lambert H. Huppeler agency of New 
York City, averaging well over $2,000, - 
000 a month for a quarterly total of 
$6,800,000. The Huppeler agency also 
leads in dollar gain over 1950, with 
$1,900,000. more. business in 1951 during 
the 90-day period. Second place in vol- 
ume of new business is held by the 
Wm. Eugene Hays agency in Boston, 
which added $1,100,000 to its 1950 busi- 
ness for a three-month total of $3,700,- 
000. Also breaking the million-a- month 
average were the Schmidt agency in 
New York City, the Merle G. Summers 
agency in Boston, and David Marks’ 
New York City staff. 

The Brooklyn agency, under Irving 

Bober, CLU, takes honors for largest 
percentage gain over 1950, expanding its 
total by 184% to $465,000 for the first 
quarter. Agency manager George R. 


Vibbert’s Syracuse group stands closest 
to its prescribed 1951 goal, having com- 
pleted 62% of annual quota. 


Lincoln National Leaders 

The Northern Indiana agency, with 
headquarters in Fort Wayne, and the 
O. Frank Helvie agency, with headquar- 
ters in South Bend,, ranked first and 
second among all the agencies of Lincoln 
National Life in total paid production 
for the first three months of 1951. 

The Lloyd S. Wright agency, Indian- 
apolis, and L. S. Becker agency, St. 
Louis, ranked first and second respective- 
ly in paid business for March. 


KANSAS ASS’N MEETING 

Program for the 1951 annual meeting 
and sales congress of the Kansas Life 
Underwriters Association has been an- 
nounced by State Secretary Martin G. 
Miller to include the annual meeting 
of the board of directors on May 11, with 
the annual business meeting to follow. 
On May 12 the annual day long sales 
congress is scheduled. General agents 
and managers will hold a dinner meeting 
May 11 as will the Kansas Leaders 
Round Table. Andy Sowers is chairman 
of the sales congress committee. 





Hear Vincent B. Coffin 


Insurance companies contribute greatly 
to the prevention of inflation the Siena 
College Business Forum was told at a 
meeting in Albany, N. Y., recently. 
Speaker was Vincent B. Coffin, vice 
president, Connecticut Mutual Life. He 
said in World War II the companies 
put as much as 70% of their assets into 
government bonds. 

James T. Purves, general agent of the 
company in Albany introduced Mr. 
Coffin to the audience of 700 persons. 
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Provident General Agents’ Meeting 


President Linton Tells Hot Springs Gathering Outlook Is 
Favorable; Lewis C. Sprague, New President of 
Association, His Agency Being Leader 


From the selling point of view, the 
life insurance agent today is in an en- 
viable position, said Provident Mutual 
President M. Albert Linton, at the open- 
ing luncheon of his company’s general 
agents meeting held at The Homestead, 
Hot Springs, Va., on April 9. Speaking 
on the place of life insurance in today’s 
economy, Mr. Linton expressed his opin- 
ion that the net effect of the defense 
effort on life insurance sales would be 
favorable. 

“The situation,” said Mr. Linton, “is 
somewhat similar to that which existed 
during the last war. The life insurance 
agent will not be plagued by material 
shortages and priorities as are salesmen 
in other lines of business who can not 
easily shift to other prospects and are 
limited by the products they sell. The 
life insurance agent can select his pros- 
pects freely; can seek out those who 
have needs and income, and can do as 
much business as his time, energy, and 
ability will permit. These advantages,” 
Mr. Linton reminded the general agents, 
“can, of course, be emphasized very 
effectively in recruiting.” 

Public’s Large Spendable Income 

Although the Government is going to 
employ taxation to reduce purchasing 
power as far as is politically feasible, 
Mr. Linton said that a large reservoir 
of individual spendable income will re- 
main. “The agent,” he continued, “is 
in a position to render a real service to 
his clients and to his country by per- 
suading people to buy life insurance, 
thus removing the money from the mar- 
ket place where it would otherwise bid 
up prices. The premium income, in turn, 
will be put to constructive use through 
investment in useful capital goods proj- 
ects. much of which will increase pro- 
duction. This is a powerful force in com- 
bating inflation.” 

In appraising future sales possibilities 
Mr. Linton reminded his listeners to 
take into account the economic conse- 
quences of the large crop of youngsters 
coming on, resulting from the high birth 
rate of recent years. This will result in 
a big demand for added protection, as 
will the continual increase in the num- 
ber of new family units being set up. 
The increased number of dependent peo- 
ple below age 20, and above age 65, to- 
gether with the shifting population will 
tend to create new demands for capi- 
tal—new schools, new housing, and other 
facilities. This means more business ac- 
tivity, increased national income, in- 
creased need for life insurance, and new 
opportunities for the agent. 

“Looking ahead,” said Mr. Linton, 
“there should be no lack of vigorous 
economic activity for several years.” 


Must Control Inflation 

Speaking on inflation, Mr. Linton 
warned that the United States as the 
ultimate bulwark of the free world has 
a tremendous stake in combating the 
menace of rising prices. “The trend in 
the cost of living over the years is a 
matter of importance to each of us per- 
sonally” he said, “but the international 
implications are perhaps of even more 
vital significance.” Pointing out that the 
United States is a dominant factor in 
the world economy, he warned that what 
happens here has vast repercussions 
everywhere. If the United States should 
go through another. depression, the 
consequences could be catastrophic. 
The men in the Kremlin are biding their 
time hoping this will take place. 

“From every point of view, inflation 
is to be avoided like the plague,” Mr. 
Linton continued, “because our survival 


as a free nation ‘depends on bringing it 
under control.” In Mr. Linton’s opinion, 
prices are not likely to rise indefinitely. 
higher 


The they go, however, the 


greater they fall later. This eventually 
could prove to be one of our greatest 
dangers. 

Sprague Agency the Leader 


Another feature of the luncheon was 
the presentation of plaques by Agency 
Vice President James H. Cowles to the 


1950 company leaders in agency pro- 
duction, agency building, and persist- 
ency. 


A plaque symbolic of company produc- 
tion leadership was awarded to Lewis 
C. Sprague, New York, whose agency 
had the best year in its agency’s his- 
tory. W. Henry Blohm, Cincinnati, asso- 
ciation president, won two plaques, one 
for production, the best in his agency’s 
85-year history, and another for agency 
building. Knox Turnbull, Charlottesville, 
who was recently appointed manager in 
Philadelphia, received agency building 
and persistency plaques. The Dallas 
agency received production and _ per- 
sistency plaques, the awards being ac- 
cepted by newly appointed General 
Agent John N. Savage. A _ production 
plaque was also awarded to Alex M. 
Hammer’s Boston agency. 

Other plaques in agency building were 
awarded Roland D. Benscoter, Detroit; 
Lowell W. Davis, Hartford; Charles S. 
Peck, Allentown; and Raymond J. 


Wiese, Chicago. 
Other persistency plaques were pre- 
sented to J. Henry Hooper, Baltimore- 
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land; Stan Peterson, Seattle; and Ray- 
mond Wiese. The discussion brought 
out the facts that the success of the se- 
lection process is dependent upon the 
number of prospective agents the gen- 
eral agent has to choose from; selection 
must be a continuous process; and that 
financing depends upon the individual 
case, and the general agent’s capacity to 
handle the recruit. 

“How to Spend Agency Money Profit- 
ably,” was the subject of two separate 
group luncheons. Henry Hooper led the 
discussion of the metropolitan area 
agents, while Charles Peck led a dis- 
cussion of the same subject with gen- 
eral agents of territorial areas. 

Lowell Davis, Hartford, led another 
panel discussion on selection, financing, 
and supervision the next morning— 
members of his panel including Franklin 

M. Nice, Reading; W. Lawrence Rotz, 
Decatur; and Lewis Sprague and John 
7; Tunmore, New York. 

The third morning panel discussion, 
under the leadership of George P. Shoe- 
maker, New York, also analyzed selec- 





Lewis C. Sprague, New York (left), whose agency led the entire Provident Mutual 

organization in 1950 paid business is pictured above receiving a plaque symbolic of 

that honor from Agency Vice President James H. Cowles. On the extreme right are 

President M. Albert Linton and Mrs. Joe B. Long, wife of the company’s 
Manager of Agencies 


Washington; Sherman O. Schumacher, 
Akron; and Theodore Widing, Philadel- 
phia. 

Other Features of Program 


Henry G. Barnhurst, Syracuse, chair- 
manned a panel discussion on recruiting 
and selection the following day. Panel 
members were: C. Gordon Ferguson, 
Cleveland; Raymond E. Holway, Rut- 


tion and training. Panel participants 
were: Henry Barnhurst, Lowell Davis, 
Henry Hooper, and Charles Peck. 
Feature of the final session was a dis- 
cussion of the company’s new business 
insurance course and business insurance 
schools. Dr. Edwin H. White, CLU, di- 
rector of the Advanced Underwriting 
Division, the Insurance Research and 
Review 'Service, addressed the meeting 
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POSTAL LIRE. 


NOW ENTERED IN 





License to do business in the State of 
Connecticut has been granted to the 
Postal Life Insurance Company of New 
York by the Connecticut State Insur- 
ance Department. Just as Postal is es- 
tablishing general agencies and offices 
in New York State, the Company also 
is opening agencies and offices in i 
Connecticut, presenting a unique op- 
portunity for qualified men. | 
Grow With Postal 
Since Postal Life changed over to full 
agency operation, business has jumped 
forward by leaps and bounds. In 1950, 
new paid-for busines exceeded by 93% 
the volume for 1949 which, in turn, 
represented an increase of 180% over 
1948. Insurance in force is now well 


in excess of $50,000,000. 
x kok 


Choice agency territory is available 
now in both New York State and Con- 
necticut for aggressive producers with 
The establish- 
ment of your own general agency is 
quickly possible. 

For a convenient interview or com- 


managerial capacities. 


plete information communicate with: 


Roy A. Foan, 
Ty 


Vice President and 
511 FIFTH AVENUE, 






Director of Agencies 


POSTAL LIFE 
INSURANCE COMPANY 
NEW YORK 17, NEW YORK 
























on the advantages of complete business 
insurance training. 

Retiring president and Mrs. Blohm 
were presented with a lovely silver bowl 
by the association. 

Newly elected officers and Advisory 
Council members are: President Lewis 
C. Sprague, New York; Vice President 
Charles S. Peck, Allentown; Secretary- 
Treasurer W. Lawrence Rotz, Decatur; 
Paul W. Schenck, Greensboro; J. Henry 
Hooper, Baltimore - Washington; and 
Franklin M. Nice, Reading. 


Provident Mutual Auditor 


President M. Albert Linton of Provi- 
dent Mutual Life of Philadelphia has 
announced the appointment of Henry 
C. Smith as auditor. 

Mr. Smith, a native of Montana, at- 
tended the University of Wisconsin and 
a year after graduation, joined Provi- 
dent Mutual. In 1937 he was appointed 
to the post of assistant auditor and has 
held that post until this date. 


MADE AGENCY MANAGER 

Boris A. Gelman has been appointed 
agency manager for Jefferson National 
Life in the Pittsburgh area. A graduate 
of the University of Pittsburgh and a 
veteran of World War II, Mr. Gelman 
most recently represented the Metro- 
politan Life. 
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Approach Department 
By Front Door, Says Day 


NOT “A GOOD GUY” OFFICIAL 





Illinois Commissioner Resents Visits 
here Pressure or Influence 
Attempt to Sway Him 





Attempts by some pressure groups to 
influence action by the Illinois Insurance 
Department by favoritism, good fellow- 
ship or chummy talks in the office of 
the Commissioner, were denounced by 


J. Edward Day, Illinois Director of In- 
surance, in a talk he made before the 
Chicago Association of Life Underwrit- 
ers annual sales congress April 13. Title 
of his talk was “Your Insurance Depart- 
ment,” and he said he was not confining 
his remarks to life insurance. 

Integrity and independence are the 
motivations of the Department, he said, 
and continued: “Under Governor Steven- 
son the Department is able to cope with 
the important questions that come be- 
fore it completely free of political in- 
fluence. Many of our decisions are, under 
the law, quasi-judicial in character and 
it is essential that those decisions should 
be arrived at purely on the merits and 
entirely without favoritism or pressure. 


Cites RFC Investigation 


“IT am sorry to say that a few people 
in the industry apparently have not un- 
derstood our efforts to follow these prin- 
ciples. There are certain individuals who 
seem not to have read about the RFC 
investigation and the strong public re- 
action to influence peddling and ‘good 
guy Government.’ By now I hope all of 
them have found out that there is to be 
no inside track or back entrance to our 
Department. I hope they have also 
found out that important disputed issues 
are not going to be decided in little 
private sessions at which only one side 
is represented. I have not been compli- 
mented by some of the approaches people 
have attempted to make. One man who 
was interested in an important question 
before our Department seemed complete- 
ly unabashed in telling me he had gone 
to a close relative of mine to try and 
get him to influence my decision. It is an 
environment from which all of our State 
Insurance Departments must shake 
themselves fully and finally free. 

“Right now I am trying to help one 
of my fellow Commissioners in coping 
with a case of out and out influence- 
peddling in his state.” 

Early this month Judge Schnackenberg 
in Chicago ordered the Illinois Insur- 
ance Department to liquidate a company 
against which the Department had begun 
court proceedings two weeks before. The 
company’s lawyer protested violently 
and said the Department was exceeding 
its powers. The judge, who was once 
Speaker of the Illinois House, said: “I 
was in the legislature when the Insur- 
ance Code was up for passage. Some op- 
posed it for the very reason that it 
gave such tremendous powers to the 
Director of Insurance. But it did pass, 
and it gave him those powers.” 


Mutual Benefit Life 


Increases Production 

The amount of life insurance paid for 
in the Mutual Benefit Life of Newark 
for the first three months of this year 
exceeded $62 million, announced R. E. 
Pille, vice president in charge of agen- 
cies. The company’s production in- 
creased $6,573,184 over the first quarter 
in 1950. 

Cincinnati was the top agency for the 
quarter with more than $3 million paid 
for, an increase of over $1 million for 
the same period in 1950. The’ New York 
City Arthur V. Youngman agency ranked 
second in the company for the quarter, 
and the New York City Solomon Huber 
agency ranked third. 

The Youngman agency was first in 
production for March, with $1,177,153 
paid for, followed by Cincinnati and 
Huber. 


Life Insurance Vital Now 
Benner Tells Midtown Men 


Life insurance salesmen have a vital 
role to play today to encourage savings. 
Looking at it from the good of the whole 
country as well as for the welfare of the 
insured and his dependents there is no 
better avenue to encourage savings today 
than through the medium of life insur- 
ance. This was the theme of a talk 
by Claude L. Benner, president of Con- 
tinental American Life of Wilmington, 
before the Midtown Managers Associa- 
tion of New York this week. 

Expenditures for defense by the gov- 
ernment will be two or three times what 
they were in 1948-49 and will continue 
for several years. The only way a dis- 
astrous inflation from this huge spending 
program can be prevented without harm 
to the economy is by a reduction in con- 
sumption of peacetime goods and savings 
by the public instead of spending, Mr. 
Benner said. Concluding his talk Mr. 
Benner said: 

“These are no doubt perilous times, no 
man knows what a day may bring forth. 
But of this we may be certain, come war 
or peace, there is little cause for us to 
lose faith in the production capacity 
of our nation, the ultimate value of its 
currency, or the need for life insurance 
for the maintenance of individual se- 
curity. The life insurance dollar will 


SIZE OF POLICIES 


Can’t Tell How Important “Small Ones” 
May Be, Writes Connell in 
College Magazine 

Clancy D. Connell who retired as gen- 
eral agent, Provident Mutual, in New 
York, last year, is author of an article 
in Hamilton Alumni Review, March 
edition. This is publication of Hamilton 
‘College from which he was graduated in 
1912. 

In the article Connell said that he 
was brought up by his gradmother. An 
income from a $2,000 policy of his father 
—plus hard work—took him seven-eights 
of the way through Hamilton. Recently, 
he discussed a policy with a middle-aged 
man. The client apologized for his in- 
terest in a “small policy” of $2,000. With- 
out stopping to think Connell told him 
that in 31 years in the business he had 
never sold “a small policy”; that it was 
impossible to judge the importance of a 
policy by its size until one knew what 
it might accomplish in later years. He 
was thinking of that first $2,000 policy 
bought by his father, taken out half a 
century before. 





continue in the future, as it always has 

in the past, to be one of the great bul- 
fs : ne 

warks of security for the nation.” 


JOHN F. CREMEN DIES 





Former General Agent in Washington, 
D. C., of Massachusetts Mutual 
Life; Active in NALU 
John F. Cremen, 67, who retired in 
February after 33 years with Massa- 
chusetts Mutual Life in Washington, 
died after a long illness on April 12. 
A graduate of Johns Hopkins and a 
native of Baltimore he joined the agency 
in that city of Mutual Benefit Life in 
1908 as an agent later being cashier 
and office manager. He .was former 
president of Washington Life Under- 
writers Association and that city’s Gen- 
eral Agents and Managers Association. 
He was general chairman of the NALU 
convention of 1929 and was its secretary 
in 1930. He is survived by a _ widow, 

four daughters and two sons. 


Hancock District Manager 
Melbert C. Hillert has become district 
manager of the Fort Worth, Texas, 
office of the John Hancock. He suc- 
ceeds Robert D. Stephens, who is leav- 
ing the company. Mr. Hillert has been 
an assistant district manager at San 
Antonio. 
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A housewarming was held recently 


in the new offices of the James G. 
Ranni agency, Manhattan Life, at 120 
West Fifty-seventh Street, New York. 


attending pictured above 
Julius Sackman, chief, 
insurance New York State 
Department; Thomas E. 
Manhattan Life, 
quar- 


Among those 
left to right are 
life bureau, 
Insurance 
Jr., president, 
welcoming Mr. 
ters in the home office building; James 
G. Ranni, general agent; and James P. 
Fordyce, chairman of the board, Man- 


Lovejoy, 
Ranni to his new 





Nashem Agency Reports 
Large Production Gains 


The Lee Nashem Agency of Mutual 
3enefit Life, 110 East Forty-second 
Street, New York, reports a 342% in- 


crease in paid for production from Janu- 
ary 1 to April 8 of this year over the 
same period of 1950. The Nashem agency 
has shown continuous increases in large 
amounts in each six month period in the 
last 3%4 years since Mr. Nashem came 
here from Chicago. 

Starting with five full time men three 
years ago Mr. Nashem has built the 
agency to 24 full time representatives 
with the assistance of his supervisors all 
of whom have been contracted since his 
arrival here in 1948. He has four men 
in supervisory positions and has opened 
a White Plains office. 

William W. Beers, CLU, is production 
manager, Emanuel Winston, director of 
initial training, Lucas F. Ziluca, district 
manager of White Plains, and Berthold 
J. Saruya, brokerage manager. 


J. J. Schoeller Comptroller 
Of Minnesota Mutual Life 


Tohn J. Schoeller was elected comp- 
troller of Minnesota Mutual Life at the 
board meeting Monday succeeding Wil- 
liam F. Hagerman who is retiring under 
the company’s pe nsion plan after more 
than 30 years service. Mr. Schoeller, 
who been associate comptroller, 
joined the company in 1921 as an ac- 
countant, has advanced through the de- 
partment becoming associate comptroller 


in 1946, 


has 
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Cosmo-Sileo 


hattan Life. New York’s Mayor Impel- 
litteri, a long-time friend of Mr. Ranni, 
was also present, but had to leave be- 
fore the photographer arrived. 
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Pacific Mutual Life Sets Up 
Single R. R. Department 


Establishment of a single over-all 
railroad department by the Pacific Mu- 
tual Life with headquarters at Chicago 
is announced by Asa V. Call, president 
of.the company. Vernon Fyke has been 
named manager of the new department, 
for the past two years 
manager of Pacific Mutual’s eastern 
railroad division. Said President Call: 

“Pacific Mutual’s newly consolidated 
railroad department replaces the pre- 
vious eastern and western divisions 
which had necessitated separate head- 
quarters at both Los Angeles and Chi- 
cago. Increase in the volume of our 
railroad insurance, together with Chi- 
cago’s centralized and strategic loca- 
tion, make the new development en- 
tirely logical.” 


having been 





Home of Barbara Fritchie, Frederick, 
Maryland, has been preserved as a 


memorial since her death in 1862. 







Photograph by A. Aubrey Bodine 


Historic Loyalty 


Givil War history relates the legend of Barbara Fritchie. 
While marching through Frederick, Stonewall Jackson’s 
troops attempted to shoot down the flag flying over 
Barbara Fritchie’s house. But she, loyal to her colors, 
caught the banner before it brushed the ground. 


Baltimore Life, too, boasts an historic record of loyalty. 

Since 1882, B.L.I. has an unbroken record of loyal 

{ Guardan of ocerty}, service to an ever increasing number of policyholders. 
i? q) é 
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Denda Agency, Union Mutual in New 
York, Judged Best in 1950 on 16 
Factors of Agency Operation 

Recognition is given to Michael J, 
Denda, resident vice president, Union 
Mutual Life of Portland, Me., and his 
Midtown New York agency for having 
won the company’s new President's 
trophy based on its 1950 performance. 
As announced in the March, 1951 issue 
of “The Headlight,” the company's 
field magazine, the Denda agency was 
judged No. 1 countrywide on a point 
system of scoring. Sixteen factors of 
agency operation were considered by 
the President’s trophy committee. These 
included total life and non-can. volume 
for the year; percentages of increase 
over the previous year and completion 
of quotas; persistency; production rec- 
ords of new agents; home office school 
graduates; Distinguished Service Club 
qualifiers; average size policy of the 
agency , and operating pas 

The committee commended all mem- 
bers of the Midtown agency for their 


fine work in earning the first-year 
award. It was felt that “their high 
point score is a direct result of the 


teamwork which qualification for the 
trophy demands.” Praise was also ex- 
pressed for Mr. Denda’s capable leader- 
ship. 

Runner-up in the 1950 selection was 
Fred Jordan and the home office age n- 
cy. Other top agencies were those in 
Newark, Bridgeport and Richmond. 





R. G. Cleveland Manager 
For Home Life at Erie 


Appointment of Roy G. Cleveland as 
manager of a new agency in Erie, Pa., 
has been announced by John F. Ww alsh, 
vice president and manager of agencies 
of Home Life of New York. 

Mr. Cleveland goes to Home Life 
with an extensive background in life 
insurance. He _ began _ his career in 
Cleveland as a field underwriter in 1940 
and advanced to assistant manager of 
his agency in three years. In 1947 he 
was transferred to Erie to open a 
branch office of his company’s Cleve- 
land agency. In a two-year period he 
built an organization, which last year 
produced over one million dollars of 
business. 

As manager of the Erie agency, Mr. 
Cleveland will be responsible for ex- 
tending Home Life’s Planned Estates 
Service to clients in northwestern 
Pennsylvania. 





LOAN FROM MUTUAL LIFE 

Standard Cap & Seal Corporation has 
arranged with Mutual Life of New York 
for a $500,000 loan on a 31%4% note due 
in 1961. Proceeds of the loan will be 
used for the construction of addition 
manufacturing facilities and to add to 
working capital. Standard Cap & Seal, in 
business since 1919, operates plants in 
Chicago, Jersey City, Brooklyn and Los 
Angeles which manufacture seals, pack- 
ages and containers for a variety of 
food products. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
41 PARK ROW, NEW YORK 
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Free Insurance for 
Servicemen Adopted 


CONGRESS PASSES COMPROMISE 


Covers to 120 Days After Separation 
With Privilege of Conversion 
to Permanent Term 


Washington—The bill wiping out Na- 
tional Service Life Insurance for future 
entrants into the armed services was on 
its way to the White House this week, 
with President Truman’s signature ex- 
pected momentarily. 

Both the House and Senate last Fri- 
day speedily approved a conference re- 
port on the bill (H. R. 1), on which 
agreement was reached after only three 
meetings between the conferees of the 
Senate Finance Committee and House 
Committee on Veterans Affairs. Most 
observers, and the conferees themselves, 
had predicted a long and bitter battle 
probably ending in a stalemate. 

The compromise adhered for the most 
part to the terms of the House-approved 
measure, calling for automatic gratu- 
itous coverage up to $10,000 for the 
period from induction until 90 days after 
discharge. But the House _ provision 
which would have established a com- 
plete cut-off at that time was modified 
to extend the coverage an extra 30 
days, or 120 days after separation, and 
a provision added which gives the dis- 
charged serviceman the option of ap- 
plying, by the end of this 120-day pe- 
riod, for renewable, non-participating, 
non-convertible five-year level premium 
term National Service Life Insurance. 

The Senate bill, a last-minute substi- 
tute for the House measure after that 
bill had been approved by the Finance 
Committee, would have given the gratu- 
itous coverage only to servicemen killed 
since the outbreak of the Korean war 
who had not purchased NSLI policies. 

soth sides agreed that the compro- 
mise version was the best bill on whic 
agreement could have been reached. 
Senator Walter F. George (D., Ga.) 
said it was a better bill than he ex- 
pected, and added that he didn’t see 
how agreement could have been reached 
in such a short time on anything else. 

The House group, headed by Re>. 
John Rankin (D., Miss.), said in its 
report that, under the conditions ex- 
istent at the start of the conference, 
with two “diametrically opposed points 
of view” to be reconciled, “the mona- 
gers on the part of the House believe 
that the compromise version... is as 
reasonable a proposal as should be e-- 
pected. While the House managers ave 
convinced of the wisdom of the bil! as 
approved by the House, the managers 
do recommend the adoption of the con- 
ference report.” 

What the Bill Provides 

In brief, the bill as passed by Con- 
gress provides: 

(1) A free indemnity to survivors of 
men killed in the armed services on 
and after June 27, 1950, in the amount 
of $10,000, without cost to the service- 
man, 

(2) Protection covers the period of 
active service, from the order to active 
service or final induction to 120 days 
after separation from the service. 

(3) If a person is disabled in service 
to such an extent that he is rendered 
commercially uninsurable—according to 
VA standards for normal NSLI cover- 
age—he may obtain non-participating 
Natonal Service Life Insurance after 
separation from service. Where the dis- 
ability is total a waiver of premiums 
may be granted. 

(4) Any person in active service hav- 
ing a NSLI or USGLI policy may con- 
tinue it in force or surrender a perma- 
nent plan policy for cash and reinstate 
it or be granted a new policy on the 
same plan and in the same amount 
without a showing of good health after 
separation from service. Provision also 
is made for the waiver of premiums on 
term policies for recalled policyholders 
and for waiver of a portion of the pre- 
mium on permanent policies while he 






is back in the service. Section 10 spe- 
cifically provides that nothing in the 
act shall be construed to cancel or re- 
strict in any way rights under insurance 
contracts issued on or prior to the date 
of enactment. 

(5) Beneficiaries are limited to mem- 
bers of the immediate family. 

(6) Maximum indemnity will be paid 
in monthly installments of $92 each 
over a 10-year period. 

(7) Indemnity is exempt from claims 
of creditors and from taxation. 

(8) Within 120 days after discharge 
(during which time the veteran still is 
covered by the gratuitous indemnity) 


he may apply for, without medical ex- 
amination, a National Service Life In- 
surance policy up to $10,000, on a non- 
convertible, non-participating basis, re- 
newable at the end of each five-year 
level premium term on the basis of 
attained age. The premium is to be 
based on the 1941 Commissioners’ 
Standard Ordinary Table of Mortality 
with interest at 24% a year. In the 
future all policies will be issued on this 
table, resulting in greatly reduced pre- 
miums. No dividends will be paid and 
the only plan on which the insurance 
will be issued will be on the five-year 
level premium term plan. 


Commenting on this feature, the re 
port of the House conferees said: 

“The net result is to provide a man 
aged 20 with insurance at 21 cents per 
thousand as against 64 cents per thou- 
sand paid by World War I and II vet- 
erans at the same age. The difference 
between the premium rates will be sub- 
stantially equivalent to the dividends 
payable on insurance issued for the 
higher premiums under existing law. 
The veteran will thus get protection at 
a rate comparable to the present rate. 
It will give him the opportunity to get 
the maximum of protection with a min- 
imum of cost.” 








The 


General Agent 


fee 


Congratulations, MEL JONE 
on an Outstanding Record! 


DENVER AGENCY 
NORRIS E. WILLIAMSON 









The 
GRAND RAPIDS 
AGENCY 
HERBFRT C. 
General Agent 


REMIEN 


Mutual. 


in November, 1942. 





The 
HALSEY D. 





NEW YORK 


JOSEPHSON AGENCY 


production. 





The 
PEORIA AGENCY 





General Agent 


CHESTER T. WARDWELL 


< 
















9 





HE Melzar C. Jones Agency in Los Angeles was the winner 
of the President’s Organization Trophy for 1950. 
photograph above, Mr. Jones, right, is shown accepting the 
Trophy from Peter M. Fraser, president of The Connecticut 


In the 


The four other general agents, pictured at the left, also had 
outstanding records in agency organization development and 
were runners-up to Mr. Jones for the 1950 Trophy. 


Melzar Jones joined The Connecticut Mutual as a supervisor 
He was appointed General Agent in part- 
nership with Phinehas Prouty, Jr., in 1947 and when Mr. 
Prouty retired in February, 1949, Mr. Jones took over the 
management of the agency. 
among the Company’s 81 agencies in new paid life insurance 


In 1950 his agency ranked third 


The entire Connecticut Mutual organization joins President 
Fraser in congratulating Melzar Jones, the four runners-up 
and all the members of their agencies, for jobs well done! 
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New York Supervisors 
Hear Richard Rhodebeck 


LUNCHEON MEETING SPEAKER 
Problems Facing the Insurance Busi- 
ness Discussed by President of 
United States Life 


The Life Supervisors’ Association of 
New York City had as guest speaker at 
their recent luncheon meeting, Richard 
Rhodebeck, president, United States 
Life. Mr. Rhodebeck delivered a 
thought-provoking talk on some. of the 
principal problems facing the insurance 
business; how they affect the home of- 
fice and field men and what the attitude 
of both should be toward attaining their 
mutual objective. 

Among the points covered in Mr. 
Rhodebeck’s talk to illustrate his thought 
that home office problems were as much 
the concern of the field were inflation, 
war hazards, manpower, accident and 
health operations, trend toward Term in- 
surance, investment outlets, and threats 
of government encroachment. 


Inflation 


Touching upon inflation, Mr. Rhode- 
beck pointed to the important intangible 
factor of faith and the necessity for 
maintaining the public’s faith in the con- 
tinued purchasing power of the dollar. 
He urged that not only should life insur- 
ance companies cooperate with the 
government in inflation control, but they 


must also be several jumps ahead in 
helping to maintain the value of the 
dollar. 


Mr. Rhodebeck was optimistic about 
the ability of the insurance business to 
handle the problems of war hazards and 
manpower after reflecting upon the ex- 
periences gained during World War II. 
With regard to the Term insurance 
trend, he suggested that there be no 
blanket accusation or approbation, saying 
that insurance still should be sold to 
fill specific needs, and that there is a 
definite place for Term insurance in life 
insurance portfolios. “The real problem, 
as I see it,” Mr. Rhodebeck said, “is 
that we have all been brought up to 
think in terms of volume. When we do, 
we are disappointed with the premium 
income and the average size premium 
per $1,000, and the agent quickly realizes 
that volume and commissions don’t mean 
the same as they did in the past. When 
both the company and field organization 
stop thinking in terms of volume, and 
instead, think of premium income, Term 
insurance will take its proper place.” 


Accident & Health Operations 


In discussing accident and health oper- 
ations, Mr. Rhodebeck said he was 
pleased to see more life companies in- 
terested in this field because he feels 
that the two go ‘hand-in-hand. It is his 
opinion that there will be a gradual 
change in commission payments from 
the level basis now in effect to a high 
first year and low renewal system simi- 
lar to that used in life insurance. He 
feels strongly that the increasing sale 
of personal accident and health insurance 
will stop the further encroachment of 
government into the business. 

Chairman of the program committee 
for the Life Supervisors’ Association 
during 1951 is John A. Silver. In the 
absence of Robert I. Curran, Jr., presi- 
dent of the association, Vice President 
A. Robert Jacobs presided. 


New England Mutual Life’s 
New Agents Training Course 


The 17th new agents training course 
for career underwriters of New Eng- 
land Mutual Life was held at the home 
office in Boston recently. Twenty-six 
agents from 22 of the company’s 78 
nationwide agencies, who have qualified 
through study and adequate field ex- 
perience, attended the intensive five-day 
session. The course consists of lec- 
tures, clinics, and practical demonstra- 
tions of methods of life insurance sell- 
ing and policyholder service. 


Prudential Reduces Its 
Group Annuity Rates 


On the basis of the improved outlook 
for a higher rate of return on its invest- 
ments, The Prudential has announced a 
reduction in Group annuity rates. Ac- 
cording to Valentine Howell, executive 
vice president and actuary, the new 
rates represent reductions ranging from 
approximately 2% to as much as 7% in 
certain cases and are effective immedi- 
ately on all new business. 

Both the company’s standard deferred 
annuity contracts and its deposit admin- 
istration cases are covered by new rates. 
Under the standard deferred annuity 
contract, annuities to start at some 
future date are purchased annually by 
the insured. Under the deposit admin- 
istration program, annual deposits are 
accumulated and the annuity purchased 
when the employe enters retirement. 

Prudential’s new rates mark the first 
reduction in Group annuity premiums 
the company has been able to offer for 
several years. A leader in this field of 
underwriting, The Prudential has on its 
books Group annuity contracts covering 
approximately 464,000 lives in groups 
ranging from a minimum of 25 up to 
single cases involving as many as 54,000 
individuals. In 1950, Prudential’s pre- 
mium income on this type of business 
alone amounted to $121,218,800. 


Hancock Ass’t Controllers 

The John Hancock has announced ap- 
pointments of Carroll K. Martin, James 
J. Mahoney and Harold F. Hatch to as- 
sistant controllers. All were formerly 
administrative assistants in the con- 
trollers department. 





JOSEPH S. JOHNS PROMOTED 

Joseph S. Johns has been promoted 
to assistant manager of the San Fran- 
cisco district of the Unity Mutual Life 
and Accident. 


Jefferson Standard 


(Continued from Page 1) 


agents and agents have a human quality 
which have been an amazing generator 
of entente cordiale. She has probably 
written thousands of such letters. She 
is author of many messages to the field 
which have appeared in the company’s 
agency publication, and her addresses 
before Jefferson Standard gatherings 
have all been of an inspirational nature. 
Among her activities she is editor of 
The Jeffersonian and for many years 
she was secretary to the late Julian 
Price. 

After everyone at the breakfast was 
seated Miss Taylor was led into the 
dining room by Karl Ljung, vice presi- 
dent in charge of agency operations. In 
her talk she said: 

“There are some things which are 
never out of fashion. And they are 
habits—the way you conduct yourself 
and live. If your habits are those of 
honesty, courage, devotion to duty, sym- 
pathy for others and constantly helping 
them get prepared to meet every con- 
tingency of life, you will never be out 
of fashion. Your practice of these fash- 
ions will furnish the measurement by 
which future generations will judge 
you.” 

Eugene Thore’s Comments on Company 


Karl Ljung opened the first business 
session by introducing F. McKey Smith, 
manager, Washington agency, who wel- 
comed the convention to the national 
capital. Greetings were extended by 
Eugene M. Thore, general counsel of 
the Life Insurance Association of Amer- 
ica. Mr. Thore stressed some of the 
chief characteristics of Jefferson Stand- 
ard which he said had pioneered over 





the sales. 


That's why we keep up a continuous flow of 
fresh ideas to our agents. It's one of the 
reasons for our record growth ... why we 
are one of the fastest growing insurance 


companies in the Middle West. 


If you are interested in joining a "live" and 
growing company, write or phone our 


agency director, Wm. J. Merritt. 
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We feel that a good salesman can become 
a topnotch salesman if he has the right 
selling "tools." Idea-packed letters, cards, 
folders and booklets help “hammer home" 











the years in many ways resulting in a 
great contribution in terms of industry 
leadership. The company’s investment 
program has been so successful that it 
has attracted considerable attention 
among companies. He paid a warm 
tribute to the late Julian Price, for 
many years the company’s president and 
who died as a result of injuries in an 
automobile accident. Mr. Price was a 
former president of American Life Con- 
vention and in North Carolina was re- 
garded by many as the most influential 
resident of that state. 

Another Jefferson Standard person- 
ality praised by Mr. Thore was Joseph 
M. Bryan, first vice president of the 
company. Mr. Thore called attention 
to the fact that Mr. Bryan is a mem- 
ber of the Joint (LIAA and ALC) 
Committee on Federal Income Taxation 
of Life Insurance Companies, chairman 
of which is Claris Adams, president of 
Ohio State Life. In concluding Mr, 
Thore said: 

“This is a friendly company of down- 
to-earth people with an abundance of 
common sense. It is a high tribute to 
Jefferson Standard that other compa- 
nies have this view of it.” 

The next speaker was former Gov- 
ernor William M. Tuck of Virginia, one 
of the company’s six new directors, and 
who is on many prominent boards. 


Warm Greeting to President Holderness 
The company’s achievement in passing 
a billion dollars of insurance in force 
was theme of the address of President 
Holderness. He said it had taken the 
company 36 years to go from scratch to 
half a billion, and 11 years to go from 
that figure to a billion in force. The 
company has 300,000 policyholders and 
its investment yield last vear on all in- 
vestments was a net of 4.39%. President 
Holderness was warmly greeted. 

The first day’s session concluded with 
a humorous talk on salesmanship deliv- 
ered by an experienced philosopher in 
the sales field who makes effective use 
of red suspenders in emphasizing his 
points. He is Vernon E. (Sam) Vining, 
merchandise consultant of Westing- 
house Electric Appliance division, Mans- 
field, Ohio, who has been heard at nu- 
merous conventions. It is Sam Vining’s 
idea that selling is a simple operation 
where many practitioners give the im- 
pression that it is difficult. “Don’t make 
a mystery of it,” he said, “and get to 
the point at once. Get fun out of sell- 
ing and engineer the interview in such a 
way that the prospect will get fun in 
buying the insurance which he needs. 
The motivating influence in selling is 
the emergence of the inner spirit which 
makes you want to give something to 
someone else who will benefit by your 
visit.” : 

Mr. Vining gave many examples of 
cold canvass and warned agents not to 
be afraid to ring doorbells. However, 
he was against hit-or-miss doorbell 
ringing. 

“The old saying that the law of aver- 
ages always prevails and that if you 
see enough people you will make a sale 
is correct,” he said. “But the result is 
mediocre selling. You can’t sell a cow 
if you go into the office building of a 
big city and ask everybody you meet if 
he wants to buy one. But we know 
there are many people who would like 
to own a cow. So, use common sense 
and see people who are real prospects. 
That goes for life insurance as well as 
for everything else.” 


Senators and Congressmen at Dinner 


Those who spoke at the last day’s 
session were Joseph M. Bryan, first 
vice president; Judge Shepard Bryan, 
board of directors; Senator Claude 
Hoey of North Carolina, and Millard 
Bennet, sales consultant, Business Econ- 
omists Corp. of New York. At the din- 
ner where Vice President Barkley talked 
were North Carolina Senators and Con- 
gressmen. 

Presentation of the Jefferson Stand- 
ard Cherry Blossom Queen was made 
to Carolyn Bason, Washington, D. C., 
whose father is S. M. Bason, Jefferson 
Re aad representative at Yanceyville, 
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One of a series of advertisements illustrat- 
ing how a representative of The Equitable 
Life Assurance Society serves his community 


by selling life insurance. 





THOMAS |. PARKINSON, 
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President s+ 393 Seventh Avenue, 





Like most great discoveries, this formula for a happy life 
can be reduced to simple terms— 


THE PROBLEM: That age-old question: “What career will 
bring me both financial security and a sense of service to 
make me happy?” 


THE MATERIALS: A man of more-than-average ability and 
integrity. 

Time 

A Company 

People 


THE SOLUTION: Take the man, let him spend a year (365 
days) as a representative of The Equitable Life Assurance 
Society (E.L.A.S.), and the result will be a new career 
composed of smiling customers, bound to him by ties of 
gratitude and appreciation. 

There are many personal equations for a good life. But 
none is more rich!y rewarding in its sense of achievement 
than this formula adopted by the thousands of men who 
serve their communities as representatives of The Equi- 
table Life Assurance Society. 


LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from 
the files of the Federal Bureau of Investigation... another public-service con- 


tribution sponsored in his community by The Equitable Society Representative. 
EVERY FRIDAY NIGHT * ABC NETWORK 

















New York I, N.Y. 
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Solomon Huber’s Ideas 
For Building Business 


MONTREAL ASS’N 


ADDRESSES 





Mutual Benefit Life General Agent 
Presents Motivating Ideas to Aid 
Business Insurance Sales 


Speaking before the Life Underwriters 
Montreal last 
Huber, general agent in New 
Mutual Benefit Life, and pro- 
the New School 


discussed 


Association of week, 
Soloman 
York for 
fessor of sociology at 
Social 
Ideas for 
of self-quiz on buy and sell agreements 
Huber as an ideal 


for Research, “Some 


Building Business.” The value 


was stressed by Mr. 


method of getting the prospect to do 
the talking 


his 


and take the necessary steps 
aroused. The 


Huber 


once interest is quiz 
occasion in the agency 


an illustration of an ef- 


used on 

was offered as 

fective tool. 
Motivating 


follow: 


ideas presented by Mr. 
Huber 
Your 


of retirement 


business owes you a guaranty 


income. No man’s estate 
is truly planned until the manner of 
disposition of his business interest is in- 
tegrated with his other assets. Failure 
to arrange in advance, the disposition of 
a business interest can wipe out a man’s 
life insurance even when policies have 
been set up under income arrangements. 
Men give the best years of their lives 
to building a business, and only minutes 
—or no time at all—to its ultimate dis- 
position, 


Three Types of Value 


The speaker pointed out that a busi- 
ness interest has three different types 
of value: Its value as you see it today; 
its value tomorrow as the government 
after your death; and its value 
family in the form of income. 
all three values are not iden- 
tical,” he said. “You can, while you are 
alive, plan for a realistic translation of 
value which will satisfy you, your family, 
and the tax collector. 

“Business men plan intelligently,” he 


sees it 
to your 
“Tny aris ibly 


said, “to meet possible shock to an en- 
terprise by insuring against loss time 
of valued employes by illness; fire, 


which may interrupt the orderly course 
of business, and burglary, which may 
hz ve the same effect, and a host of other 
Cc onti ng rencies. 

“They do all of these things,’ Mr. 
Huber said, “because, when income 
stops for them, it stops for their fami- 
You can also insure against another 
the danger that your business 
be worth to your family to- 
what it is worth to you today. 
assume that you and I are the 
this business and 


lies. 
hazard: 
may not 
morrow, 

“Let’s 
two stockholders of 
that you want your family out of the 
company after your death. Would you 
have any objection to my purchase of 
$50,000 of insurance on your life if I 
vgreed to pay the premium and guaran- 
teed to use the proceeds to buy you 
out? After all, you would have nothing 
to lose and much to gain. 

“T could, of course, give you the same 
privilege, and if you died first, the cov- 
erage would have cost you nothing, be- 
cause I would also agree to buy back the 
policy insuring my life from your estate 
for the premiums paid by you. 





North Central LAA Meeting 


Donald Dwight Davis, president of 
Radio Station WHB, Kansas City, and 
prominent in the sales promotion field 
will be keynote speaker at the forth- 
coming North Central Round Table of 
the Life Insurance Advertisers Associa- 
tion, April 27 and 28 at The Elms Hotel, 
E xcelsior Springs, Missouri. 


Theme of the meeting, which will 
stress individual participation by all 
those present, will be “Hot Ideas.” The 


first session will consist of reports on 
how those ideas are working for par- 
ticular companies and the second ses- 
sion will be devoted to a round table ex- 
ploration of new applications of those 
ideas. W. T. Grant, chairman of the 
board, Business Men’s Assurance will 
summarize the idea contributions and 
add some of his own to give the fullest 
degree of practicality to the meeting. 

About 60 members of the advertising 
and sales promotion departments of 
Midwestern companies are expected to 
attend. Chairman of the meeting is Dar- 
rel G. Hinkle, Guarantee Mutual Life, 
associated with i. Morris, Business 
Men’s Assurance, E. Wescott, Bank- 
ers Life of tasks cad Richard Hagg- 
man, Kansas City Life. 


Best’s Life Underwriters 
Guide for 1951 Completed 


The 1951 Best’s Life Underwriters 
Guide is now ready for immediate de- 
livery. The publishers, Alfred M. Best 


Company, Inc., announce that the new 
edition has been completely revised for 
quick, easy reference. 

The Guide is now in book form, giving 
a compact, complete display of unusual 
forms and practices of 191 life insurance 
companies writing about 98% of the total 
life insurance in force. 

The publishers point out that Best’s 
Life Underwriters Guide is ideally suited 
to agents and brokers with “out of the 
ordinary problems.” It offers in easy to 
follow. style such information as types 
of policies, underwriting rules, company 
pr: ietines: cic. 

Scientifically cross-indexed, the Guide 
includes a supplementary table listing the 
states in which each company is licensed 
to operate. 

Best’s Life Underwriters Guide may 
be ordered from the Home Office of 
Alfred M. Best Company, Inc., 75 Ful- 
ton Street, New York 38, N. Y., or from 
branch offices in Atlanta, Boston, Chatta- 
nooga, Chicago, Cincinnati, Dallas and 
Los Angeles. Single copies are priced at 
$1.50 with reductions on quantity orders. 





insurance to indemnify the unknown 
widow of an unknown man his automo- 
bile may one day strike, yet will give 
little thought to indemnifying his own 
widow against the loss of future income 
from his own enterprise at the death 
that will one day strike him. 

“Part-time mothers derive only part- 
time income. Part-time income, ‘like all 
other income, falls into two categories: 
real and psychic. Real income is dollar 
income. Psychic income is satisfaction 
and pleasure income.” 

Concluding Mr. Huber said that fail- 
ure to recognize the need for “buy and 
sell” insurance creates part-time mothers 
who not only suffer a dollar loss in real 
income, but who are also robbed of 
psychic income—the pleasure of devot- 





EXCELLENT OPPORTUNITY 
IN CALIFORNIA 


Our continued expansion program calls for the establishment of District Agencies 
in three thriving Southern California cities. If you want to live in a mild climate 
where incomes are high and an unexcelled opportunity exists for marketing life 
insurance as well as for building a District Agency, which can lead to a General 
Agency of your own, if desired, we suggest that you write confidentially to 


THE JOHN W. YATES AGENCY 


Massachusetts Mutual Life Insurance Company 


530 W. 6th St., Los Angeles, Calif. TR-081 | 














Colonial Life’s Series of 


Eight Regional Meetings 
Colonial Life, East Orange, N. J., is 
holding its annual series of eight region- 
al meetings throughout its territory. 
First meeting was held April 12 and 
the last one is scheduled for May 18. 
Each meeting will consist of a two-day 
session, the first day to be attended by 
all agents in the locality; the second 
by all managers and field managers. 

General purpose of these “clinics” 
is to discuss company policies and prac- 
tices; to introduce new sales aids and 
promotional material; and to familiarize 
its field personnel with improved meth- 
ods in life underwriting. “Modern Life 
Insurance Selling” is this year’s theme, 
with special emphasis on the use of 
visual material. 

Home office executive who will pre- 
side at various phases of each meet- 
ing include Richard B. Evans, presi- 
dent; James G. Bruce, CLU, vice presi- 
dent and secretary; Robert L. Baer, 
assistant to the agency vice president; 
Rudolph A. Hopf and Fred G. Thomp- 
son, superintendents of agencies. 

At the conclusion of its regionals, 
Colonial will hold a general meeting 
at its home office to be attended by all 
branch managers. 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















Now Agency Superintendent 
For Philadelphia Life 








M. R. Smith, Jr. in Service 

M. R. Smith, Jr., one of the 25 top 
agents of the Kansas City Life, has re- 
ported to the headquarters of the Train- 


JOSEPH E. BOETTNER 


ing Command of the Army Air Forces, W illiam Elliott, president of Phila 
Scott Field, Ill., where he has been given delphia Life, announces the appoint- ; 
an extended active duty assignment in’ ment of Joseph E. Boettner, former ‘ 
personal affairs counseling with special Philadelphia general agent for Home 


attention to National Service Life In- 
surance matters. 

During: World War II Mr. Smith 
served in the European Theatre as a 
four- engine bomber pilot. He completed 
29 missions before his return to the 
United States. Upon his graduation from 
Yale University in 1947 he joined the 
Kansas City Life. 


Life of New York, as superintendent of 
agencies. 

Mr. Boettner has had a broad experi- ; 
ence in the life insurance field, both as : 
an outstanding salesman and organizer, d 
supervisor general After : 
joining Penn Mutual in 1922, he became 
associated with Continental American as 
an instructor. Later he became affiliated i 
with Mutual Life of New York, special- 
izing in estate planning. 

Subsequent to completing his educa- 
tion at the University of Pennsylvania, 
Mr. Boettner received the Chartered 
Life Underwriter designation in 1934. 
In his recent capacity of general agent 

Background of the companies operat- for Home Life, he served as a member 
ing in Canada was given as were the of the company’s advisory committee 


names of officers, directors, the financial and vice president of the Home Life 
set-up, growth of business, analysis of Agency Association as well as being 


and agent. 


Financial Post Supplement 

The Financial Post, Toronto, in a re- 
cent edition, included a supplement on 
the record of life insurance companies 
operating in Canada. The lead article, 
“Your Life Insurance and Inflation,” was 
written by Gordon C. Cumming, presi- 
dent, Canadian Life Insurance Officers’ 
Association. 














“A man will carry a large amount of ing full time to their children. invested assets and field of operations. active in life underwriter associations. 
I heey LOW COST TERM NSURANCE 
5, 0 & 15 YEAR AND TERM TO AGE 65 
BARCLAY 
7-1070 HARRY GARDINER, GENERAL AGENT BROADWAY 
JOHN HANCOCK MUTUAL LIFE INSURANCE COMPANY OF BOSTON, MASS. 
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Says Legal Advisors 
Exert Great Influence 


SHANKS TELLS LAWYER GROUP 





sd 


Prudential Pr t Speaker at Dedi- 
cation of Southwestern Legal 
Center at Dallas 








In an address this week before the 
conference of business and professional 
leaders in connection with dedication of 
the Southwestern Legal Center in Dal- 
las, Carrol M. Shanks, president of The 
Prudential, discussed law and business. 
Free enterprise, he said, unlike Govern- 
ment and Government-supported insti- 
tutions with which it often must com- 
pete, must make both ends meet and 
remain solvent. It is expected to ob- 
serve a host of governmental regula- 
tions and requirements which often are 


actually contrary to the best interest 
of the corporation, even though presum- 
ably in the national interest. 

Mr. Shanks discussed the great influ- 
ence which legal advisors exert upon 
broad company policies, and pointed out 
the qualities and attributes which make 
the lawyer of special value to business. 

If business is to retain those qualities 
which in general it now possesses it 
must agree to act and to maneuver, 
with management in a position not only 
to make decisions but to put them into 
effect. Regulations and laws must stop 
short of the point where management 
cannot decide what course to pursue or 
where its decisions cannot be made ef- 
fective because the means to that end 
are controlled by Government and can- 
not be availed of by private enterprise 
without crippling accommodations to 
governmental demands. ae 

Mr. Shanks said he is an enthusiastic 
believer in the underlying idea of the 
legal center. “The legal center program 
calls for research and delving into all 
the broader aspects of society and our 
economy as they bear on the law and 
the lawyer,” he said. “Legal centers will 
be used by lawyers for keeping up to 
date and growing in their profession in 
much the same manner that medical 
men use clinics and clinical studies. 
3usiness will gain greatly; it needs the 
attributes and viewpoint of the good 
lawyer. His value to business will be 
enhanced by the legal center.” 


Nevada Commissioner Named 

Carson City, April 18—Following pas- 
sage by Nevada Legislature of an act 
creating a Department of Insurance, 
Governor Russell has appointed Paul 
Hammell as Insurance Commissioner 
effective April 1. Heretofore insurance 
matters were handled through the state 
controller. 


Robert S. Ayers Gets Post 
With Hancock’s Hoyer Agcy. 


Robert S. Ayers has been appointed 
Northwestern Ohio agency manager of 
the Ralph W. Hoyer agency of the 
John Hancock. In his new post, Mr. 
Ayers will continue his specialization 
in estate planning, tax, trusts and busi- 
ness insurance, in cooperation with 
trust officers, attorneys and accountants. 

Mr. Ayers has been associated with 
the Toledo agency of Mutual Benefit 
Life since 1938, and prior to that was 
affiliated with the Bankers Life of Des 
Moines for six years. Before that his 
experience was in the investment and 
business reporting field after a pre-legal 
education. 

During World War II, Mr. Ayers 
for nearly three years was assistant to 
the director of intelligence of the 2nd 
Air Division of the Eighth Air Force 
in England and he was separated from 
the service as a major. Mr. Ayers was 
for years a trustee of the Toledo Life 
Underwriters Association and has been 
active in numerous civic drives. 


VOLUNTARY CREDIT RESTRAINT 





Financing Institutions Have Anti-Trust 
Immunity for Actions Under Federal 
Reserve Program 

The Federal Reserve Board’s program 
for voluntary credit restraint in which 
the life insurance companies, banks, in- 
vestment bankers and financing insti- 
tutions are whole-heartedly cooperating, 
is making fine headway. Deliberations 
by the life insurance business with re- 
spect to the program for voluntary 
credit restraint have been carried on by 
the joint committee on inflation control 
of ALC and LIAA. Under the program 
no financing institution is required to 
subscribe to the program unless it so 
desires. Financing institutions which do 
subscribe are free to carry on their in- 
vestment activities in good conscience 
according to their own interpretations 
of the statement of principles in the 
program. 

Members of the joint committee on 
inflation control have paid particular at- 
tention to the anti-trust aspect of the 
program. At the first meeting in the 
Federal Reserve Bank of New York a 
large part of the discussion was devoted 
to the question of whether financing in- 
stitutions would have complete immunity 
from the anti-trust laws under the pro- 
gram. At that time the general counsel 
of Federal Reserve Board assured repre- 
sentatives of the different groups of fi- 
nancing institutions present that the 
program, if established according to 
terms required under Section 708 of the 
Defense Production Act, would have ab- 
solute immunity from the prohibitions 
of the anti-trust laws and the Federal 
Trade Commission Act. It was revealed 
that the Federal Reserve Board had 
carried on discussions with the Attorney 
General to that effect. 





WILLIAM W. CARY 


Promotion of Miss Louise Marie 
Newman, personnel director of North- 
western Mutual Life, to the rank of an 
officer of the company, and placing the 
public relations activities and programs 
under the general supervision of Wil- 
the 


liam W. Cary, secretary of board 


of trustees, have been announced by 
Edmund Fitzgerald, president of the 
company. 

Miss Newman is the first woman to 
become an officer of the Northwestern 
Mutual in its 93-year history. She 
will continue to have charge of the 


personnel department and of the admin- 
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LOUISE M. NEWMAN 


istration of policies in that field. 

After Miss Newman received her B.A. 
degree from the University of Illinois, 
and a B.S. degree from Simmons Col- 
lege, Boston, she also took courses in 
personnel administration at Columbia 
and New York universities. Her former 
associations were with Life Insurance 
Sales Research Bureau, Phoenix Mutual 
Life and Aetna Life. In 1937 she came 
to Northwestern Mutual as assistant 
personnel director and the following 
year became personnel director. She is 
a past president of the Zonta Club and 
has been active in the Girl Scouts and 
Family Servic 

Mr. Cary will continue his present 
title and his functions as secretary of 
the board and the various committees. 
He joined the home office staff of the 
Northwestern Mutual in 1932, after 
newspaper and editorial experience in 
Blackwell, Okla., and Washington, D.C. 
He is a graduate of the University of 
Wisconsin. Mr. Cary became an officer 
of the company in 1947. He is a former 
president of the Northwestern Mutual 


Supervisors’ Association and is cur- 
rently chairman of the Downtown 
YMCA. 


Tompkins Leads N’western 
Mutual District Agents 


The Deal H. Tompkins district agency 
at Charleston, W. Va., led all North- 
western Mutual district agencies in 1950 
and established an all-time. high for dis- 
trict agencies with $3,842,859 paid pro 
duction for the year. Mr. Tompkins has 
six soliciting agents who each produced 
over a quarter of a million last year. 
Two of them, H. L. Peebles and F. W. 
Bowen, in addition to Mr. Tompkins, 


are members of the Million Dollar 
Round Table. 
Thirty-six Northwestern Mutual dis- 


trict agencies produced over $1,000,000 
each in 1950. The top 10 in order were 


those of Mr. Tompkins; Bragdon & 
Schwinger, Waterloo, Ia.; B. Mc- 
Tigue, Ft. Dodge, Ia.; S. S. Trotman, 


New Haven, Conn.; G. W. Dygert, Fort 
Wayne, Ind.; C. K. Zug, Bethlehem, 
Pa.; Merrill Garcelon, Memphis, Tenn.; 
R. W. Stockton, San Diego, Cal.; G. R 
Wettengel, Appleton, Wis. and J. B 
Cardiff, Racine, Wis. 


O. R. Kerr Appointed 


O. R. Kerr has been named manager 
of the Group department of the G. Al- 


bert Lawton general agency of Aetna 
Life at New Haven. Mr. Kerr joined 
Aetna Life in 1942 at Hartford and a 


year later was transferred to the New 
Haven general agency as home office 
representative, 
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NUISANCE SUITS 
The tremendous votes of confidence 
which policyholders at annual meetings 


of two large life insurance companies 


have given in support of boards of direc- 
investment 


tors of whose 


divisions had made a large loan which 


companies 
later appeared to be a complete loss, 
or at least a hazard potential, have been 
a source of gratification to investment 
divisions of all institutions and organi- 
zations of humanitarian, educational or 
social uplift nature. These include uni- 
versities, foundations and hospitals, as 
well as life insurance companies. They 


are owners of funds which must be 
placed out at interest. Policyholders 
would have resented and found inex- 


cusable any dereliction of duty, or in- 
competence or favoritism as factors in 
making such loans. 

The two life insurance companies and 
some of their directors have been sued 
made on Texas oil 


because of loans 


properties. They are John Hancock and 
Massa Mutual. Although the 
1 


loans in question seemed for a time to 


chusetts 


be a total loss because of financial diffi- 


culties encountered by the borrowers 
these investments were made with great 
care after a complete study of reports 
made by geologists of the first rank. 
ie loans have been consid- 


no default has occurred; 


Recently, t 
erably reduced; 
investments may turn out to 


have been wise ones for the companies 


and the 
to have made. 

All facts in connection with these in- 
vestments were presented to policyhold- 
ers at the annual meetings of the two 
companies, with the result that the 


companies, their investment divisions 


and their directors on the finance com- 
mittees which authorized the loans re- 
ceived a rousing vote of confidence from 
The votes of the lat- 
ter were so nearly unanimous that the 


the policyholders. 


only votes of censure for the loans were 
made by representatives of the plaintiffs. 
All were lawyers. At Massachusetts 
Mutual Life only one lawyer critic was 
present, accounting for the one dissent- 
ing vote cast. 

| 


In connection with the filing of these 


uits accompanied by criticism of the 
loans a number of peculiar features are 
noted. The policies were small ones, the 
largest—$20,000—being that held by a 


so-called professional litigant. The lan- 
guage in the bill of complaints was prac- 
tically the same. Real motivation of the 
litigants is not clearly known. At the 
annual meetings it was speedily proved 
did not reflect the view of 
of policyholders some 


that they 
the great bodies 
of whom took the floor to express pride 
in the companies carrying their policies; 
belief that their companies have grown 
to present stature because of continu- 
honest and able administration 
over ithe decades. In the case of Massa- 
chusetts Mutual, more than a century of 


ously 


operation. 
Irrespective of motivations of the 
plaintiffs, or what will be the outcome 
in the courts, this type of litigation is 
expensive and time-consuming. One life 
company ei the services of a lead- 
ing Boston law firm to make as thor- 
ough investigation as possible of these 
investments and especially on 
certain allegations: was there any at- 


report 


tempt by a director or company official 


to have these particular oil loans 


out?”; was favoritism used; 


guidance in making the 


“bailed 
was there any 
loan except that exercised by integrity, 
knowledge of the facts and 
firm reported that 
made; 


experience, 
judgment. The law 
the loans were most 
that it found no ulterior motives. 


carefully 


It is not strange that these loans are 
attracting so much attention of directors 
of life insurance companies and other 
help make possible 
living as well as 


institutions which 
higher standards of 
economic security in the real sense of 
the word. Naturally these directors feel 
disturbed by a thought of bein held 
responsible if a loan goes “sour” despite 
the fact that it was not made until after 
careful study of all factors and circum- 
stances which should enter into its ac- 
ceptance or rejection by the committee 
There is no pos- 
loaning ma- 
infallability 


having considered it. 
sible way in which the 
chinery can be assured of 
of judgment. It is always possible that 
some apparently good investment may 
turn out to be “sour,” if only tempo- 
rarily. It could not be otherwise in view 
of the hundreds of millions of dollars 
being loaned to American industry. 
The responsibility of the company is 
to find for its directors men of sound 
integrity, honorable reputation and ex- 





Harry Johnson Studios 


In above picture taken on occasion of the 100th School in Agency Management, 


which has been in session in Chicago at E “dgewater B 


-ach Hotel since April 9, are 


four men whose fathers are graduates of previous schools conducted by the AMA. 


Left to right they are Robert S. House, CLU, 
land Mutual Life agency of his father, 


supervisor in Hartford New Eng- 


W. W. House; James P. Graham, III, 


assistant general agent in his father’s Baltimore agency of Aetna; Robert L. Boyd, 


general agent, Equitable of Iowa in Kokomo, Ind., 
and Guy D. Randolph, Jr., supervisor, ‘whose father is general agent, 


company, 
New England Mutual Life, Cincinnati. 


son of Lowell T. Boyd of that 





Herbert P. Lindsley, president of the 
Wichita Life Underwriters Association 
and Occidental general agent at Wichita, 
was recently elected to the Board of 


Education. 
a 


Clarence S. Madill, New York Life, 
Montreal, is president of the Life Un- 
derwriters Association of Canada, which 
has a membership of 6,000. He was born 
in Lakefield, Ont. 

i mex 


Marion Tibbetts of the Wm. Eugene 
Hays agency in Boston of New England 
Mutual Life took a leave of absence 
starting April 6 to report as a first lieu- 
tenant at Moffat Field, Omaha, Ne- 
braska. She will be taking a “refresher 
course” in the Strategic Air Command 
of the U. S. Air Forces. She logged 
many hours as a ferry pilot of multi- 
engined aircraft during World War II. 

eS ie 


Charles Edwards, general agent in 
New York City of Manhattan Life, ac- 
companied by Mrs. Edwards, sailed from 
New York on April 9 aboard the “Em- 
press of Scotland” for a two months trip 
to Europe, after being hosts at a cocktail 
party and a dinner aboard ship attended 
by home office officials and insurance 
brokers. Among the guests were James 
P. Fordyce, chairman of Manhattan 
Life’s board of directors; D. Theodore 
Kelly, vice president and general coun- 
sel, and Elder A. Porter, vice president 
and chief actuary. Thomas E. Lovejoy, 
Jr., president, was unable to attend be- 
cause of a business trip to Texas. On 
their trip, which will last two months, 
Mr. and Mrs. Edwards will visit Eng- 
land, Scotland, Switzerland, Italy and the 
Riviera. While in Rome, they expect 
to have an audience with the Pope. They 
will return to the United States aboard 
the new liner “Independence.” 





ceptional abilities. Once having been 
elected to the board the director will 
find situations arising where in addi- 
tion to his other capacities he must use 
judgment. If he exercises his best judg- 
ment, after careful study of all factors 
entering into consideration of the loan, 
he has done his duty. 


M. E. Reynolds, vice president of 
Powell & Reynolds, of Miami, Fla., and 
a member of the Greater Miami Insur- 
ance Board, was reelected to a four-year 
term asa member of the Miami Shores 
village council in the election held 
April 10. Mr. Reynolds paced a five-man 
field in the race. 

“a tee 

Levi B. Rymph, CLU, general agent at 
Wichita for Columbian National Life, 
has been elected president of the 
Wichita Optimists Club. 





W. RULON WILLIAMSON 


William Rulon Williamson, Washing- 
ton, D. C., actuary, and actuarial consult- 
ant to the Social Security Board of 1936- 
47 period, is winner of one of the 1951 
Guggenheim Fellowship Awards. This 
award was given in connection with re- 
search toward the preparation of a book 
on taxation and social budgeting. The 
awards were granted to 154 American 
and Canadian creative scholars, artists, 
composers and writers and were first es- 
tablished in 1925 by the late United 
States Senator Simon Guggenheim and 
by Mrs. Guggenheim as a memorial to a 
son, John Simon Guggenheim, who died 
when a young man. 
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Too Much Legislation, Says Illinois 
Commissioner 

The Illinois Insurance Department of 
which J. Edward Day is director has 
12 divisions located in four different 
buildings, three of which are in Spring- 
field and one in Chicago. The Depart- 
ment regulates more than 1,100 insur- 
ance companies and each year issues 
100,000 agents and brokers licenses; 

examines 20,000 different policy forms 
a year and processes some 2,000 com- 
plaints. 

In the Department’s vaults are $52,- 
000,000 in securities representing statu- 
tory deposits and it collects $16,000,000 
a year in taxes from insurance sources. 
It has a newly expanded rating division 
to supervise rates of fire and casualty 
companies. In addition, the Department 
regulates the several separate Blue 
Cross Plan organizations, and super- 
vises small loan companies, bail bond 
companies and 168 public employe Pen- 
sion funds. 

In 1947 the State got the new rating 
laws which added heavily to the Depart- 
ment’s responsibilities. Director Parkin- 
son, Mr. Day’s predecessor, requested a 
$225,000 addition to the Department’s 
budget to cover the cost of administer- 
ing those laws. In 1949 a law became 
effective setting up a special Pension 
division in the Department. 

Director Day in a talk in Chicago 

last Friday discussed a peeve. “There is 
a widespread feeling that a State Depart- 
ment can be given far-reaching new 
duties to be performed without any new 
personnel or money,” he said. ‘This 
means, in a Department like ours, that 
already over-pressed personnel will have 
to neglect existing responsibilities if they 
are to take on the new work.” 
_ In discussing compulsory automobile 
insurance he commented: “I am fully 
conscious of the many good arguments 
that are offered in support of this legis- 
lation, but I think it is inevitabe that 
such laws, if adopted, would greatly add 
to the burdens of our Department be- 
cause it would make automobile rates a 
hard-fought political issue. That is what 
has happened in Massachusetts and that 
is what is taking place in Illinois as to 
taxicab rates where we already have 
compulsory insurance.” 

As an example of legislation which 
would add greatly to the work of the 
Department he called attention to a 
proposal to authorize non-profit health 
service corporations, similar to Blue 
Cross Plan organizations, which would 
provide complete health service, includ- 
ing hospitalization, medical care and 
nursing, dental and pharmaceutical serv- 
ices. Under this law it is entirely pos- 
sible that several hundred clinics could 
be set up in Ilinois and Director Day 
has cautioned the sponsors that since 
this proposed legislation contemplates 
extensive supervisory activities by the 
Department it would eventually require 
a big addition to the Department’s per- 
sonnel, space requirements and budget. 











“There has been too much legislation in 
the past and there has been too much 
self-interest on the part of pressure 
groups in some of the legislation which 


has been adopted,” was his conclusion. 
ae oe 


Why Some Professors Are 
Suspicious of Business 


Fortune magazine interviews more 
people in big business than does any 
other magazine and its articles are 
largely about big business—the biggest 
in many fields. Many of its articles are 
written by college professors. Editors 
of the magazine have noted that some 
professors in their classroom talks, in 
addresses and in articles are often severe 
critics of big business. It decided to find 
out, why and picked out as an example 
of “writers of waspish essays” on vari- 
ous subjects, who are also college pro- 
fessors, Bernard De Voto, whose ar- 
ticles appear in numerous high-brow 
magazines. “Why are intellectuals like 
you so hostile to business?” it asked 
him. “You obviously are no leftist; what, 
then, is your case?” 

In accepting the assignment De Voto 
in a letter to the editor of Fortune said: 
“I’m not hostile to business; I’m merely 
suspicious of some things it does. And 
I’m not speaking as an intellectual, but 
as a professional who has been trained 
to evaluation, and feels too often that 
he is being insulted or short-changed.” 

Soon after De Voto got under way 
in his article, which appeared in the 
April issue of Fortune, he picked out 
advertising as his first target. He 
thought that often business appeals for 
judgment “in a torrent of mendacity, im- 
becility and bilge.” He sees considerable 
fallacies, false evidence, false reasoning 
and systems of false knowledge. Prob- 
ably having cigarette and pseudo medi- 
cal-cure ads in mind he says he is 
annoyed by such advertising rituals as 
“Statistics prove,” “research establishes” 
and “a poll of experts proves.” Continu- 
ing, he says: 

“The professor is an expert, research 
is his trade, and he has mastered statis- 
tical method including statistical fal- 
lacies. Tell him that research establishes 
that 91 out of 194 experts use Googler’s 
Anti-Freeze and it produces a three-fold 
response of professional contempt.” 

De Voto then charges that the public 
is being gypped by often not getting 
value received. He believes that, in gen- 
eral, these household goods have the least 
integrity: cutlery, house hardware, fur- 
niture, fixtures, gadgets, appliances, the 
heavier_ machines. 

“Here business regularly forces on the 
consumer products of lower quality than 
it knows how to make” he said. One 
allegation he makes is that manufac- 
turers often turn out inferior products 
so that they will wear out more quickly 
which will compel the public to buy new 
ones. He pokes fun at similar items for 
which differential prices are charged 
because they are given fancy names or 





particular types of ornamentation. House- 
hold cutlery is an example. “The differ- 
ences between butcher knives that sell 
for a dollar, three dollars and five dol- 
lars are chiefly in polish and ornamen- 
tation,” he says. “None of the knives 
performs well the function it is sup- 
posed to.” 

De Voto brings in his wife as a 
complainant. She has the average house- 
wife’s grievances. Says De Voto: 

“She is expanding the  professor’s 
hypothesis, and for her part the worth 
of the entire business system turns on 
the point of a needle. Either business 
can no longer make a sharp needle or 
it is no longer willing to, in her opinion. 
Nor for at least ten years has she been 
able to buy thread that would not break 
when she tried to use it. How long are 
goods supposed to last, she asks, and 
is it sanctity or caste she loses when 
she tries to get them repaired? If a 
50 cent belt in the vacuum cleaner wears 
out, the agency will not replace it in 
less than six weeks and not then until 
a series of young men have tried to 
sell her a new machine, alleging that 
hers is antiquated. When a burner in 
the gas range breaks she finds out that 
the model she bought in 1940 has been 
superseded and the part is not carried 
in stock; must she limp along on three 
burners for want of a five-dollar spare 
or spend $300 for a new range? Does 
business want her to use its store or 
replace it? And is business now concen- 
trating on the sheerest nylon stockings 
because those of coarser gauge wear 


too long?” 
* * * 


When Harry Truman Had an 
Automobile Accident 


The Profile of President Harry S. 
Truman published in The New Yorker 
of April 7, and written by one of 
America’s greatest writers, John Her- 
sey, is loaded with human interest as 
it contains many direct quotes. Ordi- 
narily, the President of the United 
States is rarely given a direct quote 
on down-to-earth subjects. 

When the President said he would 
stand for this type of biographical 
sketch Hersey joined him on morning 
walks and in the White House swim- 
ming pool and had other intimate con- 
tacts. What will interest insurance men 
most is the section of the article in 
which Hersey told the President he 
heard that Truman formerly had a 
reputation for being a very fast auto- 
mobile driver. Truman said that he 
liked to keep moving but in all his 
driving had never been arrested for 
speeding. He tries to observe the laws 
of the country. He recited an interest- 
ing incident. 

When Truman was in the Senate he 
was driving his family from Independ- 
ence, Mo., to Washington and as he 
was entering Hagerstown, Md., he went 
through a stop sign that he couldn’t 
see “because some damn_ fool had 
parked his car in front of it.” Mrs. 
Truman was in the front seat with the 
Senator and Margaret was in the back 
with a lot of books she was bringing 
East. “All of a sudden a fellow came 
along who wasn’t looking where he 
was going and he swiped me as I 
came out of the intersection. He hit 
the left rear fender. It knocked the 
car cater-cornered. The side where the 
Madam was sitting hit a lamppost and 
part of the post fell down on the roof 
of the car and gave her an awful jolt; 
her neck has never been quite right 
since then. The car was just able to 
limp. along under its own power to a 
repair place, but it was a total wreck. 
Thank heavens, the insurance company 
stood in back of the bill.” 

Continuing, the President said: “Well, 
the other driver that hit me had been 
a local fellow—the authorities knew 
him—so they'd taken me to the police 
station and all of that, until they figured 
out I was a U. S. senator. I wasn’t 
going to get out of it by telling them 
myself, but they found out, and then 
they fell all over themselves. They 
ended up with a formal ceremony giv- 
ing me the keys to the city. Besides, 


they had learned that I wasn’t at fault. 
The truth comes out about an innocent 
man sooner or later, but sometimes it’s 
too late, especially if they’ve already 


hanged him.” 
es 


Philippa Day, Editor of AIU’s 
Monthly Magazine 


For the past two years the American 
International Insurance Groups have 
published a monthly house magazine, 
full of human interest articles, which is 
called “Contact.” It is edited by a peri- 
patetic young woman by name of 
Philippa Day who acquired her report- 
ing and feature writing experience as 
a newspaper woman in her native 
Australia. If I were just home from a 
trip around the world Miss Day would 
do an adequate job of reporting on my 
experiences because she is so widely 
traveled herself. 

I noted, in fact, in reading the No- 
vember, 1950 issue of the “Contact” 
that she ran a double- spread article on 
AIU’s President E. A. G. Manton’s trip 
of last fall under the intriguing head- 
ing of “Round the World in 80 
Days. ... .° It was fascinating reading. 
In the same issue attention is called 
to the fact that Hitler’s ex-hideout at 
Ziegenberg, Germany, now a motion pic- 
ture service depot, is a preferred AIU 
risk. In this article Judson Blakslee, 
AIU fire engineer in Germany, points 
out that at the Von Runstedt headquar- 
ters from which Hitler planned the Bat- 
tle of the Bulge, the Motion Picture 
Service of Special Services Division, 
European Command, makes fire-resistant 
installation for processing and distribut- 
ing movies to entertain our Occupation 
troops. 

I was also attracted to a story with 
a Korean war motif which re lated how 
AIU’s Tokyo office had made unique use 
of its “O-Chugen” fans which had been 
intended for advertising purposes only 
A large quantity of them were distrib- 
uted as a gift to wounded soldiers, 
sailors and marines from the Korean 
war front. The fans provided welcome 
relief for the G.I.’s in the hot weather 
as well as easing the discomfort of the 
heat in planes bearing the wounded 
soldiers back to the United States. On 
file in the AIU Tokyo office is a letter 
of thanks from the chairman of the 
American Red Cross unit there stating 
that the “boys were very happy to re- 
ceive the fans and found them useful.” 

One of the best received of the many 
personality closeups written by Miss 
Day was that in the August, 1950 issue 
on Albert Ullmann, president of the 
Albert Ullmann Marine Office, Inc., New 
York, who is a leading authority among 
marine underwriters in the United States. 
He has nearly 60 years of activity in 
the marine field and justified tribute was 
paid in this article to the outstanding 
job he has done for that industry. 

Miss Day joined the American In- 
ternational Insurance Groups in 1949. 
Previously she had worked in New York 
City for the Sydney Daily Telegraph 
of Sydney, Australia, and for the press 
division of the British Information 
Services. She went into newspaper work 
after completion of her college courses 
at Sydney University where she majored 
in history. An expert photographer, 
she takes most of the travel pictures 
which illustrate issues of the “Contact.” 
Her hobbies are skiing and tennis. When 
you meet her you will find that she 
has both charm and talent. 

* * * 


Mid-Century Careers for Women 
Discussed 


The recent conference on “Mid-Cen- 
tury Careers for Women” which was 
held under the auspices of the Women’s 
University Club of New York on Thurs- 
day evening, April 12 at the Biltmore 
Hotel, New York, attracted much favor- 
able attention. Presiding officer was 
Mrs. Eugene L. Breen, president of the 
club, whose husband is an executive in 
the Aetna Affiliated Companies’ New 
York office, 151 William Street. 

In planning for the program Mrs 
Breen obtained the cooperation of 50 
local alumnae organizations of colleges 

(Continued on Page 33) 
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Multiple Line Rating 
Association Sponsored 


BIG GROUPS BACK OF PLAN 








Over 100 Companies Invited to Join Body 
to Prevent Chaotic Condition in 
Filing Rates and Forms 

A movement to form an organization 
that will facilitate rating and filing of 
certain types of all risk and multiple 





ALLEN 


CLINTON L. 


peril policies has been initiated by a 
number of well known insurance compa- 
nies, according to an announcement by 
Clinton L. Allen, president of the Aetna 
Insurance Company and its fire and cas- 
ualty subsidiaries. Mr. Allen said he has 
addressed a letter, in the name of the 
sponsoring companies, to more than 100 
stock insurance companies calling their 
attention to the move to found the or- 
ganization and inviting their participa- 
tion. 

In addition to the Aetna, the compa- 
nies of the following groups are 
sponsoring the embryonic organization: 
Insurance Company of North America 
Group, Home, Phoenix Group of Hart- 
ford, American Insurance Group of 
Newark, St. Paul Fire and Marine 
Group, Springfield Fire and Marine 
Group, Fireman’s Fund Group, National 
Fire Group and Fire Association of 
Philadelphia Group. 

Many company executives and insur- 
commissioners have felt for some 


ance 
— that an organization to rate mul- 
iple line all risk policies is needed to 


ane a chaotic situation in the filing 
of rates and forms. The movement for 
the formation of the organization has 
developed from this feeling. 

The sponsoring companies expect to 
complete organizational plans in time 
to obtain apnroval at the June meeting 
of the rates and rating organizations 
committee of the National Association 
of Insurance Commissioners. 


CLIFFORD A. PAYNE DEAD 

Clifford A. Payne, 64, member of the 
agency firm of Payne, Garrison & 
Younger of Jacksonville, Fla., died in 
his office there on April 11. 

A native of Darien, Ga., Mr. Payne 
had been in business since 1910. Active 
in civic affairs in Jacksonville, he had 
served as president of the local Rotary 
Club. Surviving are his widow, two sons 
and two daughters. 


ALLEMANNIA MERGER’ FLAN 





Pittsburgh Fire Company to Be Merged 
With United States Fire If 
Stockholders Approve 
Directors of the Allemannia Fire of 
Pittsburgh and directors of the United 
States Fire have entered into and 
signed an agreement to merge the Alle- 
mannia with, and into, the United 
States Fire Co., which is to be the con- 


tinuing corporation. 
The agreement of merger is subject 
to approval by vote of stockholders 


of the capital stock 
of the Allemannia Fire, and approval 
by vote of the stockholders owning 
two-thirds in amount of the entire capi- 
tal stock of the United States Fire; also 
approval of both the Insurance Commis- 
sioner of Pennsylvania and the Super- 
intendent of Insurance of the State of 
New York. 


owning a majority 


MOYNAHAN POTOMAC PRESIDENT 


Succeeds John H. Grady; Bernhard and 
Kaufman Directors; Other Officers 
Are Named 

Directors of the Potomac 

Co. have elected Edward T. Moynahan 

president of the company. William 

3ernhard and John S. Kaufman, vice 

presidents, were elected directors. These 


Insurance 


actions follow the recently announced 
retirement of John H. Grady as chief 
officer of the General Accident Com- 


panies in the United States. Mr. Grady, 
who since 1938 has been president of 
the Potomac, will continue to be a 
member of the board of directors. 

Mr. Moynahan and Mr. Bernhard 
have been since January 1, 1951, joint 
general managers in the United States 
for the General Accident Fire & Life. 
Mr. Kaufman is deputy general mana- 
ger. 

Secretaries of the Potomac are Doug- 
las R. Phillips of Washington, D. C., 
John T. Orr and Clarence L. Brearly. 
Mr. Orr and Mr. Brearly, long asso- 
ciated with underwriting activities in 
the ‘General Accident organization, are 
assistant general managers of the Gen- 
eral Accident. 

HEAR JOSEPH A. NEUMANN 

Joseph A. Neumann, president of the 
New York State Association of Insur- 
ance Agents, addressed the Queens 
County Association last night at Ja- 
maica, Long Island. 


Fire Rate Reductions 
In New York State 


PREMIUM SAVING IS __ $2,000,000 





Decrease of 3.5% Upstate With an In- 
crease in New York City of 0.6% 
Supt. Bohlinger Announces 





Superintendent of Insurance Alfred J. 
Bohlinger this week announced a major 
statewide revision in New York of fire 
insurance rates designed to save policy- 
holders approximately $1,959,000 or 1.5% 
annually. The saving consists of a de- 
crease upstate of $2,345,000 or 3.5% and 
an increase in New York City of $386,- 
000 or 0.6% annually. 

The new rates, which became effec- 
tive April 16, were accepted by the In- 
surance Department after filing by the 
New York Fire Insurance Rating Or- 
ganization. The revision was based upon 
the fire loss experience for the years 
1945 through 1949 as developed by con- 
current studies made by the Insurance 
Department and by the first insurance 
rating organization at the request of the 
Insurance Department. 

Rates for some classes were reduced, 
while those for others were increased or 
left unchanged. For example, in New 
York City the rates for brick office and 
bank buildings, fire resistive textile and 
cloth factories including laundries and 
dry cleaning establishments, and fire 
resistive food products plants were de- 
creased 10%, while the rates for brick 
food products plants were increased 
20% and the charges for miscellaneous 
fire resistive manufacturing risks and 
brick textile and cloth factories includ- 
ing laundries and dry cleaning establish- 
ments were raised 10%. Increases of 
5% of the rate were also made effective 
for brick mercantile buildings and ware- 
houses. 

The rates for mercantile stocks in 
brick and frame buildings were reduced 
10% to 15%. In addition, class rates in 
New York ‘City for brick and frame 
dwellings and apartments were raised 
one cent for buildings and two cents for 
contents. A substantial increase was also 
made in the class rates for one-story 
brick stores. 


Upstate Rates Reduced 


Although some minor upward adjust- 
ments were made in the rates outside 
of New York City, upstate rates gener- 
ally were reduced. For example, the rates 
for frame protected and fire resistive 
public garages, frame protected hotels 
(other than resort properties which re- 
ceived a 20% reduction in 1950), un- 
protected mercantile and office buildings 
and mercantile stocks in brick and frame 
buildings were reduced 10%. The rates 
for’ brick protected theatres were cut 
20%, while those for brick protected 
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public garages were reduced 25% and 
mercantile stocks in fire resistive build- 
ings were decreased 5%. 

Substantial reductions were made in 
private dwelling rates in the “Class 0” 
territory which includes certain areas in 
Nassau, Suffolk, Westchester, Putnam 
and Rockland counties. The reductions 
bring these rates into line with those 
charged for similar risks in other parts 
of upstate New York. 

Charges for the absence of lightning 
rods and for non-standard roofs in cer- 
tain upstate rural areas were also elim- 
inated. 

Rate reductions are applicable to all 
fire policies having inception dates on 
and after April 16, but where rate in- 
creases apply, renewals of policies hav- 
ing commencement dates before May 3], 
1951, may be written at the rates in ef- 
fect prior to these changes. 


NEW FIRE COMPANY FORMED 





Interstate Fire, Associated With Inter- 
state Life & Accident, to Write 
Weekly Premium Risks 
H. Clay Evans Johnson, president of 
the Interstate Life & Accident Insur- 
ance Co., announces organization of the 
Interstate Fire Insurance Co. at Chat- 

tanooga, Tenn. 

Chartered under the laws of Tennes- 
see, the fire company has a capital of 
$100,000 and a surplus of $225,000 and 
will begin operations in mid-May, Mr. 
Johnson stated. It already has been li- 
censed to do business in Tennessee and 
is applying for license to operate in six 
other states. 

“Initially,” Johnson 
new company will write 
mium fire insurance to 
that is being served by 
companies in the entire country and 
by only two or three in the state of 
Tennessee. Later it will branch out to 
include the ordinary fire insurance 
field.” 

Officers of the Interstate Fire Insur- 
ance Co. are: H. Clay Evans Johnson, 
president; J. R. Leal, vice president 
and secretary; F. Delaney, vice 
president and treasurer; G. K. Henshall, 
vice president and manager of agen- 
cies; C. H. Bader, vice president and 
actuary; David F. S. Johnson, vice 
president and assistant manager of agen- 
cies; T. L. Montague, Jr., assistant 
secretary, and James F. Finlay, general 
counsel. 

“The fire company plans to operate 
in some states in which the life com- 
pany operates,” he continued. “They 
are Alabama, Florida, Georgia, South 
Carolina, Arkansas, Tennessee and 
Mississippi. The life company has a 
field organization of about 1,200.” 


explained, “the 

weekly pre- 
reach a_ field 
relatively few 


Home Names R. H. Hold 


Special in Connecticut 


Robert H. Hold has been appointed 
special agent at the New Haven, Conn., 
office of the Home. Mr. Hold joined the 
Home in 1933, serving in their Eastern 
underwriting department until 1942 
when he was transferred to the service 
department. On his return from military 
service he rejoined the service depart- 
ment where he has since assumed su- 


pervision of that department’s New 
England operations. : 
Mr. Hold will serve in Connecticut 


under the direct supervision of Mana- 
ger Henry J. Steeneck. 


B. HOWARD BENTLEY DIES 

B. Howard Bentley, Honesdale, Pa., 
co-partner in Bentley Bros. Insurance 
Co., died April 13 at his home after a 
long illness. He was vice president of 
the Wayne County Historical Society 
and a member of the Honesdale Cham- 
ber of Commerce. 


NAME TALBOT, BIRD & CO. 
The Caledonian has appointed Talbot, 
Bird & Co. of New York as United 


States marine managers, effective May 1. 
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Eastern Agents at Opening Session 


View Extended Coverage Endorsement 


White Describes Meeting With EUA Officials; Doremus Gives 
Viewpoint of EUA Company Members; Cahill Warns 
Producers to Be Ready for Increased Liability Rates 


By Jennie Suz DANIEL 


Features of the first day’s session of 
the Eastern Agents Conference of the 
National Association of Insurance Agents 
meeting in New York, April 16, were the 
discussion on the additional extended 
coverage endorsement in which Morton 
V. V. White, Allentown, Pa., chairman 
of the eastern agents’ conference com- 
mittee and Frederick W. Doremus, sec- 
Eastern Underwriters Associa- 
tion participated, and the warning of 
James M. Cahill, secretary, National 
3ureau of Casualty Underwriters, that 
producers must prepare themselves for 


retary, 


higher liability rates. 


With Edwin S. Cowles, Jr., Hart- 
ford, chairman of the Eastern Agents 


Conference presiding, the meeting 
opened with the invocation by Reverend 
Arthur Bruce Moss, minister of the 
John Street Methodist Church, following 
which Mr. Cowles named as the nomi- 
nating committee Claude Ryder, Ban- 
gor, president, Maine Association of In- 
surance Agents; Victor O. Schinnerer, 
Washington, state national director for 
the District of Columbia, and Roy A. 
Duffus, Rochester, N. Charles H. 
Frankenbach, Westfield, state national 
director for New Jersey, and S. Thomas 
Piffin, Wilmington, state national di- 
rector for Delaware, were appointed to 
the resolutions committee. 


Miller and Van Vechten Appear 


Melvin J. Miller, Fort Worth, Tex., 
president of the NAIA and J. F. Van 
Vechten, Akron, Ohio, vice president, 
addressed the conference briefly, after 
which Mr. White spoke. He said that 
the last meeting held by the conference 
committee with the EUA was on March 
2 of this year and that prior to the meet- 
ing it had been announced in the insur- 
ance press that upon agreement with 
the Insurance Executives Association 
and the EUA, the new so-called addi- 
tional extended coverage endorsement 
was about to be filed. He said that 
twelve drafts of the endorsement were 
made and then with slight revisions, the 
wording was approved by the NAIA and 
the IEA. At the final meeting, he said, 
special attention was given to the West- 
ern Underwriters Association endorse- 
ment, adding: 

“Much time was spent in discussing 
the deductible, and your committee again 
availed itself of an opportunity to ex- 
press its distaste of all deductibles in 
connection with this type of coverage. 
The intent of the deductible clause as 
written, seemed to be unquestionably, to 
apply the $50 deductible to each item 
and not to each occurrence and your 
committee’s objection to that particular 
proposition was made a matter of rec- 
ord. It was also stated by us that if 
there had to be a deductible in the new 
protection to be offered, the agents 
would still prefer an opportunity to sell 
the endorsement as a matter of choice, 
with a rate being promulgated for full 
coverage endorsement. 

“In our discussion of the vandalism 
and malicious mischief portion of the 
new endorsement, it was brought out 
that its intent was to pick up loss pres- 
ently uncovered in the burglary con- 
tracts of the casualty companies, namely, 


damage done to the insured building in 
the process of breaking and entering.” 


Rate Is Four Cents Per Hundred 


Mr. White said that in discussion of 
the rates, it was brought out that sug- 
gestions had been made all the way from 
two cents to 25 cents per hundred and 
that the four-cent rate agreed upon 
appears to be a good figure until some 
kind of statistics have been obtained. 

“In connection with this additional 
coverage,” he said, “it was agreed by all, 
that any new contract, whether it be 
this new additional extended cover or 
the separate filings made by _ non- 
member companies, all must be regarded 
as experimental and it must be recog- 
nized that the rates are judgment rates. 

3y the same token, it is recognized that 
the proposed deductible represents a 
safeguard against a possible recurrence 
of the kind of thing which befell the 
fire industry after the storm of No- 
vember 25. However, this last statement 
has no bearing on the stand which your 
committee continues to take with re- 
gard to a deductible clause.” 

Mr. White said that Donald B. Sher- 
wood, general adjuster, National Board 
of Fire Underwriters, met with the 
agents’ committee and discussed the in- 
dustry’s experience with the storm of 
November 25, 1950, saying the area in- 
volved in that storm was 50 times that 
of the bad storm of 1947 and it was 
immediately apparent that it would be 
impossible to use the catastrophe office 
which was so advantageous in 1947. 

“It is hardly necessary here to go 
into the many difficulties which con- 
fronted agents and companies alike and 
it was readily acknowledged that neither 
the companies nor the producers were 
ready for any such catastrophe,” Mr. 
White said. “We agents all know 
whether or not we found ourselves able 
to cope with that portion of the loss 


Eastern Territorial Conference Meets in New York 





Cowles, Munz, Other Officers Reelected 





EDWIN S. COWLES, JR. 


H. EARL MUNZ 


All officers of the Eastern Agents Conference were reelected at the closing lunch- 
eon session of the meeting in New York, April 17, as follows: Chairman, Edwin 
S. Cowles, Jr., Hartford; vice chairman, H. Earl Munz, CPCU, Paterson, N. J.; 
second vice chairman, Henry G. Dudley, Washington, D. C.; secretary, J. Vernon 
Coblentz, Frederick, Md.; treasurer, Preston H. Hadley, Bellows Falls, Vt. 


adjustment work which it fell to us to 
do. Not all agents are proud of the way 
they have handled the situation and the 
same may be said for some of the car- 
riers. However, it must be agreed that 
in the light of the proportions of the 
catastrophe, little criticism can be made 
of the way the industry handled the 
trouble as a whole.” 

Mr. White said that the next topic for 
discussion was the so-called home own- 
ers’ or comprehensive dwelling policy; 
that the need for such a contract has 
long been recognized, especially since 
multiple line underwriting has now been 
legalized in most of the states. He said 
the agents’ representatives expressed a 
preference for a package policy on a 
schedule basis which would permit the 
property owner to select one or all of 
the coverages afforded under a multiple 
line policy. “We found,” he said, “that 
we were not inclined toward a so-called 
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comprehensive contract nor did we wish 
to create a policy of that nature by the 
use of endorsements. 

“It was estimated by the company 
representatives that a package contract 
could be sold at a saving of at least 20% 
over the present cost of combined cov- 
erages and it was disclosed that this 
thought represented the conclusion of 
both fire and casualty officials.” 

Discusses “One-Write” Policy 


Mr. White said that the “one-write” 
policy came in for discussion and that 
a final draft has been evolved by the 
National Board and is ready for imme- 
diate filing ; such contracts already have 
been filed in Maine, District of Colum- 
bia and Pennsylvania. “There can be 
no question,” he said, “of a great sav- 
ing in time by the use of the ‘one- 
write’ policy.” 

Mr. White said that the matter of 
reviewing present fire policies was con- 
sidered and that the EUA is awaiting 
reports from field clubs and producer 
committees. He said it is recognized that 
if it had not been for the added work 
resulting from the late windstorm, this 
project would have been completed by 
this time. 

The committee, said Mr. White, was 
advised that the rating methods research 
committee of the EUA has recommended 
the use of a specific automatic reinstate- 
ment clause and the committee has also 
recommended the simultaneous with- 
drawal of the unearned premium insur- 
ance rule. 

Revise Business Interruption Exclusions 

It was reported to the committee by 
the EUA representatives that New Eng- 
land, the Middle Department, New York 
and New Jersey rating organizations 
have revised exclusions in business in- 
terruption forms to the effect that the 
company would not be liable for any loss 
which might be occasioned by any local 
or state ’ andanene or law regulating 
construction or repair of buildings. He 
said it was stated that the use of the 
words “local or state ordinance or law” 
make it clear that any national law 
would not be excluded. 

“The need for this exclusion,” he 
added, “results from the fact that many 
agents have lately pointed to the need 
for an affirmative statement that addi- 

(Continued on Page 30) 
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eee Herndon, Elmer Miller Speak | 07 Agents Program _| 


Subjects Cover Salesmanship, Washington Scene and “Grass 
Roots Help,” and Cooperation Within Industry; President 
Miller Speaks at Closing Luncheon Meeting 


The second day’s session of the East- 


ern Agents Conference in New York, 
over which Vice Chairman H. Earl 
Munz, CPCU, Paterson, N. J., presided, 


was carried through according to sched- 
ule, with the following speakers and 
topics: 

2 superintendent of 
agencies, Fidelity & Casualty Co., “In- 
surance Salesmanship and You, the 
Salesman”; Maurice G. Herndon, NAIA 
Ww ashington representative, “Grass 
Roots Help”; Elmer Miller, insurance 
editor, Journal of Commerce of New 
York, “Cooperation Within the Indus- 


H. Luecke, 


Following luncheon, at which all offi- 
cers were reelected, President Melvin 
J. Miller of the National Association of 
Insurance Agents spoke on Federal 
intervention. 

Luecke on Salesmanship 

Mr. Luecke made one of the inspira- 
tional taiks on salesmanship for which 
he is noted, as there is constant demand 
for his appearance before producers’ 
groups throughout the country. He is 
strictly an “off the cuff’ speaker. He 
said that in this country salesmanship 
is translated into production and it is 
for the insurance agent to prescribe 
protection. 

Mr. Luecke said that salesmanship 
cannot be defined but its chief com- 
ponents are the agent himself, his client 
and his client’s needs and the eg 
tion given to fit those needs. de- 
scribed the agent as a sort be * self. 
employed insurance buyer who studies 
the client’s needs before making out 
his prescription. 

Herndon on “Grass Roots” 


Mr. Herndon said that the efforts 


of his office to promote the interests 


of the agents is directed along two 
lines; to build up a reputation for fair 
and reasonable dealings and to con- 


tinue the development of the “grass 
roots” helps on a realistic basis. The 
latter refers to the list of agents for 
contact with members of Congress 
which the office attempt to keep up to 
date. He cited the successful efforts 
made through this contact system to 
maintain the status of agents as inde- 
pendent contractors and continued: 
“On the other hand, it has been 
significantly observed that if we should 
succumb to the temptation to use this 
contact list to bring premature ‘pres- 
’ or for too obviously selfish inter- 


sure, 
ests, it will not only do the agency 
system no good, but it will also do 


great harm to the reputation that many 
of you have been so ably assistin;, 
over the years, in building, as well as to 
the long-range planning of your NAIA 
for your future welfare. 

“But we have an ‘obligation’ too, to 
this grass-roots effort, if it is to achieve 
maximum effectiveness. If we request 
help, we must also expect to give help 
to those Congressmen whose support 
we solicit for our efforts. In other 
words, to be fair, we should see that 
our friends among the Congressmen 
are supported by agents and their asso- 
ciations, not because they are Demo- 
crats, Republicans, or ‘independents,’ 
but because by their actions they have 
proven that they stand for the same 
things we do.” 


Elmer Miller on Cooperation 


Elmer Miller took up the subject of 
the practical application of the term 
“cooperation” to the anti-trust laws— 


Globe Press Photo Service 
EDWIN H. LUECKE 
“how you can and cannot cooperate 


with your companies and what prac- 
tices you should beware of.” In a frank 
and courageous manner, he gave his 
views as an observer and reporter. 
Under “things you cannot do,” he 
quoted the “clincher” in Public Law 
15, which says that nothing contained 
in the act shall render the Sherman Act 
inapplicable to any agreements to boy- 


cott, coerce or intimidate or act of 
boycott, coercion or intimidation, and 
said: 


“In other words, you can’t gang up 
to prevent somebody from doing busi- 
ness if it isn’t according to the way 
you want to do business; and you can’t 
use economic strong-arm methods un- 
der threat of what may happen to the 

















THE KEYSTONE 
OF SUCCESS 
FOR THE BROKER 


Lloyd Vosseller, President 

Julius L. Ullman, Exec. Vice Pres. 
Ernest A. Copeland, Vice Pres. 
Irving Schuck, Vice Pres. 

John A. Meyer, Secretary 














For More Than Half a Century 


we have worked diligently in response to the loyalty 
of our brokers and agents to maintain the most 
efficient up-to-date underwriting and binding office 


services. 


Adherence to this pledge has resulted in profit to our brokers and agents 
and spurs us to greater expansion. We invite your participation. 


COMPLETE OCEAN AND INLAND MARINE FACILITIES INCLUDING YACHT COVERAGES 


WE Berrien 8 Siam, 


GENERAL AGENTS ano UNDERWRITERS 
FIRE - CASUALTY - DISABILITY - MARINE ° LIFE 
PERRIN BUILDING, 75 MAIDEN LANE 

NEW YORK 38, N. Y. 





+ 


“a friendly Office” 


HAnover 2-4044 


Martin Raber, Vice Pres. and Treas. 
Andrew L. Bumby, Ass’t Treas. 
Arthur Borchert, Ass’t Sect’y 

James T, Cunningam, Ass’t Sect’y 
C. Russell Ebert, Ass’t Sect’y 











aforesaid somebody if he doesn’t see 
things your way. 

“To everything you do as organized 
groups of agents, you must first apply 
this Sherman Act yardstick. 


In-or-out Rules Vulnerable 


“One of the most vulnerable spots 
in this respect concerns in-or-out rules. 
Lawyers disagree over the question of 
their legality because the element of 
interfering with the price structure is 
involved. 

“One school argues that agents are 
entitled to a voice in the making of 
rates, and that because commissions 
are a part of the rate structure, they 
also have a right to a voice in the vaaie 
of commissions they receive. 

“On the other hand, it is argued that 
the companies are the sole arbiters of 
rates and that organized agents have 
no part in their formulation, and con- 
sequently would be ruled out from bar- 
gaining over commissions. 


Companies May Have Edge 


“T don’t pretend to know which view 
is legally correct, but it would appear 
that the companies may have the edge 
of the argument. In the first place, it 
is highly doubtful if agents always have 
all the information they need upon 
which to judge the equity of rates. 
More important is the fact that an op- 
portunity for coercion exists—and to 
that the Sherman Act says NO wher- 
ever the price structure is involved. 

“But on the side of the agents, re- 
member this—so long as concerted ac- 
tion is avoided and the free flow of 


commerce is not interfered with, you 
are perfectly at liberty to discuss 
among yourselves and with company 


organizations ways and means toward 
mutual betterment. 

“Before long we expect to get a Fed- 
eral court’s view of the legality of in-or- 
out rules. That will be a good thing. 
We have never had a Federal court 
decision on local board rules and one 
is. badly needed. 


Personal View Unchanged 


“Whatever the decision, I’m not sure 
my Own personal view will be changed 
very much unless it is conclusively 
shown that the rules are not restric- 
tive. I honestly don’t see how that is 
possible. By their very nature and 
definition, they are restrictive and limit 
freedom of action. Therefore, they are 
not in harmony with the American free 
enterprise system, which presupposes 
equal opportunity and fair play for all. 

tit that thesis is sound, I contend 
that it is not just a question of the 
legality of local board rules, but wheth- 
er they can be ethically and morally 
de fended. That must be the determin- 
ing factor if the agents’ pledge ‘To 
uphold right principles and oppose bad 
practices in the insurance business’ is 
to have real meaning. 

“Some of your outstanding local 
boards, such as those in Miami, Rich- 
mond and Atlanta, have eliminated re- 
strictive provisions from their rules. 
The Atlanta Association of Insurance 
Agents, for instance, adopted a new 
constitution and by-laws which specifi- 
cally provide for ‘fair practice acts and 
rules, under which no member shall 
enter into any combination or conspir- 
acy in restraint of trade, nor shall at- 
tempt to monopolize any part of the 
business, enter into any agreement to 
boycott, coerce or intimidate any per- 
son, nor engage in unfair methods of 
competition. 


System Will Be Strengthened 


“From a public relations standpoint 
alone, the American agency system will 
be immeasurably strengthened when all 
local boards follow these examples and 
express their rules positively rather 
than negatively. 

“It should also reduce the chances of 
running afoul the Federal Trade Com- 


(Continued on Page 31) 
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NAIA Beard of Directors Meets in New York City 





Herndon Reviews Current Status 


Of War Damage Bills in Washington 


Maurice Herndon, manager of the 
Washington office of the National As- 
sociation of Insurance Agents, presented 
to the national board of state directors 
on Monday in New York a lengthy re- 
port covering a wide variety of activities, 
including among important subjects war 
damage insurance, the tax situation, un- 
employment insurance, bonding of gov- 
ernment employes. marine and aviation 
war risk insurance. It is obvious, he 
said, with respect to war damage insur- 
ance legislation, that no Congressional 
action will come until the Bureau of 
Budget makes its recommendations to 
the President and the latter presents his 
suggestions to Congress. 

Reviewing developments in the war 
damage insurance field in Washington 
since the new Congress came into being 
Mr. Herndon stated in part: 


Six Bills Now in Congress 


“Six new bills have been introduced 
in 82nd Session of Congress (H. R.1031, 
McKinnon (D.) Calif.; H. R. 2332, W ol- 


cott (R.) Mich.; H. R. 2827, Moulter 
(D) New York; S-114, Ferguson (R.) 
Mich.; S-439, Magnuson (D.) Wash., 


and one by Senator Ives of New York. 
All six bills reactivate WDC of World 
War II. 

“H.R. 1031, Hy. Ro 2827: and: S-114, 
however, include amendments to provide 
for ‘reasonable protection against liabil- 
ity imposed under any workmen’s com- 
pensation act, occupational disease act, 
employers liability act or similar law, for 
injury or disease suffered by employes 
and arising out of or in the course of 
employment.’ 

‘Apparently all elements of industry, 
stock, mutual, state funds, reciprocals, 
self-insureds and U. S. Chamber of 
Commerce, are in favor of including, not 
only property damage, but also_provi- 
sion for reinsurance for Workmen’s 
Compensation in new WDC. 

“In H. R. 1031 and H. R. 2827 there is 
also included the following, which will 
probably be controversial and could be 
like ‘opening Pandora’s box’ in setting 
a precedent for free Government insur- 
ance, 

““C) reasonable compensation for 
personal injury or death suffered by any 
civil defense worker (subject to the 
order or control of a state government 
or any political subdivision thereof) in 
the performance of civil defense duties 
under a state civil defense program.’ 


NAIA Position 


“After careful consideration of facts, 
and after (1) several conferences with 


NAIA Secretary, John Neville, (2) in 
interest of presenting a ‘solid front’ with 
industry to Congress, and (3) because 
of previous NAIA support of WDC in 
World War Il, I respectfully recom- 
mended to NAIA executive committee 
at their meeting on January 19, 1951, the 
following: 

“That the NAIA urge the Congress 
to promptly reactivate the WDC of 
World War II using the facilities of the 
private insurance industry, and to pro- 
vide a reinsurance market in the WDC 
for Toa compensation as con- 
tained in S-11 

“That the 1} NAIA, while taking no 
official stand on this particular issue at 
this time, and only if the ‘Congress ‘in- 
sists’ on action on this subject, urge 
that any study or legislation which con- 


templates ‘compensation for personal 
injury or death suffered by any civil 
defense worker .. . in performance 


’ 


of civil defense duties be made 
the subject of a distinctly separate bill 
or bills. 

“Executive committee decided that 
NAIA would favor (in event of a WDC) 
turning in unearned premiums to the 
general fund, U. S. Treasury, as was 
done when World War II WDC was 
deactivated. In view of all facts, NAIA 
executive committee agreed to above 
recommendations. 

“Since January NATA executive com- 
mittee meeting, there have been new de- 
velopments on WDC front in Washing- 
ton. 

“Out of conferences come conclusions 
that Federal Government is divided on 
WDI and also that: 

“One group thinks WDI is possible. 

“Another and more powerful group 
thinks WDI is only an expediency and 
that the whole vast problem of civilian 
rehabilitation from war (atomic) damage 
must be considered as a single big Con- 
gressional action. 

“Some serious doubt as to whether 
even resources of Federal Government 
would be sufficient to pay full civilian 
claims from extensive atomic damage. 

“That complicating factor of possible 
Federal Government handling of vast 
workmen’s compensa ition war damage 
claims (war is action which automati- 
cally ‘eliminates’ state boundaries in 
most instances) are tthe various state 
laws on workmen’s compensation and 
varying amounts of liability. 

“Suggestion that Congress pass stand- 
by legislation which, in event of war 
would enable Federal Government to 
assume liability for property damage and 
also of employers for war injuries un- 
der state WC laws. This would enable 
Congress to control extent of rehabili- 


tation by control of claim payments. 
No Immediate Action 

“It is obvious no Congressional action 
will come until Bureau of Budget makes 
its recommendation to President and 
President makes his recommendation to 
Congress by conference with chairmen 
of House and Senate Banking and Cur- 
rency committees. 

“Hearings will probably start soon 
with Senate Banking subcommittee 
chairman, Senator J. Allan Frear (D.) 
Delaware, in charge. Senate action in- 
dicated first since House has already 
passed (81st Congress) a WDC bill 
and will probably wait to see what Sen- 
ate does. 

“In view of changing situations in 
Washington, I would respectfully recom- 
mend that NAIA strategy and policy be 
one of continuing cooperation with all 
private insurance interests (stock, mu- 
tual, state fund, self-insureds, recipro- 
cals, and U. S. Chamber of Commerce) 
to the ends that the solvency of our 
industry be protected against catas- 
trophic atomic bomb damage claims 
commensurate with public interest and 
the interests of the NAIA membership. 

“Until something definite develops, 
NAIA to continue pressing for an early 
Congressional hearing on war damage 
insurance. 

“Senate Banking and Currency 
committee headed by Senator J. 
Frear (D., Delaware), has 
hearings on WDI 
17 - 18. 

“Suggestion that NAIA policy on this 
issue be somewhat ‘elastic’ still stands. 
This in interest of mz uintaining a united 
front for protection of agents’ ‘inter- 
ests.’” 


Sub- 
Allan 
scheduled 
legislation April 


Miller Names Committee 
Of 17 Metropolitan Agents 


President Melvin J. Miller, National 
Association of Insurance Agents, Mon- 
day appointed a special metropolitan 
agents committee composed of seven- 
teen agents from the principal cities 
those the country. 

Emil L. Lederer, Chicago, was ap- 
pointed chairman. He will also be 
chairman of the program planning com- 
mittee of this special committee which 
will be cn age of the following 
agents: Thornley B. Wood, vice chair- 
man, Phikdelphias BoP Eroat = St. 
Louis; Kenneth W. Faunce, Boston; 
and Lawrence E. Benson, Minneapolis. 

Also appointed to the special metro- 
politan agents committee are: E. B. 
Berkeley, Cleveland; John M. Hennes- 
sy, Louisville; Frank A. Doyle, Balti- 
more; John C. Weghorn, New York 
City; Charles L. Nevens, Detroit; Leon- 
ard M. Wise, New Orleans; Thomas A. 
Harmon, Seattle, H. H. Corson, Nash- 
ville; W. Eugene Harrington, Atlanta; 

L. Ashton, Milwaukee; Walter 
Stevenson, Miami; George V. Kane, 
Houston. 


National Ass’n Leaders 





President Melvin J. Miller (left) and 

Vice President J. F. Van Vechten who 

are presiding at sessions of the directors 
and executive committee. 


Agents Urged to Aid in 
Defense Fire Safety Work 


How agents may aid in the fire safety 
division of civilian defense was outlined 
by K. P. Laughlin, acting director 
of the Fire Service Division of the 
OCD, in a talk before the NAIA na- 
tional board of state directors Monday 
afternoon. He cited the fire suscepti- 
bility of cities and towns in event of 
World War III and asked agents to 
study the vulnerability of their respective 
communities. Fire, he declared, is one 
of the major consequences of an atomic 
attack and steps should be taken now 
to reduce possible damage. ‘He outlined 
fire defense programs including wide 
distribution of fire-fighting facilities and 
mutual aid arrangements with neigh- 
boring towns. 


Honor “Dean” L. P. McCord 


L. P. McCord, local agent of Florida, 
for years chairman of the educational 
committee of the National Association 
of Insurance Agents and in a large 
measure responsible for the successful 
creation and development of the pres- 
ent extensive educational program, was 
honored Monday by the NAIA officers 
and executive committee. At the meet- 
ing of the state directors he was pre- 
sented with a scroll in testimony of 
high esteem and deep appreciation, and 
naming him Dean Emeritus of the 
NAIA educational division. 
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N. Y. Women Arrange 
Meeting at Glens Falls 


ETHEL STEVENS TO PRESIDE 





Justice Bergan Will Be Banquet Speak- 
er; Roberts to Install Officers; 
Evelyn George Is Chairman 





Delegates from all sections of New 
York State are expected to attend the 
eighth annual convention of the Federa- 
tion of New York Insurance Clubs to be 
held at the Hotel Queensbury in Glens 
Falls, April 20 - 22. 

The convention will open with an in- 
formal meeting on Friday evening. Sat- 
urday at 10 a.m., the first session will 
begin at which time a welcome message 
will be delivered by Claire Stewart, pres- 
ident of the Insurance Women’s Club 
of Glens Falls and Saratoga. Ethel 
Stevens of Buffalo, president of the fed- 
eration, will preside at all meetings. Im- 
portant business to be transacted is the 

election of officers, presentation of offi- 
cers and committee chairman reports, and 
announcement of contest winners. The 
theme of the convention, “Protect Free 
Enterprise Through Insurance Educa- 
tion,” will be carried out by an open 
forum on Sasubdas afternoon at which 
Marie Cady of Gloversville will be mod- 
erator. 

Justice Bergan to Speak 

Associate’ Justice Francis Bergan of 
the State of New York Supreme Court 
Appellate Division will be guest speaker 
at the Banquet to be held Saturday eve- 


ning. Justice Bergan’s topic will be 
“Law as the Hope of Survival.” 
Installation of newly elected officers 


and board members will be conducted at 
a candlelight service at the banquet. 
Frank A. Roberts, executive vice presi- 
dent of the Glens Falls Group will be 
installing officer. 

The concluding activity on the pro- 
gram will be breakfast on Sunday. This 
gathering will honor the incoming and 
outgoing officers and executive board 
members. The new committee chairmen 
will be appointed and tentative plans for 
the ensuing year’s program will be 
formed. 

The Insurance Women’s Club of Glens 
Falls and Saratoga will be hostesses at 
the convention. Evelyn George of Glens 
Falls is general chairman, and Dorothy 
Jewitt of Saratoga is co-chairman. 


Lundquist & Sampson Co. 
New N. Y. Brokerage Firm 


Edward R. Lundquist, former acting 
president of H. W. Schaefer Company, 
announces the formation of a new brok- 
erage organization, to be known as 
Lundquist & Sampson Company, with 
offices at 43 Exchange Place, New York 
City. The new firm commenced opera- 
tions on April 1. Mr. Lundquist’s asso- 
ciate will be Vincent F. Sampson, also 
formerly with the Schaefer organization. 

Mr. Lundquist has been engaged in in- 
surance for 20 years, commencing his 
career with Stewart Hencken & Will, 
Inc. Subsequently he was with Willard 
S. Brown & Co., Inc., and then joined 
the Liberty Mutual Insurance Company 
in New York. He joined the H. W. 
Schaefer Company prior to the death 
of its founder in 1949 and subsequently 


Annual Renewal Plan 
Hearing in N. C., Apr. 20 


Commissioner of Insurance Waldo C. 
Cheek of North Carolina has announced 
that a hearing will be held in the office 
of the Commissioner of Insurance at 


10 am., April 20, to consider appeals by 

various companies from the decision of 
the North Carolina Fire Insurance Rat- 
ing Bureau in disapproving their filing 
of annual renewal plans to be used for 
writing fire and allied lines insurance 
on risks eligible to be insured for a 
term of years at reduced multiples of 
the annual rate under the so-called 
term rules. 

The Commissioner also stated that at 
this hearing he would explore all as- 
pects of the problem of annual renewal 
plans and that it would be in order for 
all interested parties to attend this hear- 
ing and present any _ testimony that 
would be helpful in arriving at a proper 
decision in the light of insurance laws 
in the state of North Carolina. 

The plans under consideration would 
offer a policyholder the right to renew 
an annual policy covering fire and/or 
allied lines for four successive years by 
the issuance of a properly countersigned 
renewal certificate and the payment of 
78% of the then current rate. 


DUBLIN, GA., AGENCY MOVES 

The L. D. Woods Insurance Agency, 
of Dublin, Ga., formerly located in the 
Lovett Building, has occupied new and 
larger quarters on West Jackson Street. 
The agency has been operating since 
ae 1938, when Woods acquired the 
H. R. Moffett Insurance Agency 


N. C. AGENCY CHARTERED 

Secretary of State O. Frank Thornton 
of South Carolina has issued a charter 
to Ratteree—Tames Insurance Agency, 
of Greer, S. C., which proposes to en- 
gage in general loan, real estate and 
brokers insurance business. Authorized 
capital stock is $25,000. John Ratteree is 
president. 








served it as vice president and as acting 
president. 

Mr. Sampson 
1939, 


entered insurance in 
and after brief service with Alex- 
ander & Alexander, Inc., became asso- 
ciated with the Aetna. Casualty and 
Surety. He joined H. W. Schaefer Com- 
pany four years ago and has specialized 
in marine insurance and loss handling. 


TO HOLD INSTITUTE IN R. I. 





University With Cooperation of Insur- 
ance Department and Agents’ Associ- 
ation to Conduct Insurance Classes 

The University of Rhode Island, Divi- 
sion of University Extension, is planning 
its second annual insurance institute to 
be held on the University campus at 
Kingston, R. I., from July 2 to August 
10. The institute, which was initiated 
during the summer of 1950, was so suc- 
cessful that plans are being made for its 
annual offering on a permanent basis. 

The course of study comprises 174 
hours of instruction over a period of 
six weeks. The classes will consist of 
lectures, discussions and classroom prob- 
lems related to the general principles of 
insurance, fire, casualty, automobile, in- 
land marine insurance and suretyship. 

Persons who are engaged in the insur- 
ance business as agents, company or 
agency personnel and also those who 
contemplate entering the insurance busi- 
ness will be eligible to apply for admis- 
sion, 

Last summer the first annual institute 
was highly successful and several stu- 
dents came from distant parts of the 
country for participation in the program. 
The 1951 institute will be essentially the 
same as the 1950 institute except that 
certain adjustments have been made in 
the outline of studies and the period 
covered by the institute has been length- 
ened by one week. 

The University has the cooperation 
of the Rhode Island State Department of 
Insurance and the Rhode Island Associ- 
ation of Insurance Agents in preparing 
and conducting this institute. 

Interested persons may address the 
Director John R. Hackett of University 
— 25 Park Street, Providence 

xX 


Rhode Island Agents 
Will Meet on April 30 


The Rhode Island Association of In- 
surance Agents will hold its mid-year 
meeting on Monday, April 30, at the 
Sheraton-Biltmore Hotel in Providence. 
The business session will open at 2:30 


p.m., during the course of which there 
will be two panel discussions, one on 


business interruption insurance and the 
other on comprehensive liability insur- 
ance. President Robert S. Preston will 
preside at the banquet at which the 
speaker will be William Cunningham, 
broadcaster on international events. 

The business interruption insurance 
panel will consist of Paul A. Colwell, 
G. L. & H. J. Gross, Inc., Providence; J. 
Robert Adams, Providence Washington 
Insurance Co., and Owen J. Jones, Gen- 
eral Adjustment Bureau, with Raymond 
W. Hawkins, Sanderson Bros., Provi- 
dence, as moderator. 

On the general liability panel will be 
Kenneth E. Norris C. D. Paige & Co.,, 
Providence; Lester R. Dingwell, Em- 
ployers’ Group, Boston, and A. Scott 
Crannell, Providence Washington In- 
demnity, with Howard R. Chase, Jr., 
Starkweather & Shepley, Inc., Provi- 
dence, as moderator. 
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MILLER ON TAX CHANGES 





NAIA President Believes Co-ops, Mu- 
tual Savings and Loan Assns. Will 
Have Tax Structure Revised 
It is possible that the tax structure of 
co-ops, mutual savings and loan associa- 
tions, and several other groups, may be 
adjusted in the new tax bill to bring 
them into balance with the taxes paid by 
other businesses. Melvin J. Miller, Ft. 
Worth, Texas, president of the National 
Association of Insurance Agents, in giv- 
ing this estimate of the situation in a 
talk before the Southern Agents Con- 
ference, at Palm Beach, also indicated 
that it was now viewed likely that the 
Ways and Means Committee had re- 
jected any attempt to adjust the taxes of 
mutual fire and casualty companies at 

this time. 

“T am told,” he declared, “that even 
the strongest Congressional proponent 
of equal taxation, Representative Noah 
Mason of Illinois, advised his colleagues 
that in his opinion the tax structure of 
mutual fire and casualty companies, as a 
result of a 1942 tax formula revisions, 
was ‘fair and adequate.’’ 

Mr. Miller indicated however that the 
National Association is keeping care- 
fully abreast of this situation in seeing 
that the true “equality of taxation” is 
brought about for all American business. 

In discussing the Washington activi- 
ties of the NAIA, Mr. Miller pointed out 
that during the past two years, the 
building of prestige and influence for 
agent members of the NAIA in Wash- 
ington by conferences with government 
and congressional leaders has advanced 
tremendously. “Certainly none of us here 
in the south like this idea of having to 
cater to the Federal government’s ex- 
panding socialistic trend, but since we 
must be represented in Washington, it 
is up to us to see that our office in the 
capital is the best possible and to give 
it all the support we can from the grass 
roots.” 


DE WITT AGENCY OF ALBANY 

A new corporation, DeWitt Agency 
Inc., has been formed to conduct a gen- 
eral insurance and brokerage business 
in Albany, N. Y. The corporation is 
authorized to issue 200 shares of stock 
at no par value, according to papers filed 
with the secretary of state. Listed as 
directors, each holding one share, are 
Victoria J. Panthen, 19 Austin Avenue; 
John B. Rushmore, 5500 New Scotland 
Avenue, and Bender Solomon, attorney 
for the incorporation. 


IOWA AGENTS MEET MAY 9-11 

The Iowa Association of Insurance 
Agents will hold its annual convention 
at Des Moines, May 9 to 11, it is an- 
nounced by B Hopkins of Des 
Moines, president of the association. 
Dana Johnson of Des Moines has been 
named general chairman for the conven- 
tion. 
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the edeemed captive 


Almost every house was burned, many townspeople were slain, many others 
taken captive in the Deerfield massacre of 1704. Rushing forward, stopping, 
then rushing on again so that the sound of their feet on the snow might simulate 

2p gusts of wind, French and Indian marauders had approached the sleeping town. 
Then climbing on snowdrifts, they leaped over the stockade. Taken by surprise, 

tack, Pi ges the citizens were overwhelmed. Next morning more than a hundred captives were 
marched off through the icy wilderness to Canada. 


7 e 99 
trilblation’ Among those who suffered greatly was Deerfield’s pastor, the Reverend 


John Williams. He and his family were dragged from their beds and taken captive, 
his home burned, two of his infant children killed outright. On the first day’s 
journey his wife was slain as were others of the weak and aged. In Canada, 
Williams and his surviving children were separated. After two years he was 
ransomed and later described his ordeal in a book, “The Redeemed Captive.” 





Rejecting calls from other towns, Williams returned to Deerfield where 
his parishioners built him the above home to replace the one that was destroyed. 
Possibly because of his past bitter experiences it is said Williams insisted that a 
secret passage be built around the chimney, running from cellar to attic. 


Williams’ eight-year-old daughter Eunice who was adopted by Indians on 
arrival in Canada refused to be ransomed and eventually married into the tribe. 
Though she paid brief visits to Deerfield in later years, she could not be per- 
suaded to abandon Indian customs, preferring squaw attire to other clothing and 
showing a partiality for sleeping on the floor instead of in a bed. 


Parson Williams’ house, where he lived from 1707 to his death in 1729, is 
now owned by Deerfield Academy. It is one of twenty pre-Revolutionary homes in 
Deerfield —all sturdy reminders of the courageous Massachusetts colonists. 





Tomahawk-pierced 3” oak 
door of Sheldon’s tavern may 
still be seen in Deerfield. 
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NAIA Board 





Holds Neti Agent Dias Full 


Commission on Installment Risks 


The National Association of Insur- 
ance Agents executive committee issued 
a statement on installment payment of 
premiums during the several days it 
met in New York before during 
the meeting of the national f 
state directors at the Statler Hotel this 
week. The that 
there is a vested right in an insurance 
agent to the total commission applic- 
install- 


and 
board « 


statement declared 


able to insurance written on an 
ment basis for the full term for which 
policies have been written or renewed 
irrespective of how, or by whom, sub- 
sequent collections of premium install- 
ments may be made, and irrespective 
of the termination of the agency. 

All members of the executive com- 
mittee came to New York. They started 
meeting Friday and continued in 
sion each day through Monday morn- 
ing when the Eastern Agents Confer- 
ence started. In addition to President 
Melvin J. Miller, Fort Worth, Tex., 
and Chairman J. F. Van _ Vechten, 
Akron, Ohio, other members present 
were J. V. Arthur, Winchester, Va.; 
John H. Carney, Eau Claire, Wis.; 
Charles A. Dawson, Fargo, N. D.; Dana 
J. Lowd, Northampton, Mass., and 
George R. Miller, Heiena, Mont. 

The committee statement on install- 


ses- 


ment payment of premiums 4s as 
follows: ne 
“With reference to the “rekftfonship 


companies grow- 
of writing term 
business 


between agents and 
ing out of the practice 
policies in the fire insurance 
on an installment basis, the executive 
committee of the National Association 
of Insurance Agents represents: 

“On October 14, 1937, an agreement 
was executed on the part of the Na- 
tional Board of Fire Underwriters under 
the hand of its general counsel, and on the 
part of the Insurance Executives Asso- 
ciation under the hand of its president, 
concerning agency agreements existing 
between fire insurance companies and 
their agents, containing among other 
things, the following: 

“In the event of termination of this 
agreement, the agent having promptly 
accounted for and paid over premiums 
for which he may be liable, the agent’s 
records, use and control of expirations 
shall remain the property of the agent 
and be left in his undisputed possession. 

30th before and since that time state 
and federal courts have given judicial 
approval to that declaration. 

“Therefore the executive committee 
of the National Association states that 
the above declaration applies to all fire 
insurance term or other policies written 
on an installment basis or under a 
renewal certificate plan, or under any 
other plan providing for subsequent 





N. J. AGENTS MEET SEPT. 27-28 
The New Jersey Association of Insur- 
ance Agents will hold its 59th annual 
convention at the Berkeley-Carteret Ho- 
tel at Asbury Park on Thursday and 
Friday, September 27 - 28. ; 


R. I. LOCAL BOARD ELECTS 

The Washington County Board of Un- 
derwriters met recently at Westerly, 
R. L, and elected the following officers: 
ee gr Frank J. Adimari; vice presi- 
dent, W. Schoof; sec retary- treasurer, 
W. a ‘Giles: delegate to the state asso- 
ciation, Orlando Capalbo; executive com- 
mittee members, H. W. Rathbun, Jr., and 
D. Harold Rogers. Insurance Commis- 
sioner Bisson of Rhode Island com- 
mended the agents for the excellent 
cooperation in handling losses arising 
from the November windstorm. 


of Meets 


Directors 


in NéwoOY @re @Wity 





vited comment from the various states 
and directed that such comment be of- 
fered at least three months prior to the 
present meeting of your board. That 
direction was for the purpose of allow- 
ing the committee ample time to de- 
termine whether, in its judgment, there 
is justification for any clarification or 
amendment in the suggested policy on 
commissions contained in the report 
under consideration. 

“We believe you acted wisely when 
you staged a preliminary discussion and 
then decided upon a waiting period, with 
the idea that final action might now be 
possible at this meeting in New York. 


payment of a premium; that inherently 
there is a vested right in an insurance 
agent to the total commission applic- 
able to the insurance so written as 
provided in the agency agreement, for 
the full term for which such policies 
respectively have been written or re- 
newed, irrespective of how, or by 
whom, subsequent collections of premi- 


: S We r = : 
um installments may be made, and og fer ang Pa sin seg’ % ee pee 
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agency, either by the company or by } avorabie COmments: mus lave 


helped crystallize opinion. 

“A rather limited amount of written 
comment has been received—either by 
Commissions the committee chairman directly, or 

through the office of President Miller. 
This has been given most careful study. 
In addition, your committee has en- 
deavored to analyze the rather large 
volume of healthy oral discussion carried 
on in the presence of the various com- 
mittee members. 

“As your having provided this time 
for study on the part of the committe 
indicates that you expect our reaction to 
the material submitted, we are pleased 
to submit the following conclusions: 


the agent.” 





(Continued from Page 1) 
stands for preservation of freedom of 
contract. 

“That the National Association is op- 
posed to the exercise of unilateral com- 
mission control by insurance companies 
or rate making bodies, without prior 
consulation with agency forces in the 
territory or jurisdiction affected. 

“6. That the National Association 
recognizes that every state association 
belonging to the National Association of 
Insurance Agents is fully autonomous as 
regards the form of the commission 
structure in its state, but all are urged 
to conform to some reasonable national 
uniformity so far as method and basic 
fundapeentals are concerned.” 


Not a Complete Answer to Problem 


“1. We realize most fully that the 
brief principles set forth in our initial 
effort toward establishing a policy on 
commission do not necessarily constitute 
the complete answer to that problem for 
all time in an ever-changing world. Ad- 
ditions, deletions, amendments, or even 
reversals, may become advisable in time. 
In the beginning we have striven for the 
virtues of soundness and brevity. Each 
of these, we believe, will forever remain 
important. 

“2. While we recognize merit in some 
of the written suggestions received, we 
have found none that, in our opinion, 
meet the test of the virtues referred to 
above sufficiently to justify their inclu- 
sion in the proposed policy. 

“3. Uncertainty as to the exact mean- 
ing of principles 5 and 6 in the proposed 


Committee rt 


Following is the statement of the com- 
mittee which preceded presentation of 
the revised statement of principles: 

“At your meeting last September in 
Chicago this committee submitted a re- 
port for your consideration. This report 
set forth the committee’s progress in 
fulfillment of the three responsibilities 
assigned to it by you at the time you 
authorized the committe’s creation. 

“In the motion you adopted to extend 
the time of your consideration you in- 
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policy has convinced the committee that 
the intention of these principles should 
be clarified. We, therefore, suggest that 
a principle worded as follows be substi- 
tuted in lieu of these two principles: 

“5. That the National Association is 
cae to the exercise of unilateral 
commission control by insurance com- 
panies or rate making bodies, without 
prior consultation with agency forces in 
the territory or jurisdiction affected. 

“Tn conclusion, your committee has at- 
tempted deliberately and carefully to 
prepare a policy on commissions for 
the National Association of Insurance 
Agents that would be nothing more nor 
less than a statement of guiding princi- 
ples expressed in broad and general 
terms; under which the insurance in- 
dustry might find common grounds in 
thoughts for ethically and legally sound, 
fair and practical commission procedures. 

“The particular intent of the policy 
we present is to assist the states who 
feel that they want help in establish- 
ing and maintaining reasonable and 
adequate commissions for their agents.” 


New Directors Introduced 


NAIA President Melvin J. Miller pre- 
sided at the opening session of the na- 
tional board of state directors Monday 
afternoon. Nearly all states were repre- 
sented and also Puerto Rico. Eight new 
directors were introduced. They were 
Harold E. Barnhart, California; William 
W. Hatfield, Connecticut; Kenneth Ross, 


Kansas; E. Albert Rossmann, Mary- 
land; Arthur B. Fair, Massachusetts; 
William R. Dunham, Missouri; Joel % 
Morse, South Carolina, and T. K. Robin- 


son, Tennessee. The directors sent a 
message to Director Roger Clarke of 
Virginia expressing hope for a speedy 
recovery from a heart attack which he 
suffered recently. 

Vice President Hugh Dawson of the 
Cleveland local board, which is being 
sued by the Federal Government for 
alleged violations of anti-trust acts, ad- 
dressed the directors and a large group 
of NAIA members present stating that 
he feels an adverse decision in this case 
against the rules of the Cleveland board 
would adversely affect the NAIA and 
company organizations alike. He feels 
such a decision would be a_ serious 
threat to the insurance industry and 
would encourage New Dealers to extend 
their controls over the business. 


Cleveland to Fight for Rules 


The Cleveland board, which has been 
in existence 104 years and has 452 mem- 
bers, is fighting to maintain the right to 
have boards composed of stock com- 
pany agents only and also to maintain 
disciplinary powers to hold members in 
line. Declaring that the board will make 
an all-out effort to defeat the Govern- 
ment action Mr. Dawson asked for the 
moral support and sympathetic under- 
standing of NAIA members. (Extracts 
from the reply of the Cleveland board 
to the Government allegations will be 
found elsewhere in this issue.) 

Past NAIA presidents attending the 
opening session of the directors  in- 
cluded O. Shaw Johnson, Clarksdale, 
Miss.; John S. Stott, Norwich, N. Y.; 
David A. North, New Haven, Conn.; 
Frank R. Bell, Charleston, W. Va., and 
Mr. Wolff. 

Arthur O. Connell, reporting as chair- 
man of the property insurance commit- 
tee, said his group is still opposed to 
the use of large deductibles in writing 
fire insurance. He said that “the sinful- 
ness is not reduced because it is used at 
a pent-house level.” He also expressed 
concern at the growing legislative activi- 
ties of groups representing insurance buy- 
ers. He feels they are tending to intrude 
on the insurance field to an “unwarranted 
degree.” 

General Counsel Walter H. Bennett 
peg 36 briefly how the new Federal 
tax-Supplement U—on unrelated busi- 
ness income, applies to state associations 
and local boards. He pointed out that 


(Continued on Page 30) 
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Cleveland Board Denies Violations of 


U.S. Laws 


The Insurance Board of Cleveland 
has replied to the U. S. Department 
Justice anti-trust action based on 
allegations that the board is violating 
the Sherman Act. The board, through 
its attorneys, Frank X. Cull and M. R. 
Gallagher of Hauxhorst, Inglis, Sharp 
& Cull, denies any violations or inten- 
tions to violate the Federal statutes. 
Dealing with insurance practices which 
it defends against charges of the Fed- 
eral Government the Board states, in 
part, in its reply: 

“Defendant says that it is important 
to the maintenance of the independence 
of the agent, and it is important to the 
ability of the agent to exercise effective 
vigilance for the interest of the policy- 
holder, that the agents be joined in 
association with other agents repre- 
senting the same company or com- 
panies, so that the companies repre- 
sented by them will have their agencies 
exclusively among the members of the 
association and not otherwise. 


Membership Not Restricted 


“Such association gives strength to 
the agent by affording the opportunity 
for concerted influence or concerted ac- 
tion whepever concerted influence or 
concerted action may be necessary or 
desirable for the protection of the in- 
terests of the policyholder or agent. 
Membership in the Insurance Board of 
Cleveland affords such protection for 
the policyholder and the agent, and it 
is open for a nominal membership fee 
to any and all duly licensed agents of 
good character in Cuyahoga County as 
may wish to avail themselves of this 
form of association. 

“Defendant says that far from monop- 
olizing or attempting to monopolize 
the whole or any part of the fire insur- 
ance business in Cuyahoga County, the 
defendant has promoted and stimulated 
competition, both within its own mem- 
bership and ontside of its own member- 
ship. Defendant says that there is now 
and always has been the most vigorous 
competition for business among _ its 
own members, that there is likewise 
the most vigorous competition for busi- 
ness among agents outside of its mem- 
bership, both stock company agents 
and mutual company agents. There is 
also the most vigorous competition be- 
tween board agents and _ non-board 
agents. 


Competition Encouraged 


“Defendant further says that to en- 
courage such competition between board 
agents and non-board agents, rules 
have been adopted by which non-board 
agents other than mutual agents may 
have and do have available to them 
the resources of the board agents for 


in Reply to Charges : 


their surplus business, and board agents 
may likewise have and do have avail- 
able to them the resources of the non- 
board agents other than mutual agents 
for their surplus business. Defendant 
says further that in order to make 
available at all times for insurance com- 
panies and the public an ample number 
of competent and skilled agents, it has 
set up and sponsored educational 
courses available alike for board mem- 
bers and non-board agents, for a small 
fee, sufficient only to pay the expenses 
of instruction. 

“Defendant further says that it has 
not solicited non-board agents to be- 
come board members but it has ex- 
tended, without reservation, the privi- 
lege of membership to all persons of 
good character authorized to write fire 
insurance in Cuyahoga County, pro- 
vided only that such persons be willing 
to pay the nominal membership fee 
and agree to abide by proper ethical 
standards and the published rules of 
conduct adopted by the board members. 

“Defendant further says that its rules 
place no limitation or hindrance what- 
ever upon the ability of the public to 
acquire insurance on any _ properties 
which may be insurable risks, whether 
in stock companies, mutual companies, 
reciprocal or inter-insurance exchanges; 
and that the public has not been ham- 
pered or restricted in any respect in 
the placing of insurance in whatever 
form of company may be desired. 

“The defendant says that it is grossly 
inaccurate and unfair to characterize 
any of its rules as boycotts or attempts 
to create a monopoly; that all of said 
rules were adopted for the legitimate 
protection of the interests of the board 
members and the legitimate protection 
of the public. 


No Agreement to Boycott 


“As respects the several subpara- 
graphs included in paragraph 22 of the 
complaint the defendant says: 

“a. There is no agreement among 
board members to boycott or in any 
other manner injure non-board agents. 
Board members do agree as respects 
their surplus business to give first offer 
to fellow board members; but in the 
event there be surplus beyond the 
capacity of the Board agents, such sur- 
plus may be placed by Board members 
with non-board agents other than 
agents for mutual companies. Likewise 
when a non-board agent other than a 
mutual agent has surplus business ex- 
ceeding the capacity of his fellow non- 
board agents, provision is made for the 
offering of such surplus to board agents. 
No boycott is involved and neither the 
public interest nor the interest of the 
non-board agent is prejudically affected 
in any respects. 











Los Angeles 


Phoenix Vancouver Toronto 








MArsu & McLENNAN 


INCORPORATED 


Insurance Brokers 


CONSULTING ACTUARIES 
AVERAGE ADJUSTERS 


Chicago NewYork SanFrancisco Minneapolis Detroit Boston 
Pittsburgh — Seattle 


Indianapolis Portland Superior 


St.Louis St.Paul Duluth 
Cleveland Buffalo Columbus 
London 


Montreal Havana 
































“b. There is no agreement to boycott 
or otherwise injure companies placing 
their agencies among non-board agents 
and there is in fact no such boycott or 
other injury. The board rules provide 
that to maintain eligibility for member- 
ship the members will represent only 
companies which place their agencies 
exclusively within the board. Such rule, 
as heretofore indicated, is intended only 
for the protection of ‘the board mem- 
bers and the protection of the insurance 
buying public, and is not intended in 
any wise to injure or boycott any com- 
panies who choose not to place their 
agencies among board members, nor is 
there in fact any such injury or boy- 
cott. Such companies may, without 
hindrance upon the part of the board 
or its members, employ as many non- 
board agents as they may wish and 
the number of non-board agents avail- 
able for appointment by such com- 
panies is unlimited. Likewise the op- 
portunities for such companies to train 
and develop skillful and reliable agents 
is unlimited. 
Rate Deviations 

“c. There is no agreement to boycott 
or otherwise injure so-called deviating 
companies filing rate schedules with 
rates lower than the level of premium 
rates fixed by a rating bureau, nor is 
there in fact any such boycott or in- 
jury. The board has nothing to do with 
the making of rate schedules and does 
not in anywise attempt to fix or influ- 
ence the rates charged by the com- 
peting fire insurance companies repre- 
sented among its membership, or the 
rates charged by companies placing 
agencies outside of the board. 

“The board members have learned, 
however, from hard experience that the 
public interest suffers from  cut-rate 
competition in premium rates for the 
reason that insurance is not a com- 
modity as alleged in the complaint. 

“As distinguished from an ordinary 
commodity, insurance is a contract of 
indemnity, by which the faith and cred- 
it of the insuring company is pledged 
to indemnify the polilcyholder when 
disaster strikes. Having learned from 
hard experience that deviating insur- 
ance companies are not reliable insurers 
as a general class, the board members 
choose not to abuse the confidence of 
their policyholders by placing their 
insurance in such companies; and the 
board members are required by the 
board rules to refrain from so doing, 
except in individual cases where it is 
shown to the satisfaction of two-thirds 
of the members of the board of trustees 
that such deviating premium rates are 
in the public interest. The board rules, 
however, leave the insurance buyers 
completely free to obtain such insur- 
ance from others if they choose to 
do so. 

Mutual Companies 

“d-e. There is no agreement upon the 
part of the board members to boycott 
or otherwise injure dividend paying or 
mutual fire insurance companies, nor 
is there in fact any such boycott or 
injury. The board members are com- 
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mitted to the business philosophy of 
the free enterprise system with the 
profit motive in the insurance business 
as carried on competitively by the stock 
companies in America. As a corollary 
thereto, the board members do not ap- 
prove, and do not choose to promote, 
the more socialized and cooperative 
plan of insurance with the profit motive 
eliminated as proposed and presented 
by the mutual fire insurance companies. 

“The conflict between the philoso- 
phies of insurance is fundamental, and 
it has brought about the most vigorous 
competition between the two systems 
of insurance. The public interest is best 
served by allowing the conflict and 
competition to continue without govern- 
mental interference, and thus let experi- 
ence demonstrate the relative merits of 
the two systems. 

“The board members are likewise 
convinced that the mutual system is 
inimical to the development of the 
American agency system by which the 
local agent in America has acquired 
proprietary interest in his own business, 
and @ position of independence which 
enables him best to serve the interests 
of his customers and his community. 


Branch Offices 


“f-o-h. The board members have not 
agreed to regulate or eliminate the use 
of local branch offices by fire insurance 
companies. In order to insure the com- 
plete independence of the agent and his 
complete freedom from company dom- 
ination, the board rules exclude from 
eligibility for membership any employe 
of a fire insurance company and any 
agent of a fire insurance company 
which maintains a branch office in 
Cuyahoga County. 

“One important reason for this rule 
is that the only assets of a fire insur- 
ance agency, beyond current accounts 
and office furniture, are in policy ex- 
piration records and the confidential 
records concerning the servicing of the 
risk, both of which are the work prod- 
ucts of the agent, and these constitute 
the entire value and good will of the 
agency. These records give the agent 
control over the business which he has 
produced by his own industry. 

“These records are equally available 
to the respective companies in which 
the policies were written, and if any 
such company were to open a branch 
office in Cuyahoga County in competi- 
tion with the agent who had produced 
the business; it would do so unfairly 
advantaged with such records; and such 
competition could be completely de- 
structive of the agent’s business. 

“The interests of the public are in 
no wise injured by the rule which 
leaves it open to companies to place 
their agencies among board members, 
or to open branch offices staffed by 
their own employes as they may choose. 

‘4-j. The board members have not 
agreed to nor do they transact their 
business under the direction and super- 
vision of the board but they have under- 
taken only to abide by the rules and 
regulations which they themselves have 
adopted.” 





| REINSURANCE | 








BEekman 3-5010 


wv 


FIRE — MARINE — CASUALTY — SURETY 
Conflagration — Catastrophe — Spread Loss 
Excess of Loss and Share Covers Expertly Arranged 


wv 


"WE ARE WHAT WE DO” 
Leslie & Godwin Ltd., 


Correspondent: 





Consultants and Intermediaries 


99 John Street, New York 7, N. Y. 


WOrth 2-3166 


London 











Page 30 






Fi + o>] 





THE EASTERN 
UNDERWRITER 











ee 3 £ oe 
ze <a Sf aT & 











April 20, 1951 








Eastern ro Meet 


(Continued from Page 23) 


tional time is required to reestablish the 
business because of priorities imposed 
by national authority is covered. Natur- 
ally, the question arises through the re- 
cent restrictions imposed by the na- 
tional defense program.” 

The next question which arose, said 
Mr. White, was the application of Form 
No. 3, business interruption insurance, 
to so-called service risks. He said the 
EVA has recommended a study of this 
matter in an effort to review the pos- 
sibility of devising work sheets for each 

lass or creating a separate definition 
af gross earnings as it applies to each 
of the service classes. 

The large deductible, came up for dis- 
cussion, Mr. White said, and studies are 
being made of it, including a statistical 
review to determine some actuarial basis 
for this development. 

“There has been no change in the 
attitude of member companies with re- 
gard to their desire to use such a de- 
ductible,” he said. “It was apparent to 
your representatives that their greatest 
problem is to establish something defi- 
nite upon which to base credits. Those 
presently being applied through filings 
of non-members are most difficult to 
reconcile by the statisticians of the as- 
sociz ition companies. 

“In this connection, some of your 
representatives were able to report new 
instances where offers of a large deduc- 
tible have been made by non-member 
carriers to institutional and even mu- 
nicipal risks. 


Mutual Understanding Grows 


“In closing this formal report, your 
chairman would like to say once again, 
that with each successive meeting with 
the EUA conference committee, there is 
a further tendency on the part of both 
the agents and the company representa- 
tives to talk more directly from the 
shoulder and the atmosphere of mutual 
understanding grows. I ask you to again 
recognize that this whole proposition of 
conference at the territorial level was 
instituted purely as an experiment. 

“Those of you agents who expect im- 
mediate and positive results, must again 
be reminded that final and controlling 
conclusions are not reached in these 
meetings, as the Eastern Underwriters 
Association is a purely advisory organ- 
ization to the rating bureaus which 
serve their respective jurisdictions. You 
must also remember that up to this 
time, neither your representatives nor 
the company representatives sitting in 
these conferences are experts on either 
rates or forms. The one exception to 
this statement would be A. L. Polly of 
the Hartford Fire Insurance Co., who is 
also the chairman of the rz ating methods 
research committee of the 

“You should know that in many in- 
stances, we find the company conference 


members to be in complete accord with 
our thinking. This applies very defi- 
nitely to some of the subjects mentioned 
in this report, on which company and 
producer thinking is generally consid- 
ered to be widely separated. 

“Until the day comes, when the un- 
derwriting side of this industry is able 
to act quickly in effecting beneficial 
changes, without going through the 
many processes which now restrain it, no 
better method of improving the product 
which we sell can conceivably be ob- 
tained.” 

Doremus Distributes Endorsements 

Mr. Doremus, who followed Mr. 
White, distributed copies of the addition- 
al extended coverage endorsement with 
$50 deductible clause. He said he wished 
to clear up any misconceptions with re- 
spect to this clause which took 10 months 
to formulate. He said the all-risk type 
of coverage is not feasible and this en- 
dorsement was not intended to meet 
specific competition, but was formulated 
to provide broad coverage at the lowest 
possible cost. The endorsement, he said, 
was the result of compromise; there was 
final agreement on principles and_it 
should be borne in mind that there are 
no statistics for a guide and hence there 
must be judgment rates. 

Mr. Doremus said that such an en- 
dorsement was first introduced in the 
South-Eastern Underwriters Association 
in 1936 and that in 1949 extended cov- 
erage endorsement premiums reached 
the quarter of a billion dollar mark. He 
said he had encountered no serious ob- 
jection to it in the east. 


Earthquake a Catastrophe Peril 


In answer to a question from the floor, 
as to insurance against earthquakes, 
Mr. Doremus said they constitute a 
catastrophe peril and the companies can- 
not get reinsurance for such a peril. 

Preston H. Hadley, Bellows Falls, Vt., 
reported on the financial condition of 
the Eastern Agents Conference, William 
W. Hatfield, Bridgeport, spoke briefly 
about the insurance course to be given 
at the University of Connecticut and 
Stanley Cowman, president of the Phila- 
delphia board, told the splendid results 
of company-agency cooperation in that 
city. 

Mr. Cahill was the concluding speaker 
at the opening session. His address is 
reviewed on the first casualty page of 
this issue. 


Walter H. Bennett 
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many local boards and some state groups 
place insurance on municipal or state 
property and receive sizable commissions 
therefrom. He said this new tax will 
apply to such associations and he ad- 
vised each state or local group handling 
such business to examine its individual 
situation and get ready to make a 
Federal tax return by March, 1952. He 
has prepared an analysis of this new 
tax law which is available to all groups. 
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NAIA Directors Oppose 


Unemployment Comp. Laws 


The national board of state directors 
of the National Association of Insur- 
ance Agents on Tuesday unanimously 
approved a statement putting the board 
on record as opposed to compulsory 
disability legislation. The proposal was 
presented by the Far West Conference 
which does not want to see the unem- 
rye compensation disability law 
of California passed in other states be- 
cause of its socialistic contents. In New 
York the non-occupational disability 
law is somewhat similar in coverage 
but the method of premium collection 
differs from the California statute. 


Position on Commissions 


Not Changed on Tuesday 
As the national board of state di- 
rectors of the National Association of 
Insurance Agents was able to complete 
its agenda Tuesday afternoon at an ex- 
ecutive session at the Hotel Statler in 
New York City the Wednesday morn- 
ing session was called off. On Tuesday 
afternoon minority opponents of the 
NAIA action to support a set of prin- 
ciples with reference to commissions 
were given an additional chance to ex- 
press their views but the board did not 
change its position of Monday when it 
voted 40 to 9 in favor of the commis- 
sions committee report and  recom- 
mendations. 
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Illinois Tech. to Offer 
Masters in Safety Eng. 


Illinois Institute of Technology will 
offer a new educational program lead- 
ing to a master of science degree in 
safety engineering, beginning next 
September, it is announced by John 
J. Ahern, director of the department 
of fire protection and safety engineer- 
ing. 

The new graduate program is open 
to all persons with undergraduate de- 
gress in engineering. Those who have 
obtained bachelor’s degrees in fire pro- 
tection and safety engineering at Illi- 
nois Tech ordinarily will be required to 
spend two semesters for the master’s 
degree. Other engineering graduates 
probably will have to spend three 
semesters. 

For more than 35 years Illinois Tech 
(until 1940 Armour Institute of Tech- 
nology) has had the only degree- grant- 
ing fire protection engineering depart- 
ment in the nation. Safety engineering 
was added in 1945. Mr. Ahern said the 
new program is in line with the Insti- 
tute’s program of serving the insurance 
industry by making available courses 
of study required by the industry in 
meeting its obligations to the public. 


Walter L. Race Retires 


Walter L. Race, resident of Water- 
ville, N. Y., for the last 70 years and 
well-known as a partner in the century- 
old Race & Suters Insurance Agency, 
retired recently. His firm will continue 
under the management of W. Henry 
Suters, operating as the W. Henry 
Suters Insurance Agency. 

Mr. Race, who is 87, is a native of 
Sherburne, but has lived in Waterville 
since 1881. In 1892 Mr. Race entered 
insurance, joining an agency operated 
by Samuel W. Goodwin to form the 
firm of Goodwin & Race. When Mr. 
Goodwin’s death in 1917 ended this 
partnership, Mr. Race continued the 
business under his own name. Mr. 
Suters joined him as a partner in 1930 
and the agency has operated since. 


KANSAS FIRE LOSSES RISE 

Kansas fire losses for January con- 
tinued an upward swing, totaling $499,- 
917 from 277 fires reported from 45 
of the 105 counties of the state to the 
State Fire Marshal. January, 1950, losses 
had been $418,870. 1950 losses were up 
some 10% over the previous year total- 
ing $5,550,032 from 2,619 fires. City 
losses totaled $395,447 of the January to- 
tal and Farm losses $104,470. 
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Cowman Issues Invitation 
To Philadelphia in 1953 


Stanley Cowman, president of the In- 
surance Agents and Brokers Association 
of Philadelphia and Suburbs, asked the 
Eastern Agents Conference meeting in 
New York this week to select Philadel- 
phia as its 1953 meeting. He pointed out 
it appears that the 1952 meeting will be 
in Atlantic City and accordingly the 
Philadelphia invitation was for the fol- 
lowing year. 


Luecke, Herndon, Miller 


(Continued from Page 24) 


mission Act and the Clayton Act, which 
go beyond the Sherman Act and take 
in unfair practices other than interfer- 
ing with prices.” 

Turning to the question of proper 
and legal cooperation, Mr. Miller said 
that agents and their companies are 
going to become increasingly interde- 
pendent of each other if the potential- 
ities of new opportunities are to be 
fully realized, and continued: 


Must Supply Technical Information 


“The companies must supply you 
with technical information to make 
you better rounded producers. Some 
of them are going at this quite inten- 
sively, not only devising home study 
courses for you but also conducting 
home office multiple line training 
courses as they apply to various classes 
of risks such as homeowners, mer- 
chants, manufacturers, automobile deal- 
ers, and so on. This is one way the 
companies can co-operate with you. 

“For your part, you can act as re- 
porters for your companies, as their 
eyes and ears, so to speak, in this new 
venture. Mistakes are inevitable and 
there will be trial and error. No one is 
in better position to observe mistakes 
and to offer constructive criticism for 
their correction than you. No one is in 
better position than you to propose 
new and untried methods of doing 
business that appear promising. It is 
right and proper, therefore, that you 
confer with your companies, as occa- 
sion warrants, to the end that you 
achieve your common purpose of sup- 
plying insurance buyers with the types 
of coverage and service they are en- 
titled to, with the greatest efficiency 
and at the least cost. 

“No one could possibly find fault 
with this sort of co-operation among 
men of good will. In fact, it seems to 
be a joint obligation that definitely is 
in the public interest. You have a big 
field in which to operate and a big 
opportunity to fulfill. It can be the 
means of opening up a new era in 
profitable relations between you and 
your companies.” 


Melvin J. Miller Speaks 


President Miller of the NAIA, speak- 
ing at the luncheon session, praised 
the “marvelous job done to date by the 
states in the technical and difficult job 
of insurance regulation.” He also point- 
ed to the fine efforts of agents working 
for strict agency qualification laws in 
all states. 

In addition, Mr. Miller pointed out 
that anti-coercion laws in all states 
“should be another of our goals. We 
see this need by witnessing the fact 
that the Federal Trade Commission had 
to step in to promulgate strict rules 
against coercion of insurance in the 
selling of new and used automobiles.” 

The NAIA president emphasized that 
the agents must continue their efforts 
“if we are to make state regulation 
stick against the little by little encroach- 
ment of the Federal Government.” 

In reiterating his belief that the 
regulation of insurance should remain 
in the states, Mr. Miller emphasized 
that “behind proper state regulation lies 
every safeguard and protection for the 
insuring public, the insurance com- 
panies and the agents. We must be 
eternally vigilant against a continuing 

spread of the trend toward Federal 
intervention.” 
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THESE 26 OUTSTANDING COMPANIES 
FIRE and MARINE COMPANIES 
MERICAN INSURANCE COMPANY 
Established 1873 
e FIDELITY-PHENIX FIRE INS. CO. OF N.Y. 
Established 1817 
@ GLENS FALLS INSURANCE CO. 
Established 1872 

@ THE HOME INSURANCE CO. 

@ THE P' ) _ 
eae ARINE INS. CO. 

@ SPRINGFIELD FIRE AND MARINE INS. CO. 
Established 1824 
Established 1837 

Established 1925 
DELITY & CASU: 
“o FlFstablish d 
@ GLENS FALLS INDEMNITY CO. 
Established 1926 
@ THE HOME INDEMNITY CO. 
Established 1919 
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@ FIRE earn oF PHILADELPHIA 
@ FIREMAN’S Fond SugunAnce co. 
@ CREAT RICAN INSURANCE co. 
e HARTFORD FIRE INSHRANCE co. 
KSENIX INSURANCE CO. (CONN) 
0 FA Na 
e UNITES ATES FIRE INSURANCE co. 
@ WESTCHESTER FIRE INSURANCE CO. 
CASUALTY COMPANIES 
@ BANKERS INDEMNITY INS. CO. 
ore omg mT 
ALTY CO. OF N.Y. 
e FIREMAN'S FUN — co. 
GREAT TRIPRICAN INDEMNITY co. 
e HARTFORD ACCIDEDT INDEMNITY CO. 
o NEW ENGLAND INSURANCE CO. 
@ ST. PAUL-MERCURY INDEMNITY co. 









































YES$- and a 
Skilled One, Too! 


If you represent any one of the 
26 outstanding American capital 
stock insurance companies listed 
here, you already are qualified 
as a skilled, experienced foreign 
insurance specialist! 


Each of these companies is a 
member of American Foreign In- 
surance Association—has full call 
on its global network of claims 
and service facilities—can pro- 
vide sound insurance on risks 
abroad of nearly every kind. 


For your clients with property 
or interests abroad—there is no 
stronger, sounder, more alertly- 
serviced protection than that pro- 
vided through AFIA. And as far 
as you are concerned, AFIA 
makes your job a simple one: 
AFIA quotes a rate—prepares a 
policy in harmony with your 
clients’ needs—delivers it to you 
for presentation. 


For full information on any 
specific risk—write AFIA! 


AMERICAN FOREIGN 
INSURANCE ASSOCIATION 


80 MAIDEN LANE ¢ NEW YORK 38, NEW YORK 


CHICAGO OFFICE... Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
SAN FRANCISCO OFFICE... Mills Building, 220 Bush Street, San Francisco 4, California 


SERVING THE WORLD-WIDE OPERATIONS OF 


ITS MEMBER COMPANIES, AND THEIR ASSUREDS 











TRUCK COMMITTEE REPORTS 





Some Progress Being Made in Effort 
to Secure More Companies to 
Adhere to NAIA Proposals 
The long haul trucking research com- 
mittee of the National Association of 
Insurance Agents reported to the ex- 
ecutive committee in New York this 
week on progress of agents and com- 
panies toward improving truck insur- 
ance results. Walter S. Attridge is 
chairman of the committee. In its re- 

port the committee said: 

“In our last report you were informed 
that a meeting with a small group of 
insurance company executives had ex- 
pressed the opinion that we should 
again contact all companies who had 
shown any interest in our proposals to 
improve the trucking insurance picture, 
and that those companies should be 
invited to meet as a steering committee 
for the purpose of enlisting the support 
of the agency insurance companies. 

“We have followed that suggestion 
and a small committee of insurance 
company executives has been created. 
This committee is presently communi- 
cating with other agency companies for 
the purpose of determining if a suffi- 
cient number of companies will embrace 
our recommendations. In a recent con- 
ference with the chairman of the com- 
pany committee, we have been given to 
understand that we will have a definite 
report by the middle of May. 

“In the course of our discussions and 
conferences with company executives, 
some have expressed the desire to have 
your committee publicize to the NAIA 
membership their names as companies 
who are servicing and writing trucking 
insurance on its merits. We have re- 
frained from doing this until every op- 
portunity was afforded to all agency 
companies who wish to do so to place 
themselves in a position so that they 
could adequately service and write 
trucking insurance. 

“Therefore, if the efforts of the pres- 
ent committee of company executives 
should fail to produce the desired re- 
sults, it is our intention to prepare a 
bulletin or an article for publication in 
the American Agency Bulletin, naming 
all of those companies who are prop- 
erly servicing and writing trucking in- 
surance on its merits. So that there 
shall be no misunderstandings prior to 
that publication, all agency companies 
shall again be contacted and informed 
of our intentions and given an outline 

of the manner in which we intend to 
release this information to our mem- 
bers. With that act, it is the opinion 
of your committee that its assignment 
will be completed and we will then ask 
for our discharge.” 


Fisher Plans Retirement 


From NAIA Activities 


Carleton I. Fisher of Providence, 
R. I., state director of the Rhode 
Island Association of Insurance Agents, 
announces that in September he will 
retire as state director and also from 
active participation in National Asso- 
ciation affairs. He has been very active 
for over 12 years and feels now he 
must give more time to his personal 
business. A leader in many proposals 
brought before National Association 
meetings, opponent of numerous move- 
ments, vigorous defender of state rights, 
he is commended for his ideas and in- 
telligent thinking, both by those who 
agree with him and by those who some- 
times argue against his propositions. 


570 ARE REGISTERED 
Registered attendance at the Eastern 
Agents Conference and NAIA directors’ 
meeting totaled 570 according to Chair- 
man Edwin S. Cowles of the Eastern 
Conference. 


OHIO UNDERWRITERS TO MEET 

The Ohio Fire Underwriters Associa- 
tion will hold its annual meeting June 
12-14 at the Summit Hotel, Uniontown, 
ra. j 
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Chicago Insurance Day 
Attendance Over 900 


EXPERTS ADDRESS PRODUCERS 





Disturbing Growth of Direct Writing 
Business Cited; Marine Sales 
Opportunities Stressed 
There has been a “disturbing growth” 
of direct writing insurance companies, 
which indicates that “not all producers 
have convinced purchasers of insurance 
that their services are worth their cost,” 
according to E. F. Gallagher, fire and 
marine manager of the Standard of De- 
troit group at Chicago. Insurance pro- 
ducers, therefore, he said, must be com- 
petent, informed, thorough, to enable 
insureds to feel secure that their insur- 

ance interests are ably handled. 

Mr. Gallagher addressed the sixth 
annual Chicago Insurance Day, held 
Thursday, April 5, at the Stevens Hotel. 
More than 900 agents, brokers and com- 
pany representatives attended. Three 
simultaneous sessions were held on a 
presentation and discussion basis, in 
accordance with a decision of the Chi- 
cago Board of Underwriters, sponsor 
of the event, to increase the amount 
of educational and instructional mi iterial 
offered. Purpose of the “Day,” estab- 
lished in 1946 by the board, is to bring 
the latest technical insurance develop- 
ments to the attention of producers in 
Chicago and adjacent areas. 

In his address Mr. Gallagher said he 
did not believe the insurance business 
would ever operate without producers. 
He warned, however, that “if ever the 
time comes that the business finds it 
can render service equivalent to that 
rendered by the producers, and at a 
definitely lower cost, then the day of 
the producer is over...” 


Marine Opportunities 


Also addressing the parley, J. S. 
Perry, marine superintendent of the 
Fireman’s Fund, said marine insurance 
fell into two general categories: (a) 
individual or personal accounts, and (b) 
commercial accounts. He urged pro- 
ducers not to ignore the sales oppor- 
tunities in cameras, musical instruments, 
stamp collections and fine arts schedules, 
but cautioned against selling the per- 
sonal property floater without proper 
insurance to value. 

“There is nothing wrong with the 
PPF,” he said, “that insurance to value 
will not cure.” He urged, also, adequate 
producer attention to the commercial 
account field, insisting that the “modern 
businessman ...is willing to pay a 
reasonable fee for complete security of 
his business from any unforeseen loss 
outside of his control.” 

Others addressing the parley in- 
cluded J. F. Boehner, Cook County 
manager of Western Adjustment & 
Inspection Co.; Charles W._ Tighe, 
claim manager, General Accident, and 
Clarance R. Conklin, insurance attorney. 
Mr. Boehner said the average business 
interruption co-insurance penalty was 
30% in the Midwest, indicating inade- 
quate producer attention to the cover- 
age; and a common error found in claim 
adjustments is failure to report values 
properly under reporting forms. He said 
daily efforts to properly insure the cus- 
tomer will act as a beneficial “public 


WUA Head Seeks Closer Association 
Between Regional Staffs and Members 


Closer association between the staffs 
and members of regional insurance bodies 
is essential if the business is to progress 
along proper lines President John P. 
Young, Jr., of the Western Underwriters 
Association declared at the annual meet- 
ing held in St. Augustine, Fla., last week. 

“IT am convinced that closer association 
between the staffs and members of our 
regional bodies is essential if our busi- 
ness is to progress along proper lines. 

“Tt is important that we voice our re- 
solve to advance the standards of this 
association, and so far as it is within our 
power, of our business as a whole.” 


Insurance Costs Decline 


Mr. Young then sketched some of the 
problems facing the business in 1900 and 
outlined the comparative cost of fire in- 
surance: 

“In 1900 the average fire insurance 
rate for the 18 midwestern states was 
$1.39 per $100 of insurance. This is ap- 
proximately two and one-half times the 
prevailing rate. The policy in general 
use in 1900 contained 41% more words 
than our present standard policy.” 

In WUA territory, “premiums for all 
classes written by fire companies in- 
creasd from seventy millions of dollars 
to an amount exceeding a billion dollars” 
from 1900 to 1950. These results were 
achieved “Despite wars, depressions and 





Scranton School Risks 

Doubling of the fire insurance cover- 
age on school properties in Scranton, 
Pa., has been voted by the Scranton 
School Board. 

Boosting the fire insurance coverage 
on 54 school buildings from $8,000,000 to 
$16,000,000—on a gradual basis over a 
five-year period—will mean that the an- 
nual premium payments will be ad- 
vanced from the present $11,000 to $23,- 
000 at the completion of the program. 


NEW CHARLESTON, S. C., AGENCY 

Pinckney-Carter Co. of Charleston, 
S. C., has obtained a charter from the 
Secretary of State to operate a general 
insurance and brokerage agency. Au- 
thorized capital stock is $35,000. Law- 
rence M. Pinckney is president. 


NFPA MEMBERSHIP 13,260 
The National Fire Protection Associa- 
tion on March 1 had 13,260 members, the 
largest total in the history of the asso- 
ciation. 


specific internal situations as harassing 
as pny we face today. 

“Our task continues to be the same 
as that of any other business; to im- 
prove our product and to deliver it more 
efficiently at the lowest price consistent 
with the highest quality.” 

Public Relations Report 

Continuing progress in public relations 
is reported with the support by the field 
forces the highest yet attained, the 
WUA public relations committee stated. 
Seven of the sixteen field clubs now cir- 
culate monthly or bi-monthly publica- 
tions. 

Many other branches are lending close 
cooperation. Special mention is given 
the company-owned adjusting companies 
for their internal program wherein the 
necessity for good public relations is 
constantly impressed on the adjuster. 
Relations with the agents’ state associa- 
tions are prospering throughout the ter- 
ritory. 

Michigan is playing a leading role in 
the agency educational field through the 
facilities of Michigan State College. The 
National Board’s bi-monthly publication 
“Facts For Employe Information” is 
complimented for its public relations 
value. 

All Officers Reelected 

President Young of the Western Un- 
derwriters Association and all other 
officers were reelected at the annual 
meeting. He js vice president of the 
American of Newark. Other officers 
are as follows: 

Vice presidents, M. E. Peterson, resi- 
dent vice president, Springfield Fire & 
Marine, and Leonard Peterson, vice 
president, Home Insurance Co. Edward 
H. Born is manager. The fall meeting 
will be held at White Sulphur Springs 
on September 18 - 19, 


NAMED TO NAIC COMMITTEES 

President W. Ellery Allyn of the 
National Association of Insurance 
Commissioners has appointed Commis- 
sioners Alexander H. Miller of Ver- 
mont, William R. Murphy of Delaware 
and Ford S. Taft of Wyoming to com- 
mittees of the NAIC. Their appoint- 
ments are as follows: Mr. Miller, casu- 
alty and surety, fire prevention and 
safety, fraternal committees; Mr. 
Murphy, fire prevention and _ safety, 
social security, taxation and real estate 
committees; Mr. Taft, fraternal, taxa- 
tion and real estate and unauthorized 
insurance committees. 





relations” tool in the settlement of a 
claim. : 

J. Edward Day, Illinois Insurance 
Director, spoke informally at the ban- 
quet, which was presided over by J. 
Edgar Stoffels, president of the board. 
Max Robert Schrayer, vice president of 
Associated Agencies, Inc., was chair- 
man of the Day committee, and pre- 
sided at one of the three sessions. Other 
presiding officials were George W. Blos- 
som, 3rd, of Fred S. James & Co.; 
Roderick B. McNamee, vice president 
of Anchor Agency, Inc.; Louis B. Cain, 
Jr., secretary, the Rockwood Co., and 
Robert B. Ayers, an agent of Aetna 
Casualty & Surety Co. 
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Providence Washington 


Backs News for Schools 


The initial distribution of a regular 
monthly newsreel for school children 
was begun last week when Dr. Michael 
F. Walsh, Rhode Island state director 
of education, announced availability to 
all schools of a new 25 minute feature 
film, “The News Magazine of the 
Screen.” 

The first edition of the newsreel in 
Rhode Island, which’ was flown to the 
State Airport from the Warner-Pathe 
Studios in Hollywood, was presented to 
Dr. Walsh who accepted the print on 
behalf of the school children of the 
state. Presentation ceremonies took 
place in the office of Stephen W. Carey, 
3rd, president of the Providence Wash- 
ington Insurance Co., which is making 
the film available to all schools through- 
out the state. 

Mr. Carey, whose company has made 
the film av ailable, said that it had come 
to the attention of the executives of 
the Providence Washington that there 
was a lack of current news coverage in 
the State Audio-Visual Program. “I 
feel that the Warner-Pathe News Maga- 
zine of the Screen will remedy that 
void. The preparation and content of 
these films have been carefully planned 
to appeal to youth.” 


WM. J. ROBINSON ADVANCED 

William J. Robinson has been elected 
treasurer succeeding B. Carpenter, 
retired, of Johnson & Higgins of Penn- 
sylvania and Curtin & Brockie it is an- 
nounced by Earle E. Baruch, president 
of both corporations at Philadelphia. 
Other officers and directors of both cor- 
porations were reelected. 


@ Does basic Automobile Liability 
Insurance cover a policyholder’s 
minor child who drives a friend’s 
car? 


@ Does Automobile Medical Pay- 
ments Insurance on a parent’s 
car cover a minor child when 
the latter is using someone 
else’s car? 


@ What adjustment must be made 
in the basic Automobile Lia- 
bility policy covering the 
parent’s car to make coverage 
available for a minor child 
while operating some other car? 


Producers who know the answers 
to these questions can avoid much 
difficulty due to unprotected losses. 
An informative discussion of 
‘‘Drive-Other-Car Insurance for 
Minor Children’’ appears currently 
in The Hartford Agent. For a 
FREE copy write: 


HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT AND 
INDEMNITY COMPANY 
Hartford 15, Connecticut 
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EXCESS OF LOSS CHANGE 


Massachusetts Suspends Filing Require- 
ments; Issues Rules Governing This 
Form of Coverage 

The Massachusetts Insurance Depart- 
ment has suspended requirements for 
filings for excess of loss coverage and 
has issued a new set of rules. Com- 
missioner Dennis E. Sullivan has noti- 
fied the New England Fire Insurance 
Rating Association that as there is in- 
adequate data for establishing scientific 
rates it is useless to require filings. New 
excess of loss insurance will be gov- 
erned by the following: 

“(a) There must be a retention by the in- 
sured as to each loss occurrence in an amount 
not less than the maximum loss reasonably to 
be expected during the currency of the policy 
after giving consideration to the loss history, 
construction, occupancy and protection of the 
properties involved; and 

“(b) The retention as to each loss occurrence 
must, in any case, be a minimum of $100,000; 
and 

“(c) The insured must warrant that the re- 
tention shall not be covered by any policy of 
insurance; and 

he coverage must relate to special 
situations as to which statistical justification for 
the rate is not reasonably obtainable; and 

“(e) The rate must be obtained from special 
analysis of the particular situation and not 
from application of a regular scale of rates. 

No Other Suspensions 

“The agreement evidencing the coverage may 
be drawn in each instance to meet the require- 
ments of the situation in the form prescribed 
by Section 99, Chapter 175, Massachusetts Gen- 
eral Laws, and a copy of each agreement pur- 
porting to meet the requirements of this regu- 
lation, together with a brief analysis of the 
account, shall be filed with the Department 
within 15 days after it has been issued. 

“It is to be noted that the suspension or 
modification of filing requirements does not 
suspend any of the other provisions of the 
rate regulatory laws. 

“All companies shall keep separate records 
of excess of loss business and the figures relat- 
ing thereto shall be recorded and_ reported 
separately. 

“This regulation shall be effective for one 
year from April 2, 1951.” 


Harris Special Agent in 
N. J. for Agricultural 


Allen H. Harris has been appointed 
special agent in New Jersey for the 
Agricultural and Empire State Insur- 
ance Companies of Watertown, N. Y. 
He will assist Alfred F. Turton, mana- 
ger of the Newark service office with 
headquarters at 18 Beaver Street. 

Mr. Harris joined the Agricultural 
Group in 1933 and served as a map 
clerk and examiner until he went on 
active duty with the Navy where he was 
in PT boat service in both the Pacific 
and European Theaters. He left the 
Navy with the rank of lieutenant com- 
mander. Returning to the Agricultural 
in 1946 he resumed his original work 
but was soon transferred to the valua- 
tion department from which position he 
goes to New Jersey. 


Mass. Rate Cut May Be 
plied to All Policies 


The New England Fire Insurance Rat- 
ing Association announces that rate re- 
ductions resulting from the March 12 
changes of rates in Massachusetts may 
be applied by endorsement to existing 
fire policies. Insureds will be charged 
short rate for the earned portion of the 
policy term and the return premium will 
be the difference between the short 
rate return premium and the pro rata 
premium for the balance of the term 
at the reduced rates. 


Appleton & Cox Changes 
In Ohio Territory 


Frederick M. Kafer, who has been as- 
sistant manager of the Chicago office of 
Appleton & Cox, Inc., has been pro- 
moted to manager of the Cleveland 
branch office and will have under his 
supervision the affairs of the corpora- 
tion in Ohio. 

William H. Gerken, who has been spe- 
cial agent in the Ohio territory, has 
been ——a to state agent for Ohio. 

Mr. Kafer will replace John W. Bow- 
den, former manager, who died in Febru- 
ary after having been in the employ of 
Appleton & Cox, Inc., for 27 years. 








American International 
Represents Birmingham 


The American International Marine 
Agency now represents the Birmingham 
Fire of Pennsylvania for marine insur- 
ance, announces AIMA President Fred 
Maccabe. Other companies for which 
AIMA is marine manager include New 
Hampshire Fire, Netherlands, Granite 

State Fire and Central Trust of China. 

With head office at 102 Maiden Lane, 
New York, AIMA has branch offices 
in Washington, Chicago, San Francisco, 
Los Angeles and Seattle. 


N. C. Fire Fund Would 


Buy Excess Insurance 

Under the terms of a measure ap- 
proved by the North Carolina Senate 
Insurance Committee, Insurance Com- 
missioner Waldo Cheek would be au- 
thorized to use part of the State Prop- 
erty Fire Insurance Fund to purchase 
insurance protection against excessive 
losses. 

A committee spokesman explained 
that the bill would give Cheek permis- 
sion to buy insurance against losses 
exceeding $50,000. Cheek has estimated 
that such insurance would cost approx- 
imately $100,000 a year, the exact 
amount which the Joint Appropriations 
Committee increased the annual con- 
tribution to the fire fund. 


VA. RATE HEARING MAY 9 

Announcement is made that the Vir- 
ginia State Corporation Commission has 
postponed until May 9 a hearing to con- 
sider higher insurance’ rates for 
churches, motion picture theaters and 
other types of buildings. The hearing 
was to have been held April 9. The Vir- 
ginia Insurance Rating Bureau has peti- 
tioned for boosts of about 25%. The in- 
creases sought would also apply to pea- 
nut factories, tobacco warehouses and 
fertilizer plants. 











Laboratories’ New List of 
Fire Protection Materials 


Underwriters’ 
issued a new 225-page “List of Inspected 
Protection Equipment 
This list includes all listings up 
1951, and replaces all simi- 
ar lists and supplements of earlier dates. 
Thousands of items are included in this 


Fire 
terials.” 
to January 1, 


list. 
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Get your share of the big ones with 
SPRINGFIELD GROUP SERVICE 








THE SPRINGFIELD GROUP 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY SPRINGFIELD, MASS. 


NEW ENGLAND INSURANCE COMPANY 


MICHIGAN FIRE AND MARINE INSURANCE COMPANY 


OF FIRE INSURANCE COMPANIES 





SPRINGFIELD, MASS. 


- DETROIT, MICH. 














London Assurance 


99 JOHN STREET - NEW YORK 7, N.Y. 


Excelsior Directors and 


Agents to Meet April 20 

President Forrest H. Witmeyer of 
the Excelsior of Syracuse announces 
that members of the Excelsior agents’ 
advisory council and agent directors 
from the New England states will hold 
a conference at the Publick House in 
Sturbridge, Mass., on Friday, April 20. 
Connecticut councilors attending the 
meeting will be Henry C. Dowding of 
Rickville; David A. North of New Haven 
and James Lanouette of Wallingford 
Massachusetts councilors will be Paul T. 
Carroll of Barre; George D. Mirick of 
Shelburne Falls; Alvin R. Reid of South 
Hanson and grenton E. Tyler of 
Waltham. Rhode Island councilors will 
be Roy W. Pierce of Providence and 
Howard F. Wheelock of Apponaug. 
Also attending the conference will be 
Excelsior agent-directors William J. 
3urton of Woodbury, Conn.; W. 
Wintter of Bridgeport, Conn.; and E dgar 

Wells of Groton, Mass. Also present 
will be Everett R. Ryder, special agent 
for the New England territory; Donald 
P. Littlefield, assistant secretary and 
superintendent of agencies; President 
Witmeyer and Agent- Director Alfred C. 
Sinn of Clifton, N. J., chairman of the 
Excelsior planning committee 


Big Bill 
(Continued from Page 21) 


and universities throughout the United 
States and Canada. So keen was the 
interest that 300 university women and 
their guests attended including voca- 
tional and guidance counsellors of lead- 
ing colleges and universities for women. 

Dr. Benjamin Fletcher Wright, re- 
cently elected president of Smith Col- 
lege who formerly was at Harvard and 
was one of the editors of the famous 
“Harvard Report” on education, acted 
as chairman and moderator. Speakers 
included Professor Roscoe Ellard, grad- 
uate school of journalism, Columbia 
University; Bernice Fitzgibbon, adver- 
tising director of Gimbels, New York; 
Judge Dorothy Kenyon, United States 
Delegate to the United Nations Commis- 
sion on the Status of Women; Charles 
Nagel, director of the Brooklyn "Museum, 
and Col. Ruth Cheney Streeter, direc- 
tor of the Marine Corps Women’s Re- 
serve. 

Caroline F. Lexow and Alberta M. 
Welch, both active in_the affairs of the 
Women’s University Club, served as co- 
chairmen with Dr. Wright. 


R. I. BOSWELL NAMED TO POST 

Robert I. Boswell of Boswell & Curtis, 
Richmond, Va. agency, has been named 
by Mayor Parker of that city to his 
price stabilization advisory committee 
Mr. Boswell will represent the public at 
large. 
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JOINS NUBEL AGENCY, INC. 


Robert A. Mildenberger Heads Its In- 
land and Ocean Marine Department; 
His Background 
Robert A. Mildenberger joined the 
Nubel Agency, Inc., 111 John Street, 
New York, on April 19 as manager of 
its inland and ocean marine department. 
Mr. Mildenberger was formerly with 
Midtown Underwriters, Inc., in charge 
of its inland marine department. Prior 
to that he was with the Royal-Liverpool 
Group for 12 years as an inland marine 

underwriter in the New York office. 

In preparation for his insurance career 
Mr. Mildenberger attended New York 
University and then took courses of the 
Insurance Institute of America for two 
and one-half years. He served as an 
infantry first lieutenant in World War 


II with combat duty in France and 
Germany. He received the Purple Heart 
decoration. 


Joint Marine Operations 


Of Five Insurers to End 


Joint marine operations of the New 
Zealand, Boston, Old Colony, Great 
American and Connecticut Fire will be 
discontinued on June 30. William M. 
Houston, United States manager of the 


New Zealand, announced that John 
Hozack has resigned as U. S. Marine 
manager of the New Zealand, Pacific 


Coast manager of the Boston and Old 
Colony and ocean marine general 
agent for the Great American and 
Connecticut. 

The New Zealand is establishing its 
managed 


own independent company 
marine department on July 1 undei 
the supervision of Julian S. Havis as 


marine superintendent. He will be as- 
sisted by Leslie J. Haefner, Jr., as 
marine underwriting supervisor. The 
Boston, Old Colony and Great Amer- 
ican have not announced their plans. 


McDevitt & Sons Open 
Branch at Portland, Me. 


McDevitt & Sons of 100 
Milk Street, Boston, insurance adjust- 
ers, announce opening of a branch of- 
fice as of April 2, at 477 Congress Street, 
Portland, Me. This office will be under 
the manz agement of John A. Buckley, a 
native of that city. 

Mr. Buckley is a graduate of Brown 
University and a veteran of World War 


James J. 


II. He has had years of experience in 
handling all types of losses. Before the 
war he was with the Employers Liabil- 


ity where he had been advanced to 
supervisor of claims of the Bangor, Me., 
office. He held that position until July 
1, 1949, when he joined the Providence 
Washington as head of the loss depart- 
ment in the Boston service office. 


Fire Association Field 


Changes in Wisconsin 

The Wisconsin field (including the 
eastern half of the Upper Peninsula of 
Michigan) of the Fire Association and 


Reliance Insurance Company is being 
divided. State Agent Peter J. Raffin 
will devote his full efforts to the east- 


ern and southern portion. 

Richard J. Buck, special agent, will 
assume supervision of the western and 
northern portions of Wisconsin and the 
Upper Peninsula of Michigan. He will 
make headquarters at 300 First Ameri- 
can State Bank Building, Warsaw, Wis. 
Mr. Buck, a member of an insurance 
family, goes to Wisconsin after field 
experience in New York and Pennsyl- 
vania with another company. 


Meserole New President of 


Automobile Claims Assn. 
Edward D. Meserole, New York Un- 
derwriters Insurance Co. was _ elected 
president of the Automobile Claims As- 
sociation of New York at the annual 
meeting held at Miller’s Restaurant on 
Fulton Street last week. He succeeds 
Howard M. Taylor, Agricultural. For the 
last year Mr. Meserole has served as 
vice president. 

Other officers elected are as follows: 
vice president, James W. Sherwood, 
London Assurance; treasurer, C. ] 
Ryan, Great American, and secretary, 
Clifford Gundersen, Home Insurance Co. 
Kenneth R. Buckton, Globe & Rutgers 
Fire, was elected a director. 

It was announced that for the annual 
dinner at the Downtown Athletic Club 
on Friday evening, May 4, the number 
of tickets to be sold will be restricted 
to a maximum of about 250. They are 
priced at $8 each and Mr. Sherwood, 
who was treasurer, has been handling 
orders for tickets. 





Luginbuhl Inland Marine 
Supt. at Atlanta, Ga. 


The North British Group announces 
appointment of Werner Luginbuhl as 
superintendent of its inland marine and 
special lines department at Atlanta, Ga. 
He will assist the agents of the grcup 
in Southern states in the production 
of business. He will make his head- 
quarters with State Agent C. M. Glad- 
son in the Haas-Howell Building, and 
replaces H. Dickerson, recently 
called into military service. 

Mr. Luginbuhl has had long experience 
in all phases of the inland marine busi- 
ness, extending over a period of 20 
years. At one time he organized and 
for many years managed the inland 
marine department of another group of 
companies. He returns to Atlanta in 
which city he was located some time ago. 





MARINE CLAIMS MANAGER 


Heavy experienced marine claims man, age 34, college education, desires position 
with underwriter who requires top man to manage marine claim division. 
cargo, subrogation and inland marine background. Prefer home office in New 
York area, however, will consider relocating. Presently situated in managing 
capacity. Box 2010, The Eastern Underwriter, 41 Maiden Lane, New York 38, N. Y. 
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SILAS R. FRANZ CO. 


INLAND MARINE REPORTS, SURVEYS and 
PERSONAL PROPERTY APPRAISALS 
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William J. Galvin Dies; 
America Fore Auto Supt. 

William J. Galvin, 51, superintendent 
of the metropolitan automobile depart- 
America Fore Insurance 
Group, died Thursday evening, April 12, 
at Mary Immaculate Hospital, Jamaica, 
L. I. following an operation for which 
he had been hospitalized a week ago. 

With the America Fore Group 36 
years Mr. Galvin started as an office 
boy and successively held various posts 
in underwriting. In 1935 he was assigned 
to the automobile department of the 
metropolitan office and became super- 
intendent several years ago. 

Mr. Galvin resided at 4015 97th Street, 
Jackson Heights, and is survived by his 
widow, Marie; two sons. a daughter, 
his mother and one brother. 


ment of the 





ENTERS THREE MORE STATES 

Leslie Miller, executive vice president 
of the Louisville Fire and Marine, an- 
nounced this week the Louisville’s read- 
mittance to North Carolina as well as re- 
ceipt of licenses from states of Wash- 
ington and Oregon. The Louisville is 
now admitted to every state in the South 
as well as most of the Middle West and 
Rocky Mountain States. 








sound underwriting. 


Chicago 
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"THE ATLANTIC STORY" 


Our story began in 1842 with the chartering of the Atlantic Mutual. The 
Centennial, a wholly owned stock company, was organized 100 years later. 
Today the story of the Atlantic Companies is briefly this: 


* Two financially strong companies, operating in the fire, marine 
and casualty fields under one management, offering producers 
the choice of participating or non-participating contracts. 


goes back over a hundred years. 


* A progressive and flexible attitude toward new developments 
to provide better insurance for the public, combined with 


% The conviction that the public is best served through the com- 
Pp g 
petent independent agent or broker, and the practice of tell- 
ing the public about that conviction. 


We shall be glad to send you “The Atlantic Story”, an illustrated booklet 
filling in the above outline and containing a historical sketch and other use- 
ful information. Simply write or telephone any of our offices. 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL - 
Home Office: 49 Wall Street, New York 5 


Cincinnati 
Newark - New Haven + Oakland -« Philadelphia 
+ St. Louis - 
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CENTENNIAL 


Cleveland Dallas + Detroit 


San Francisco « Seattle - Syracuse 











COTT’S 30TH ANNIVERSARY 





Prominent New York Jeweler Who Re- 
places and Repairs Gems for Many 
Insurance Companies 
Important adjuncts to the inland ma- 
rine and casualty insurance fields are the 
highly trained specialists in the jewelry 
business who replace lost diamonds, 
other precious and semi-precious stones, 
and who repair damaged jewelry. These 
men are not directly in the insurance 
business but over the years they handle 
millions of dollars in jewelry utilized 

in the settlement of claims. 

One of the leading specialists in New 
York City, now celebrating his 30th 
anniversary in the jewelry replacement 
business, is Harris Cott, who has offices 
with M. Levy & Co., Inc., at 134 Fulton 
Street. Mr. Cott deals with many of the 
largest insurance groups, and his entire 
time is devoted to replacing and repair- 
ing jewelry and also making appraisals 
for insurance companies. Not only does 
he handle direct business for his clients, 
but he is citen called in consultation 
as to valuations in cases of disputes be- 
tween parties involved in insurance 
claims. 

The services of Mr. Cott, and others 
in the field, are valuable because not 
only is he able to replace lost stones 
expertly and to the satisfaction of as- 
sureds but the insurance companies save 
money. They would have considerable 
difficulty getting articles at similar prices 
in the regular retail channels. 

Mr. Cott started in the jewelry busi- 
ness in 1919 in New York City, follow- 
ing in the footsteps of his father. Then 
in 1921 he started to devote himself ex- 
clusively to his present line of business. 
He is married and has a son, Theodore, 
who was graduated from Indiana Univer- 
sity in 1949 and who is now in adver- 
tising and business administration. 

While Mr. Cott’s business calls gen- 
erally for replacement of or repairs to 
diamonds, insurance companies also have 
calls for pearls, sapphires, rubbies and 
emeralds, among the precious stones. He 
likewise has to be able to replace many 
semi-precious and synthetic stones. 


Home Promotes Beahrs at 


San Francisco Office 


The Home Insurance Co. has an- 
nounced appointment of John V. Beahrs 
as assistant marine manager of its San 
Francisco office. Mr. Beahrs, a gradu- 
ate of the University of California 
School of Business Administration, be- 
gan his insurance career in 1935 in the 
marine department of Marsh & Mc- 
Lennan at San Francisco. After serving 
with the Pacific Marine Insurance 
Agency, and later with the United States 
Navy in the South Pacific, Mr. Beahrs 
joined the marine department of the 
Home in Los Angeles in February, 1946. 
In January, 1947, he was transferred to 
the San Francisco office of the com- 
pany. 

Mr. Beahrs will continue to serve un- 
der the supervision of Marine Manager 
A. Martinez, Jr. 
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Defense Projects Rating Plan Approved 


Provides Retrospective Rating Basis for Writing Comp., Auto- 
mobile, General Liability on Defense Risks; Also 
Insurance Service Agreement 


After many weeks of consultation and 
study a national defense projects rating 
plan for providing workmen’s compen- 
sation, automobile and general liability 
insurance on a combined basis to gov- 
ernment contractors at the lowest cost 
has been approved by the Munitions 
Board of the Defense Department at 
Washington, D. 

According to Thomas L. Kane, di- 
rector of insurance of the Department 
of Defense, the plan, which requires 
insurance carriers to provide coverage 
on a cost reimbursement or retrospec- 
tive rating basis, is substantially the 
same as the comprehensive rating plan 
for national defense projects used dur- 
ing World War II. 

Under the plan, the insurance pre- 
mium can never be greater than the 
insurance company’s incurred losses 
plus the minimum company expense and 
tax allowances available under usual 
retrospective rating procedure. 

Since the Government will secure uni- 
formly on all risks the low cost features 
of the plan, the letting of insurance by 
bid will be unnecessary on contracts 
falling under the plan. 


Kane Expresses Appreciation 


Mr. Kane expressed thanks for the 
help and advice of the insurance admin- 
istration in the military departments 
who will administer their respective 
contracts under the new plan. He also 
expressed appreciation to the represen- 
tatives of the insurance industry for 
their cooperation and to the board of 
insurance advisors which was appointed 
by the Secretary of Defense. Members 
of the board are as follows: W. Ellery 
Allyn, Insurance Commissioner of Con- 
necticut; Ralph H. Blanchard, Colum- 
bia University, New York; Clayton G. 

Hale, Hale & Hale, Inc., Cleveland, 
Ohio; Reese F. Hill, vice president, 
Crum & Forster, New York, and Wil- 
liam F. Lund, insurance’ consultant, 
Pittsburgh. 

The plan will be applied to opera- 
tions where the contract with the Gov- 
ernment provides that the Government 
reimburse the contractor for the cost 
of insurance and also to some price 
redetermination type contracts, as was 
the case during World War II. 

Mr. Kane pointed out that changes in 
the World War II plan had been worked 
out by the Department of Defense after 
hearing from insurance industry repre- 
sentatives. The changes are based on 
experience gained in handling such in- 
surance under the earlier plan, the sub- 
stantial decline in workmen’s compen- 
sation rate levels since 1940 and the 
changed state rate regulatory situation 
since the war in respect to the liability 
lines. 

The plan provides, as it did in World 
War II, for the retaining of insurance 
advisors by each contractor under his 
contract with the Government. The ad- 
visors will be remunerated separately 
and, thus, the insurance under the na- 
tional defense projects rating plan will 
be ex-commission. 


Maximum Premium Percentage 
Changed 


Maximum premium and fixed charge 
percentages have been graduated down- 
ward from 165% and 14.1% respectively, 
for a $10,000 risk to 100% and 81% for 


a risk of $700,000 and over. During 
World War II, the maximum premium 
percentage was at a level 90% of stand- 
ard premium, but a revaluation of risks 
written under the old plan on today’s 
compensation and liability rate levels in- 
dicated that insurance carriers would 
have suffered substantial underwriting 
loss on the basis of the old maximum. 
The maximum percentages selected are 
from retrospective rating Plan C. Mr. 
Kane pointed out that in no event would 
the maximum premium be paid unless 
the individual project involved devel- 
oped a much worse than average loss 
experience. 

The fixed charge percentages provide 
for fixed expenses, for losses in excess 
of the maximum and for profit and con- 
tingencies. The latter provision is a 
change from the World War II plan to 


(Continued on Page 39) 


Cahill Says Automobile 
Liability Has Gone Sour 


PREDICTS RATE INCREASES 


Forewarns Producers the Day of Rate 
Reductions Is Past; Seeks Coopera- 
tion to Obtain Adequate Rates 


Declaring that automobile liability in- 
surance has gone “sour” and results are 
extremely adverse for general liability 
insurance for coverages written on a 
fixed exposure basis, J. M. Cahill, secre- 
tary, National Bureau of Casualty Un- 
derwriters, addressed the Eastern Agents 
Conference in New York April 16. 

He warned the producers that the days 
of rate reductions have in large measure 
come to an end and that they should 
prepare themselves for higher rates for 
many kinds of insurance. 

The main portion of his talk was con- 
cerned with developments in_ policy 
forms which should prove beneficial to 
agents and clients. He mentioned a num- 
ber of manual revisions made within the 
recent past, which were designed to 
broaden policies, clarify language and in 
general provide a better product for the 
insurance market. His subject was “Re- 
cent Developments in Policy Coverage.” 
With respect to the unfavorable experi- 
ience in some lines and what is to be 
anticipated as to its effect on rates, Mr. 
Cahill said: 

Automobile Liability Goes Sour 

“The major premium producing line of 
automobile liability insurance has gone 
sour, and badly so in the last six months. 
Results are also extremely adverse for 
general liability insurance for coverages 
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written on a fixed exposure base such 
as area and frontage. 

The main cause is inflation, of course, 
both the current addition to the spiral, 
and the delayed effect of all of the in- 
flation that occurred during and since 
the war. The public, lawyers, judges and 
juries are now showing without question 
that they know that there has been 
about a 50% loss in purchasing power 
in the = compared with before 
World War 

“Average aid claim costs for liability 
insurance have risen steadily and may be 
expected to continue to increase. 


Claim Frequency Rises 

“Until a year ago, claim ‘frequencies 
fortunately had shown no tendency to 
increase. But that has now happened, 
and the combination of more than a 5% 
rise in claim frequency countrywide with 
a steady upward trend in average claim 
costs has made automobile liability un- 
derwriting results decidedly unfavorable 
The picture is even worse in New York 
State. 

“Current loss ratios are running s« 
high that we are in the process of devel- 
oping rate revision filings countrywide 
which will include the effect of appropri- 
ate trend factors by state to bring the 
rate levels nearer into line with current 
experience indications. We know that 
rate increases aren’t popular with in- 
sureds, or frequently with agents who 
are alrez udy beset with tough competition 
from participating companies. However, 
in this instance we are confident that 
you and your insureds will realize the 
necessity of rate increases to produce 
adequate rates. The entire public knows 
that the dollar isn’t worth what it used 
to be and actually expects most prices 
to rise. 

“We ask for your understanding co- 
operation in obtz — and applying ade- 
quate rates. The alternative of adequate 
rate levels would inevitably be (1) a 
drying up of the insurance market for 
automobile liability insurance. Ci ompa- 
nies will not long freely write a kind 
of insurance that is virtually certain to 
produce an underwriting loss. 


Could Produce Difficulty 


“(2) Financial insolvency on the part 
of some companies. Steady underwriting 
losses on a major line coupled with th. 
adverse effect of inflation on operating 
costs, etc. could conceivably produce dif 
ficulty for more than one company 
Those of us who went through 1929-1933 
want no repetition of company insolven- 
cies on a major scale. It would be bad 
for all. 

“Therefore, be prepared for and sell 
the higher rates for many kinds of insur- 
ance which will shortly have to be put 
into effect in most states. Although your 
competitive problems may be enhanced, 
I am sure that you know from your 
own experience and records that higher 
rates are justified. And they will have 
the very beneficial effect of producing 
more commission dollars for you to he!p 
meet the rise in operating costs that you 
too have experienced in running your 
office. 

“Thus, be forewarned that the days of 
rate reductions have in large measure 
come to an end. Higher rates are in the 
offing, and the filings of the companies 
should be sup »ported in order to have 
adequate rates which are the only guran- 
tee against insolvencies.” 


C. & S. Association Sets 
May 8 for Annual Meeting 


The 23rd annual meeting of the Asso- 
ciation of Casualty & Surety Companies 
will be held on May 8 at the Waldorf- 
Astoria Hotel, New York City, it is 
announced by J. Dewey Dorsett, gen 
eral manager of the association. 

The election of officers and executive 
committee members will be held. State- 
ments will be delivered by Joseph F 
Matthai, president of the association; 
by Mr. Dorsett, and by Ray Murphy, 
general counsel. The business meeting 
will be followed by a reception and 
luncheon. 
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W. F. Brooks, M. L. Lane 
Talk at Brokers’ Meet 


SPONSORED BY N.Y. ASSOCIATION 





President Pohs Introduces Guest Speak- 
ers; Arje Sets Paid Membership at 
511; A. & H. Ins. Sales Keynote 





The first meeting of the Greater New 
York Insurance Brokers’ Association, 
Inc. was held Tuesday evening, April 17, 


at the Engineering Auditorium, 29 West 
Thirty-ninth Street, New York, with 
over 350 people on hand. Herbert J. 


Pohs, president of the association, served 
as chairman and introduced the two 
cuest speakers—Walter F. Brooks, Dep- 
uty Superintendent of Insurance, New 
York Department, and Mervin L. Lane, 
insurance broker and author, who is on 


the board of directors of the organi- 
zation 
Deputy Superintendent Brooks pre- 


sented the results of a recent study by 
the New York Insurance Department of 
the licensed insurance brokers of this 
state. He pointed to a total of 22,597 
individuals or organizations of which 
17,642 or 78% are located in New York 
City while the remaining 4,955 or 22% 
are located in upstate communities. Mr. 
Brooks said that 26,068 persons are now 
actively engaged as insurance brokers, 
either as individuals or as sub-licensees 
of partnerships or corporations. In addi- 
tion there are 2,142 non-residents li- 
censed as brokers in New York of which 
56% are residents of ‘New Jersey. 

“During the past year,” the speaker 
said, “a total of 2,515 or 76% of the 
applicants for brokers’ licenses have 
passed the st ite’s six hour written exam- 
ination. However, the over- all increase 
in the number of brokers licensed in the 
state has been only 136 in the past year 
due to deaths, non-renewals, etc.” 


20,133 Licensed in Their Own Names 


Giving further statistics, Mr. Brooks 
said that 20,133 brokers are licensed in 
their own names, and 1,663 or 6.7% oper- 
ate under trade names. A total of 1,025 
or 4.1% operate as partnerships, while 
1,918 or 7.8% operate as corporations. 
“These partnerships or corporations have 
4,262 active members or officers, or an 
average of 1.4 per partnership or corpo- 
ration,” explained the speaker. ‘Currently 
2,050 women are licensed brokers. 

Mr. Brooks also pointed out that the 
average age of the state’s licensed 
brokers is 47. Over 50% of them are 
between the ages of 36 to 55, and the 
age range is from 21 to 95 with at 
least one individual licensed at every 
age. 


Qualification Law Has Raised Standard 


Before closing Mr. Brooks said that 
the state’s qualifications law, which be- 
came effective July 1, 1928 and which re- 
quires applicants for brokers’ licenses to 
pass written examinations, has brought 
about higher professional standards for 
brokers. The Department’s records show 
that 71.4% of the licensed brokers have 
passed its written examinations. The 
balance of the brokers, the speaker said, 
have never passed a written examination 
but have qualified under the so-called 
“grandiather’s clause” by having been li- 
censed prior to July 1, 1928. Approxi- 
mately 6% have qualified by taking the 
general agents’ examination which Mr. 

3rooks explained, is considered compar- 
able to the insurance brokers’ examina- 
tion. After a year’s experience as a li- 
censed agent in one of the major lines, 
these brokers can then obtain their 
brokers’ licenses. 

Mervin Lane gave the brokers the 
benefit of his wide experience on “Prac- 
tical Approaches to Accident and Sick- 


ness Insurance Sales.” Adept at putting 
ideas to work, Mr. Lane stated that the 
older the idea the less likely agents are 
to make use of it. He illustrated this 
point by a story told by the late Court- 
ney Barber, ‘general agent of the 
Equitable Society in Chicago. 

According to Mr. Barber, one of his 
newer recruits, who had completed his 
training course in the agency, told him 
he had devised a plan which would feed 
him prospects every day for the rest 
of his days as an agent. Naturally Mr. 
Barber was interested. However, when 
he asked to be let in on the idea, the 
agent balked. When the general agent: 
promised he would hold the idea in 
strictest confidence, the agent announced 
he was going to interview the parents 
of every child whose birth notice ap- 
peared in the morning papers daily. 

In the wisdom that comes from years 
of experience, Mr. Barber did not tell 
his agent that his idea was just about 
the oldest in the business. On the con- 
trary, a patted him on the back and 
said: “Great idea. Let’s see it in action.” 
It was only years later, after the agent 
had become one of the agency’s leading 
producers, that Mr. Barber told him the 
idea was not at all original. 

Using illustrative stories of this nature, 


Mr. Lane described other A. & H. sales 
approaches which he and other brokers 
have used successfully to sell business. 
One of the most important of these, in 
his opinion, is the telephone. The 
speaker said that it permits him to do 
everything for prospects that he could 
do in a personal visit, except to make 
use of visual sales material. This disad- 
vantage is outweighed by convenience to 
both himself and his prospect as the tele- 
phone is a time-saver and provides im- 
mediate, uninterrupted entry into the 
prospect’s presence,” he added. How- 
ever, Mr. Lane warned that without a 
carefully learned telephone technique, 
satisfactory results probably would not 
be obtained. 


Sends Out Clippings of Accidents 


To promote insurance consciousness 
among his A. & H. prospects Mr. Lane 
also sends clippings of accidents to men 
who tell him they do not need accident 
insurance. Every day he mails one sales 
leaflet or newspaper clipping to one such 
prospect, and telephones that man the 
following day. 

For brokers selling life insurance the 
speaker suggested that when writing a 
life app. to get all the data needed to 
write a future A. & H. app. Similarly, 
when writing A. & H. he urged getting 
whatever extra data is needed to make 
a life sale. Watching the payment of 
premiums enables Mr. Lane to tell when 
a policyholder can afford to buy more 
insurance. When a client increases a 
fire policy or pays cash for the new car 
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Confidence is one of the most impor- 
tant factors in the conduct of the 
insurance business. In the relationship 
between the assured, the producer 
and the company, confidence builds 
a sound and lasting association. Such 
confidence has contributed in gen- 
erous measure to the steady growth 
of the GENERAL ACCIDENT and 











FIDELITY EXECUTIVE AVAILABLE 

A fidelity (all forms) bond execu- 
tive (under 40) with working knowl- 
edge of other forms of bonds seeks 
responsible position with company 
in or near New York City. Pos- 
sessed of fine education, he has 13 
years’ experience in bonding field 
with large companies. Now some- 
what stymied, he would like to help 
organize bond department for com- 
pany entering this line or company 
in expansion mood. Capable of 
earning substantial salary. If inter- 
ested, address Box 2012, The Eastern 
Underwriter, 41 Maiden Lane, New 
York 38, N. Y. 








he insures, that man is earmarked as a 
prospect for more disability insurance. 

A believer in the life and A. & H. tie- 
up, Mr. Lane said he has often written 
new life insurance on a man because of 
a small A. & 'H. policy he wrote earlier. 
He prefers A. & H. to any other general 
line because there are more prospects 
who need it and because the renewal 
frequency is greatest. He further point- 
ed out: “A. & H. should be sold only on 
a need basis and needs always exist, even 
where Blue Cross is in the picture; 
build your A. & H. accounts at renewal 
time—it cuts down lapses and increases 
premium income; handle your claims 
personally; use claim drafts to illustrate 

value of owning A. & H. protection.” 

Mr. Lane also explained that he has 
reduced his clerical work on A. & H. 
business by eliminating all quarterly 
premium payments. “Why give a client 
four chances to lapse a policy every 
year when you can cut this possibility 
down to two or one?” he asked. Al- 
though some clients protested when he 
made this change he did not lose a sin- 
gle policy or customer. Today he has no 
A. & H. policy on the books where the 
premium is payable quarterly. 

As a final word Mr. Lane declared 
that the disability benefits law in New 
York has done a great deal to bring to 
the mind of the average small business 
man the necessity of having A. & H. 
protection. 

Max Arje, CPA, chairman of the 
budget and audit committee of the as- 
sociation, announced that an audit of its 
books showed a paid membership of 
511 as of April 17. This growth is 
regarded as outstanding, embracing as it 
does the first four months of the associ- 
ation. 

Robert T. Keane, general agent, United 
States Life, reported that a total of 327 
brokers had signed up for the A. & H. 
insurance offered by the association to 
all its members. 


Newhouse & Hawley, Inc. 
Continental Gen’! Agents 


Newhouse & Hawley, Inc., Chicago 
agency, has been appointed by Conti- 
nental Casualty as general agents for 
that company’s aviation accident and 
special risks departments. While writ- 
ing all conventional forms of insurance, 
this agency also specializes in unusual 
forms of coverage and is an underwrit- 
ing agent for Lloyd’s of London. Its 
facilities have been further broadened 
by this new appointment, in the opinion 
of L. F. Hawley, president of the 
agency. 

Mr. Hawley points to Continental's 
aviation accident division pioneering in 
the creation and development of low- 
cost domestic and world-wide air, land 
and water travel insurance. In addition, 
its special risks division provides acci- 
dent, sickness, hospital expense cover- 
ages “heretofore available only in for- 
eign markets.” Included are such spe- 
cial contracts as up to $150,000 of per- 
sonal protection, all accidents, world- 
wide; protection designed especially for 
amateur and professional sports; stu- 
dents in grade schools, high schools, 
colleges and private schools ; insurance 
for firemen, policemen, wrestlers, jock- 
eys, auto racers, and others in ‘hazar- 
dous occupations. 
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To Hold C. & S. Sales 
Congress in Kansas City 


YOCUM IN CHARGE OF PROGRAM 





Doolittle, Sullivan, Collins and O’Con- 
nell to Speak; Jackson and Edgar 
Will Present Skit 





The Kansas City casualty and surety 
sales congress will be held in the Muni- 
cipal Auditorium, Kansas City, May 2. 
This event, sponsored by the Casualty 
& Surety Underwriters Association of 
Kansas City, annually attracts more than 
600 local agents from Kansas, Missouri 
and Nebraska. This year’s program is 
in charge of Richard L. Yocum, man- 
ager of Home Indemnity Co., assisted 
by W. J. McCord, manager for the 
American-Associated, president of the 
association, and Robert A. Braddock of 
R. B. Jones & Sons, Inc., association 
vice president. On the program are the 
following: 

H. James Doolittle, engineering con- 
sultant and superintendent of the survey 
department, Aetna Insurance Group, who 
will speak on “Agents’ Legal Liability.” 
Mr. Doolittle, a CPCU, is a graduate of 
Harvard University with a master’s de- 
gree in civil engineering. During the war 
he was damage control officer on the air- 
craft carrier Hornet. ; 

William A. Sullivan, controller and in- 
surance buyer for Sunshine Biscuits, 
Inc., Long Island City, N. Y., will fell 
what factors are considered in selecting 
agents and companies to write the cor- 
poration’s business. 

Collins on Program 

Tom Collins, well-known Kansas City 
after dinner speaker, will address the 
sales congress group following the 
luncheon, which will be held at the 
Advertising & Sales Executives Club. 

Joe Jackson, Jr., Maryville, Mo., local 
agent, and Robert L. Edgar, St. Louis 
local agent, will present the skit “Meet- 
ing Mutual Competition.” 

Arthur M. O’Connell, vice president of 
the Thomas E. Wood, Inc., agency, Cin- 
cinnati, and immediate past-chairman of 
the midwest territorial conference, will 
speak on “Economy and Efficiency or 
Extinction.” 

The committees in charge of the plan- 
ning and execution of this year’s sales 
congress are as follows: 

Chuck Hammers, H. V. Jones & Co., 
reception and announcements; James F. 
Tierney, superintendent of agents, Cen- 
tral Surety, speaker’s reception; Ralph 
Metcalf, manager, Employers Casualty, 
luncheon and ticket committee; Lloyd 
Goulet, manager, Standard Accident, 
printing committee; M. Downey, 
Aetna Casualty & Surety, hotel com- 
mittee; Dick Sloan, Altman-Singleton & 
Co., chairman, publicity committee, with 
Frances Kypke Coles, Home Indemnity; 
Bill Gessing, National Underwriter, and 
Harry Bouck, Insurance Magazine. 


Buffalo Insurance Day 
Attended by 600 Agents 


The need for insurance agents to keep 
abreast of national economic trends was 
emphasized at the third annual “Buf- 
falo Insurance Day” in Hotel Statler, 
Buffalo, N. Y. 

About 600 agents attended the educa- 
tional conference. It was sponsored by 
Casualty & Surety Club of Buffalo, Buf- 
falo Insurance Field Club, Buffalo As- 
sociation of Fire Underwriters, the 
Insurance Women of Buffalo, New York 
State Insurance Federation, Buffalo 
Claims Association, Buffalo ‘Casualty In- 
surance Claims Managers Council and 
the Buffalo Accident & Health Associa- 
tion, Inc. 

C. R. Wheeler, field manager of the 
Century Indemnity Co., was general 
chairman. 


NOW IN SOUTH CAROLINA 
The Washington National has com- 
pleted arrangements for doing business 
in South Carolina. Entry into that state 
extends the territory covered by the 
company to 47 states and the District 
of ‘Columbia. 


Artukovich Firm of L. A. 
Reported in Surety’s Hands 


Reportedly due to wide expansion and 
extensive purchases of equipment, P. & 
J. Artukovich, Inc., Los Angeles contrac- 
tors, is in the hands of its surety. It is 
unofficially estimated that the firm, rec- 
ognized as one of the leading contractors 
in Southern California, specializing in 
underground construction, has approxi- 
mately $5,000,000 in work to be com- 
pleted. 

The surety on P. & J. Artukovich is 
the Great American Indemnity Co., writ- 
ten through Wren & Van Alen, Inc. The 
reinsurance market includes the Ameri- 
can Surety, Fidelity & Casualty, Fidelity 
& Deposit, Fireman’s Fund Indemnity, 
Glens Falls Indemnity, Hartford Acci- 
dent & Indemnity, Maryland Casualty 
and National Automobile & Casualty 
Insurance Co. 

Anderson, McPharlin & Conners are 
the surety attorneys assigned to the 
case. 

Regarded by surety people as one 
of the leading firms in its field from 
the standpoint of ability, equipment and 
“know how,” it is believed that P. & J. 
Artukovich will continue toward comple- 
tion of outstanding work with the aid of 
finance from its surety, with little or no 
loss ultimately anticipated. 


P. A. S. Rogers, Newark Mgr. of U.S. F. & G. 
Feted on 40th Milestone With Company 





Reading left to right: M. Anita Curran, assistant superintendent, surety depart- 

ment; George R. Jackson, claim superintendent; Manager P. A. S. Rogers; Norman 

E. Burman, assistant manager, and Mrs. Margaret D’ Allesio, one of the original 
employes of the Newark office. 


P.A.S. Rogers, Newark manager of 
the United States F. & G. was ten- 
dered a testimonial banquet the other 
night by his employes, office agents, at- 
torneys and claim appraisers in com- 
memoration of his 40th anniversary with 
the company. It was an evening long 
to be remembered by Mr. Rogers. The 
attendance—76 persons—represented al- 


most 100% turnout of the Newark 
branch of office personnel. He received 
an appropriate gift expressive of the 
esteem in which he is held by his asso- 
ciates. 

Mr. Rogers, one of northern New Jer- 
sey’s foremost casualty branch mana- 
gers, is vice president of the Casualty 
Underwriters Association of New Jer- 
sey. 
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A. & H. Club of N. Y. 
Hears Panel of Doctors 


K. R. THOMPSON PRESIDES 





Doctors Discuss Chest Diseases, Ortho- 
pedics, Dermatitis and Eye Trouble; 
A. & H. Women Are Guests 
A panel of four doctors spoke before 
the dinner meeting of the Accident & 
Health Club of New York, April 11. 
Kenneth R. Thompson, Century Indem- 
nity Co., president of the club, wel- 
comed the members of the Women’s Ac- 
cident & Health Association of New 
York and new members from the New 
York Life Insurance Co. and the Pru- 
dential Insurance Co. Warren R. Behm, 
Massachusetts Bonding & Insurance Co., 
vice president of the club in charge of 
education, arranged the program and in- 

troduced the four doctors. 

Dr. Allen Herzog talked on chest dis- 
eases, such as heart and lungs. He ex- 
plained that there are two schools of 
thought pertaining to heart attack—one 
maintains it is caused by heavy work 
or exertion, while the other points out 
the condition would have occurred any- 
way inasmuch as so many are stricken 
while asleep and not having had any 
exertion prior to the attack. However, 
he stated, it is the tendency of the De- 
partment of Labor to give the risk the 
benefit of the doubt, especially where it 
has been proved that heavy work pre- 
ceded the attack. In pneumonia cases he 
stated that new drugs, such as penicillin 
and aureomycin have reduced the mor- 
tality rate to 5%. Before the use of 
these drugs, risks often developed infec- 
tions, such as laryngitis, empyema, etc 
which naturally complicated conditions 
and prolonged disability. Previously in 
cases of empyema, surgery was neces- 
sary; now pus is drz ained from the lung 





by needle. 
Shorten Disability Period 

Tuberculosis was previously a_ pro- 
longed, debilitating disability, preventing 
the insured from working for lengthy 
periods, Dr. Herzog said. That was due 
to the fact that surgeons operated on the 
chest with a great deal of trepidation; 
however, today, parts of the lung and 
in some instances all of the lung is re- 
moved, thus shortening the length of 
disability. ; 

He concluded his discourse with the 
statement that accident and health com- 
panies owe much to individuals who 
spend their lives in research, developing 
new surgical devices and drugs enabling 
insureds to return to work sooner. These 
advances have beey a boon to the acci- 
dent ~ health business, he said. 

Dr. Edward J. Haboush followed Dr. 
Herzog with an illustrated talk on ortho- 
pedics. He mentioned specifically hip in- 
juries which cause lengthy periods of 
disability. However, he said, due to ad- 
vanced methods in this field, risks have 
been able to resume work in a much 
shorter space ri time. 

Dr. Andrew Franks was next and 
discussed the be Ft of dermatitis. He 
presented slides showing the cause of 
skin disease, such as, allergies to per- 
fume, cosmetics, acids, chemicals and 
drugs used in various occupations. 

Dr. J. V. Lisman then gave an illus- 
trated talk on eye troubles. He dis- 
cussed particulz urly retina detachment 
which is so prevalent. He pointed out 
that although many people suffer from 
this condition following an accident, it is 
not due to trauma as a general Ee 
Operations are about 50% successful, 
storing 20/40 vision reading. This cet 
ing is considered only 50% vision in 
some states while others consider it 
100% blindness. Dr. Lisman showed 
slides on eye operations. 

The meeting was closed with a ques- 
tion and answer forum. 


WINS MUTUAL OF OMAHA PRIZE 





Young Maine Student and His School 
Each Receives $1,000 in Health and 
Safety Oratorical Contest 
John Decker, 17, Milo, Maine, won 
Mutual of Omaha’s National High School 
Health and Safety Oratorical Champion- 

ship at Columbia University April 
Young Decker defeated eight other re- 
gional finalists. 

Second place went to Welthy Halstead, 
White Plains, N. Y., while David 
Meckler, Williamsport, Pa., was third. 
Sally Ann Johnson, Casper, Wyo., was 
fourth; and Patricia Ann Davis, Salem, 
W. V., was fifth. 

Young Decker, wins a $4,000 cash col- 
lege scholarship and his school wins a 
cash prize of $1,000, both of which were 
offered by the sponsor of the contest. 

H. C. Carden, Omaha, superintendent 
of agencies for the ig hy was the 
contest chairman. Arthur Holtzman 
of Rochester, N. Y., sno hors vice presi- 
dent, presided. Each contestant spoke on 
the subject “Live Safely—Live Happily.” 

Judges for the contest were Columbia 
University educators, Dean Lawrence H. 
Chamberlain, and Professor Robert L. 
Carey and Harry W. Jones. ; 

The finals were the climax of several 
weeks ot local, state and regional com- 
petitions which were held in 23 states 
scattered throughout the nation. The 
contest had the approval of the National 
Association of Secondary School Princi- 
pals. 

The nine finalists had a three-day out- 





Kansas A. & H. Congress 
Will Be Held at Wichita 


The annual accident and health sales 
congress of the Kansas Accident & 
Health Underwriters has been set for 
June 8 at the Allis Hotel, Wichita. 

Speakers include John B. Lambert, 
Mutual Benefit, Cleveland, President of 
the International Association of Acci- 
dent & Health Underwriters; Jay De 
Young, Young Brothers Agency, Chi- 
cago, manger, home office agency, Con- 
tinental Assurance and Continental 
Casualty, on “How to Sell A. & H. 
Insurance”; Alfred K. Perego, Milwau- 
kee, general agent, Wisconsin National 
Life; Grady M. Crutchfield, Jackson- 
ville, Fla., vice president and ‘sales man- 
ager, Professional Insurance Corp.; 
and E. H. O’Connor, managing direc- 
tor, Insurance Economics Society of 
America. Mr. O’Connor will be lunch- 
eon speaker. Some doctors, labor lead- 
ers and Chamber of Commerce repre- 
sentatives will also attend. 


MODEL BILL PASSED IN IOWA 

The Iowa Legislature passed and sent 
to the Governor a bill setting up a uni- 
form health and accident insurance 
policy as recommended by the National 
Association of Insurance Commissioners. 
The bill passed both houses without a 
dissenting vote. 








ing in New York. They met New York’s 
Mayor Vincent Impeilitteri, and were 
guests of honor at a luncheon at the 
Statler Hotel where Bob Considine, writ- 
er and commentator, spoke. 

The winner of the contest, young 
Decker, made a special trip to Wash- 
ington, D. ‘C., where he was a guest of 
Maine Senators Brewster and Smith, 
and met Vice President Barkley. 

















A Complete Line of NEW 
Health and Accident 
Policies... 

















SICKNESS & ACCIDENT 
INSURANCE 


New streamlined 
Income Replace- 
ment policies... 
adapted to today’s 
needs. 






ACCIDENT INSURANCE 


Monthly income, 
lump sum payments, 
and other important 

benefits. Modernized 
policies to meet mod- 
ern costs of living. 


HOSPITALIZATION 
INSURANCE 

Coverage for every 
member of the 
family. Maternity 
benefits and many 
other provisions, 
in line with higher 
present day costs. 





SURGICAL EXPENSE 
INSURANCE 


A plan to fit 
every need. Pro- 
visions for use 
of new surgical 
techniques. 


NE 





© COMBINATION INSURANCE e 
Several or all the benefits of the above described 
policies can be combined to give the policyowner 


the exact coverage he wants and needs. There’s a 
Mutual of Omaha PLAN for EVERYBODY. 





MUTUAL BENEFIT HEALTH & 
ACCIDENT ASSOCIATION 
& 


OMAHA, NEBRASKA 


Mutual 


OF OMAHAS 








The Largest Exclusive 
Health and Accident 
Company in the World 


Liberal Policies of 


INCOME PROTECTION 


featuring 
* Lifetime Payments for Acci- 
dent and Sickness. 
* 1st Day Coverage. 
* No Physical Examination. 


Operating in Pa., Ohio, Del., Maryland, 
W. Va.,N.C., Fla. and Washington, D.C. 


Educators 


MUTUAL INSURANCE COMPANY 
LANCASTER. PA 





LOUIS L. GRAHAM IS HONORED 


International Claim Association Holds 
Special Meeting in Kansas City in 
Tribute to Long-time Secretary 

A special meeting of the executive 
committee of the International Claim 
Association was held in Kansas City 
recently, in honor of Louis L. Graham, 
vice president, Business Men’s Assur- 
ance Co., past president and for 22 years 
secretary of the association. 

The following home office offic 
tended: 

John Ayer, assistant secretary, New 
England Mutual Life Insurance Co., 
president of the association; Frederick 
T. Bernhard, claim manager, Home Life 
Insurance Co., chairman, public relations 
committee; F. L. Templeman, manager, 
accident and health department, Mary- 
land Casualty Co., treasurer; Kenneth 
C. Berry, assistant secretary, Lumber- 
mens Mutual Casualty Co., chairman; 
executive committee; William N. Hutch- 
ison, New York Life Insurance Co., vice 
chairman, committee on death benefits. 

Also John A. Blanchfield, assistant 
secretary, life claim division, Aetna Life 
Insurance Co.; J. Edwin Dowling, assist- 
ant vice president of claims, Metropoli- 
tan Life Insurance Co.; W. Keith Kropp, 
vice president, Provident Life & Acci- 
dent Insurance Co.; Francis X. Reilly, 
assistant secretary, Guardian Life Insur- 
ance Co,; £. "J: 3ohne, assistant super- 
intendent, Equitable Life Assurance So- 
ciety; Lee Wilks, assistant vice presi- 
dent, Lincoln National Life Insurance 
Co.; Edwin Linthicum, Jr., manager, 
life, accident and group claim depart- 
ment, Travelers Insurance Co., chairman, 
program committee; John McAlexander, 
assistant secretary, Bankers National Life 
Insurance Co., chairman, entertainment 
committee. 


ials at- 


COMPULSORY BILL DEFEATED 

The labor-sponsored monopolistic non- 
occupational disability fund bill was 
voted down by the Massachusetts House 
last week. 


AUTO SAFETY ACT IN MONTANA 
A stringent motorist’s financial respon- 
sibility act was given final approval by 
the Montana Legislature and sent to 
Governor Bonner for signature. 
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Defense Projects Rating Plan Approved 


(Continued from Page 35) 


reflect the inclusion in almost all juris- 
diction of a specific allowance in com- 
pensation rates for contingency and 
profit. 


The complete table of rating values 


Government contracts and the remain- 
ing operations are not susceptible of 
separation. 

Standard premium for all policies will 
be based on rates applicable to payroll. 








for the plan is as follows: Compensation rates will be those in 
Standard Premium 
(Workmen’s Compensation Fixed Charge Percentage 
and all liability Coverages applied to 90% of Standard Maximum Premium 
Combined) Premium Percentage 
$ 10,000 14.1% 165% 
5,000 11.0 140 
50,000 9.3 135 
100,000 8.5 128 
150,000 8.2 125 
200,000 8.2 121 
250,000 8.2 118 
300,000 8.2 114 
350,000 8.2 111 
,000 8.2 107 
500,000 8.2 100 
700,000 and over 8.1 100 
Losses incurred will be increased 12% composite payroll rates are set forth 


to provide for unallocated claim expense, 
and tax multipliers based on individual 
state taxes will be applied in determin- 
ing the final premiums. 

Policies will be written for a term 
of one year and will provide for auto- 
matic renewal at each anniversary. Tie- 
in endorsements will be used to make 
the plan applicable on an over-all basis 
cancellation 


from inception to or ex- 
piration. 
The plan will be applicable to all 


operations of a risk where at least 90% 
of the payroll is developed under eligible 
effect under the manuals of the Na- 
tional Council on Compensation Insur- 
ance or independent state bureaus where 


in the plan for both automobile and gen- 
eral liability coverages. 

In the case of risks presenting an ab- 
normal hazard because of the manu- 
facture or handling of explosives, the 
plan provides that premium from losses 
in excess of stated amounts per accident 
will not be subject to the maximum pre- 
mium limitation. This procedure has 
enabled the government to avoid ex- 
tremely heavy excess limits charges on 
these risks. 

Mr. Kane pointed out that the plan 
could not be made effective for any risk 
until submitted to the Insurance Depart- 
ments of the various states for approval 
in accordance with the state laws. He 




















the National Council does’ not have added that the various rating organiza- 
jurisdiction. For liability insurance, tions were prepared to file the plan at 
At Cudthal 
onstisten 
- 1 € 
oO icy 


avoided drastic changes in policy. 











A, n insurance company’s service to agents can take no more useful 
form than writing their business, year in and year out. Some companies 
oscillate between extreme underwriting liberality and ultra-conservatism. In 
better times they seek new business aggressively: when profit margins 
dwindle, they restrict writings severely. Study the record of company writings 
in poor years as well as good ones, and note how the New Amsterdam has 


summons NW GHINSRERDAD 


NEW YORK 


a %j 























Lifetime Accident Benefits 

Full for Non-Confining Sickness 
Non-Can. During Term 

No Termination By Age 

No Reduction By Age 


Industrial Workers 
Families oye se | 
Individua 

Employee Groups 


Business Men 
Professional Men 
Business Women 
Professional Women 


NEW JERSEY 
Write 
WILLIAM FORD 
Raymond Commerce Bldg. 


11 Commerce St. 
Newark, N. J. 





BuiLD Your Business With “HOOSIER” 


UNDER A CONTRACT FOR ONE OF THE 
BEST LINES OF POLICIES ON THE MARKET! 





OUTSTANDING POLICY FEATURES: 


WE HAVE THE RIGHT COVERAGES FOR: 
s (Hospital) 


For a Contract in 
PENNSYLVANIA 
Write 


EARL S. FULLER 
647 S. 19th St. 
Harrisburg, Pa. 


The HOOSIER CASUALTY COMPANY, Indianapolis 


No 30-Day Waiting Period 

No Pro-Rating By Occupation 
Writing Age Limit 75 Years 

Nine Months Maternity Coverage 
Policies PAY (Not ‘'Reimburse"') 


Housewives 
Children 
Polio insurance 


Special Groups 
Volunteer Firemen 
Athletic Teams 
Farmers 


WEST VIRGINIA 
Write 


W. H. HELMICK 
428 Empire Bldg. 
Clarksburg, W. Va. 


once. Prompt approval was urged, since 
the volume of defense contracts being 
let has already assumed major propor- 
tions, he said. 


The Insurance Service Agreement 


The insurance service agreement also 
was approved by the Munitions Board. 
Based on the experience with a similar 
plan set up in 1941, the scope of the 
work actually done by the advisors is 
more clearly stated in this agreement. 
Visits are not required monthly, but 
only as requested by the contractor or 
deemed advisable by the advisor in or- 
der to handle matters properly. Detailed 
reports are to be made quarterly, in- 
stead of monthly as previously required, 
with provision for special reports as 
may be necessary. Statements of the 
aggregate standard premium and earned 
advisors’ fees are to be submitted quar- 
terly instead of monthly. 

Instead of being applied to 50% of 
the standard premium as was done by 
the Military Departments after Sep- 
tember, 1942, the new scale of advisors’ 
fees is on a 90% basis. 


ADVISORS’ FEES TABLE 
(Block System) 


Contractors operating under the new 


national defense projects rating plan 
will employ their advisors on domestic 


jobs, subject to government approval, 
under the terms of the new advisors’ 
agreement, said Mr. Kane. The ad- 
visors’ fees table is as follows: 


Advisors’ Fees 
(Percentage applied 
to 90% of Standard 

Premium) 


Standard Premium 
(Workmen’s Com- 
pensation and all 
Liability Coverage 
Combined) 


Ist $ 10,000 TYAN 
Next 40,000 4 

"e 50,000 a 

4: 150,000 1 

‘ 750,000 i, 

a 1,000,000 Y% 

‘ 1,000,000 4 

K 1,000,000 4 


Harold George’s Sons Beth 
In United States Army 


Harold M. George, Jr., formerly con- 
nected with the Ocean Accident in its 
home office A. & H. department, recent- 
ly graduated from the Military Police 
School at Camp Gordon, Georgia. Mr. 
George, a private, has now been assigned 
to Headquarters Detachment, Provost 


Marshall General School at the same 
camp. His brother, Pvt. Kenneth K. 
George, is now stationed at Fort Devins, 


Mass. where he is assigned to Headquar- 
ters Co., 32nd Quartermaster Group. 

Their father is the well known Harold 
M. George, general superintendent of 
the A. & H. department, New York 
office, United States F. & G. 


Compensation Board Issues 
Restatement of Procedure 


A restatement of board procedure has 
been sent to member companies of the 
Compensation Insurance Rating Board 
of New York, to refresh the understand- 
ing of carrier personnel and correct un- 
necessary misunderstanding. 

As pointed out by General Manager 
Henry D. Sayer, this restatement was 
authorized by the classification and 
rating committee because it has been ob- 
served that a considerable amount of 
correspondence and expenditure of time 
on the part of the carriers as well as 
the board is caused by the fact that in 
their transactions with the board, car- 
riers do not always follow the procedure 
which has been prescribed or which best 
facilitates taking care of their needs. 


W. R. SLOAN RETIRES 
W. R. Sloan, branch manager at Van- 
couver for the Royal Exchange Group 
in Canada, is retiring on May 3l. He 
will be succeeded by Norman Pimm. 

















Underwriting Specialists 


FIDELITY and SURETY 
BONDS 


INSURANCE CONTRACTS 
FOR UNUSUAL NEEDS 


SEABOARD SURETY COMPANY 
75 MAIDEN LANE, NEW YORK 


Whitehall 3-1484 
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New York Office Wins 
John A. Diemand Trophy 


NOW OWNS IT PERMANENTLY 


Indemnity Insurance Co. of North Amer- 
ica Commissions New Plaque for 
Competition in Future 


New York office of Indemnity Insur- 
ance Co. of North America has won 
permanent possession of the John A. 


Diemand Trophy, by winning it the third 
time. Managers Frank S. Vanderbilt 
and James R. Rooney have been noti- 
fied that their office won the competi- 
tion for 1950. Since New York had won 
previously in 1947 and 1949, the trophy 


will remain at the office at 99 John 
Street. 

In the 1950 competition, Baltimore 
service office was a close second, with 


Washington, Newark, Harrisburg and 
Cleveland in that order not far behind. 

The Diemand Trophy is a_ plaque 
with a silver medallion suitably inscribed 
and awarded to the office 


each year \ 
showing the best all around record in 
excellence of operation, especially in 


service to agents and brokers. 
Second Plaque To Be Offered 
The original Diemand trophy was won 
by Philadelphia metropolitan office in 
1944. The plaque won by New York is 
the second to be offered. 


C. S. Roberts, vice president of the 
Indemnity, has announced that a third 
John A. Diemand Trophy will be of- 


fered in competition in 1951 on the same 
terms as the two previous plaques. 

Indemnity Insurance Co. of North 
America has commissioned J. E. Cald- 
well and Co., Philadelphia jeweler, to de- 
sign a new and more beautiful trophy to 
become the award for 1951 and succeed- 
ing years. The competition among serv- 
ice offices is already under way for this 
year’s prize and first quarter standings 
are due to be announced shortly. 


LEVIN RANK DIES AT AGE OF 61 








President © of Cine Transportation 
Casualty & Surety, New York, Was 
One of Its Founders; Tireless Worker 
Levin Rank, one of the founders and 

pres sident of the General Transportation 
Casualty & Surety of New York, died 
recently at the age of 61. A tireless 
worker, Mr. Rank was a major factor 
in the progress of the company over 
the years since March, 1938, when it 
was launched. He was a member of its 
original board of directors. 

His first post with General Trans- 
portation Casualty & Surety was as gen- 
eral manager following which he was 
elected president, which post he held up 
until his death. 

In the 1930’s Mr. Rank was treasurer 
and then president of the Parmelee 
Transportation Co. and of the Parmelee 
System, Inc. 

Surviving him 

Edwin P. Rank, 
E., both of Philadelphia. 
has not yet been named. 


Dewey Extends Benefits 
To Civil Defense Employes 


are his mother, Mrs. 
and a brother, Wilbur 
His successor 


Governor Thomas FE. Dewey of New 
York has approved the Senate Rules 
Committee bill (S. Int. 2814) which 


amends the state workmen’s compensa 
tion law by extending compensation 
benefits to civil defense employes in- 


jured in performance of services au- 
thorized by a local civil defense director 
under orders of the New York State 
Civil defense commission or its director. 
The new law fixes amount of benefits 
and establishes a_special fund. The bill 
becomes Chapter 788 of the laws of 1951. 


Ley eee OFFICERS ELECTED 
The American Policyholders’ Insurance 
Co pei announces the election of 
Alfred L. Hutchinson as assistant vice 

president, William B. Groves as assist- 
ant secretary and Harold J. McKeon as 
assistant treasurer. 


Haff Becomes Chairman 


The North American Casualty and 
Surety Reinsurance Corp. announces the 
election of T. L. Haff as chairman of 
the board. Mr. Haff had previously 
been president of the corporation and 
was for 20 years United States Manager 
of the European General Reinsurance 
‘o., Ltd., the predecessor company. 


ELECTED BANK DIRECTOR 

Frank A. Baer, president and treas- 
urer of Commercial Insurance Service, 
Inc., of Charleston, W. Va., has been 
elected to the board of directors of the 
Charleston National Bank. 





TO HEAR HARRY J. DELANEY 

Harry J. Delaney, vice president of 
Meinhard, Greeff & Co., Inc., New York 
textile factors, will be the guest speaker 
May 9 at the luncheon meeting of the 
Casualty & Surety Accountants Asso- 
ciation of New York. Mr. Delaney will 
talk on “Credits and Collections” giv- 
ing a nationwide sizeup of the collec- 
tion picture. He will be introduced by 
Cortlandt Booth, American Insurance 
Group, who is president of the asso- 
ciation. The affair will be held at De 
Palma’s Restaurant, 64 Cliff Street, 
New York. 











In his attempt to protect 
himself from misfortune and 
the forces of nature, man has 


adopted many curious practices. <4 ie 


lief that trees were inhabited 


power to bestow good luck 


= 
r | 


Rs. 





Raising 
the 


ROOF TREE 










ag 
HE practice of attaching He 
the branch of a tree to Na 
the roof of a newly framed (¢ | 
building apparently origi- \ 


nated from the ancient be- 






by spirits which had the 







and happiness. 









One of a series appearing in 
business and consumer magazines. 


Tonay, businessmen, their architects and engineers 
specify Contract Bonps for sure protection against 
loss due to non-completion of a contract. If you 


have a new project under 
agent in your community 


consideration have our 
arrange this vital 


protection for you. Call him before your 
specifications are drawn up! 


AMERICAN 5 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


100 Broadway, New York 5, N. Y. 


FIDELITY * SURETY « CASUALTY « INLAND MARINE ¢ ACCOUNTANTS LIABILITY 


URETY GROUP 











RCSA 
ROY CLARK SERVICE AGENCY 
Gi a Facilities for Handling 
BL Claims on Long Island 


390 Hillside Ave., New Hyde Park, L. 1. 
Fieldstone 7-0047 

















GIVEN A JUSTIFIED TRIBUTE 


National Surety ‘Com Commended by 
Tampa “Morning Tribune” for Com- 
pleting City’s Sewer System 
Officials of the ‘National Surety Corp. 
beamed with pleasure at the recent rec- 


ognition given to its performance in 
Tampa, Fla. by the “Tampa Morning 
Tribune.” Under the heading “A Timely 
Public Service” the following editorial 
appeared 

“We do not often single out a pri- 


vate business enterprise for special com- 
mendation, but it is sometimes fully 
merited. It is proper and just in the 
case of the timely public service given 
by the National Surety Corp., in the case 
of the city’s sewer system. 

“When the original contractor for a 
large part of the sewer construction job 
encountered financial difficulties and had 
to default on the contract, the surety 
company stepped in immediately upon 
the call of the city officials and pre- 
vented a complete stoppage of the work, 
which involved the disposal plant and 
eight outlying pumping stations. The 
company carried the payrolls and as- 
sured material dealers that past-due ac- 
counts would be protected. 

“Officials and engineers of the Na- 
tional Surety Corp. came promptly on 
the scene from the head office in New 
York and, with the cooperation of the 
local agent and the city officials, made 
a new contract with a strong local con- 
struction firm to take over and finish 
all the structures involved in the de- 
faulted contract. It is not practical for 
all contractors to have sufficient finan- 
cial resources to make owners safe from 
any loss, but it is practical and required 
by law that surety companies be finan- 
cially able to indemnify the owners 
against any loss through default of con- 
tractors they insure. That’s just what 
this company did in the Tampa sewer 
contract—and we commend it for giving 
a saving and timely public service to 
the city “of Tampa.” 





WILL ENTER BONDING FIELD 





Fire Association Elects Caudill Assistant 
Vice President in Charge of 
Fidelity and Surety 

Frank H. Thomas, president, Fire As- 
sociation of Philadelphia and Reliance, 
announces that the companies will ex- 
tend their multiple line activities and 
commence the writing of fidelity and 
surety bonds about May 1. Both com- 
panies started in the general casualty 
business during the summer of 1950, 
after over 100 years of prominence in 
the fire and marine business. 

Mr. Thomas announced also that at 
the meeting of the directors on April 13, 
Watson H. Caudill was elected assis- 
tant vice president of both companies, 
effective May 1, and that he will manage 
the bonding “department. 

Mr. Caudill, who attended the Uni- 
versity of Kentucky and the University 
of Michigan where he graduated from 
the Law School, started his business 
career as a bond claim attorney with the 
Southern Surety and has been associ- 
ated with surety companies ever since 
then. He was successively with the Con- 
stitution Indemnity and the Massachu- 
setts Bonding, and in 1939 joined the 
Manufacturers Casualty where he or- 
ganized the bonding department and ad- 
vanced to the office of vice president. 
He has resigned that position to join the 
Fire Association. 


IN BUFFALO TODAY 


BEAMS 
1. 2, Seams, vice president, Royal- 
Liverpool Group, is speaking today 


(April 20) before the Savings Banks 
Insurance Forum, State of New York, 
at Hotel Statler, Buffalo. 
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Monarch 


Life’'’s 


50th Anniversary Convention 





McLaren on Elements of Persuasion 


Says Every Department of Business Requires Persuasion in 
Some Degree; Lists 14 Principal Phases of Life Insurance 
With Accent on Prospecting 


” 


“Persuasion Is Our Business,” was the 
topic of John D. McLaren, Monarch 
Life’s New Haven general agent whose 
office was the company’s leading agency 
in 1950. He quoted Webster’s definition 
of persuasion as “induced opinion or 
conviction,” and said that every depart- 
ment of the business requires persuasion 
in some degree. 

First, said Mr. McLaren, one must be 
persuaded that, in entering life insur- 
ance, specifically with Monarch Life, 
he will earn more income than in his 
former work, have more freedom, attain 
greater financial security because of 
guaranteed equities in his business and 
the company’s retirement program and 
provide greater security for his family 
through renewals and death equities. 

The twin products of non-cancellable 
health and accident and life insurance, 
Mr. McLaren said, offer the ideal solu- 
tion to a great many of the problems 
which beset mankind and consequently, 
the prospective representative of the 
company can visualize himself making 
presentations to men in all walks of 
business and persuading them to buy 
from him. 


Is Developing Persuaders 


Saying that every time the home 
office develops a new brief or mailing 
piece or premium stuffers it is develop- 
ing and using persuaders, Mr. McLaren 
continued ; 

“The next step in the persuasion proc- 
ess is used when the general agent per- 
suades the new agent that the methods 
taught in the company schools and by 
the particular general agent or by the 
combination of both, are time and field 


tested and most likely to produce the 
desired results. Usually this is accom- 
plished by showing records achieved by 
men using the time and field tested 
methods. When this persuasion is ac- 
cepted by the individual in question, 
satisfactory results usually follow, but 
when the new man, for reasons un- 
known, persists in using other methods 
and those methods do not bring results, 
he is soon persuaded by force of cir- 
cumstances to accept the time and field 
tested methods that successful men use. 
This process of persuading is continued 
in the general agency 

Mr. McLaren listed the following 14 
principal phases of the life insurance 
business: Prospecting, making calls, 
turning calls into interviews, answering 
objections, closing, getting action, get- 
ting money, getting prospects, getting 
out, examining app for life situations, de- 
livering policies, getting prospects, open- 
ing life discussion, giving service. 

He said he mentioned prospecting four 
times because once the agent stops pros- 
pecting, he is done for. 


Will Prove Invaluable 


“Continuous selling on the idea that 
to give you a name is to give that name 
an opportunity to meet you and from 
you purchase a serviceable product that 
can and probably will prove invaluable,” 
he said. “You persuade and it is a more 
important part of your job than any 
other. It’s a selling job to persuade peo- 
ple to give you prospects. Many men 
spend days and weeks perfecting a sales 
story but how many of us spend enough 
time on perfecting a persuasive pros- 
pecting technique that really gets pros- 
pects? It is not in my province to go 
into prospecting in great detail here ex- 
cept to say that we should never forget 


that some of our best sources are the 
friends, relatives, neighbors, co-workers, 
business associates of our satisfied 
policyowners and claimants. These are 
our best sources, but we will never tap 
those sources unless we really develop 
the technique of doing so by constant 
practice.” 

Turning to his ninth phase, examin- 
ing app for life situation, Mr. McLaren 
said: 

“Before you turn in the app to the 
agency office, examine it carefully to 
determine whether or not the applicant 
has a situation that can best be solved 
through life insurance. Then, as soon as 
you have determined the need go over in 
your own mind all of the reasons why 
that client should solve that need by 
buying life insurance from you. Review 
his present situation, then visualize the 
situation if your proposals are adopted. 
Do a thorough job of this and you will 
persuade yourself that your prospect 
should buy life insurance to solve his 
need and also that he should buy it from 
you. When you have done this, you have 
the situation well in hand and you are 
in a position to persuade your prospect.” 


Sums Up Persuasion 


“Before I attempt to sum up,” said 
Mr. McLaren, “let me try to persuade 
those of you who are not home office 
personnel or general agents that you can 
be of tremendous assistance to your 
general agent and company by being 
constantly alert and on the look out for 
the right type of man to enter this 
business as a member of your agency. 
It is a proven fact that our best men 
come to us as a result of your efforts. 
Let’s have more of them. You'll find it 
easy to uncover more of them as poten- 
tial recruits, when you really start us- 
ing persuasion in all phases of your 
business because then you will make 
even more money. You will exude con- 
viction and people will gravitate to you. 
Why not persuade yourself right now 
that before the summer is over you are 
going to introduce at least one potential 
recruit of the right caliber to your gen- 
eral agent? 

“Summing up, in general 

(Continued on Page 49) 


people 


Eugene Case Gives Moving 
Talk On Selling Attitude 


Eugene D. Case, field underwriter of 
Springfield, who was top man in the 
“All-Round” standings in 1949 and who 
not only led the Springfield Agency 
in seven out of the last nine years but 
was also a top man in the company in 
1947 and has been among the top three 
for four years, gave an inspiring talk. 
His title was: “You’re in the Business 
But is the Business in You?” In 1942, 
Mr. Case was a salesman for a manu- 
facturer and, all of a sudden, he found 
himself with nothing to sell due to war- 
time restrictions. When he first came 
into the insurance business with Mon- 
arch Life, an old and trusted friend 
said to him: “It will be some time be- 
fore you change from being ‘in the busi- 
ness to getting the business in you.’” 

Mr. Case described several of his first 
claims and what the payments did for 
the families of his policyholders. He then 
pointed out one or two cases which he 
had not been successful in selling where 
disability or death had struck shortly 
thereafter. He contrasted the two situa- 
tions and showed how he had slowly 
absorbed the deep belief and conviction 
which permeates him now. He created 
many word pictures, all motivating in 
content, and did a superb job of carrying 
his audience with him. He demonstrated 
that he sold from the heart and the 
reason for his success as an health and 
accident and life insurance salesman 
was abvious. 


President Young on Growth 


(Continued from Page 6) 
standing organization which has grown 
slowly and steadily. Up to 1950 there 
was only one company operating in our 
special non-cancellable field which has 
lead us in that activity. We have steadily 
overtaken this company and on Decem- 
ber 31, 1950, Monarch’s premium income 
was the larger. In the entire field of 
stock Health and Accident insurance 
companies we are presently numbered 
among the first ten in volume of per- 
sonal Health and Accident premiums re- 
ceived.” 








President Clyde W. Young Presents Trophies At Golden Anniversary Banquet 


J. D. McLaren, Leading General Agent, 1950, New Haven, Conn. 


Meek 





Ben F. Jones, Top Personal Producer 1950, Lindop Agency, New York, N. Y. 
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WHO’S WHO ON 
OPPOSITE PAGE 


First Row: 


Seattle Agency—C. L. Walton, Gen- 
eral Agent. 


White Plains Agency—S. C. Bridgers, 
General Agent, and Mrs. Bridgers. 


New Haven Agency—J. D. McLaren, 
General Agent. 
Second Row: 


Chicago Agency—R. E. Keeley, Gen- 
eral Agent. 


Minneapolis Agency—R. V. Lynch, 
General Agent. 


Trenton, N. J., Agency—Ceorge W. 
Owens, General Agent. 
Third Row: 


Springfield, Mass., 
Hunter, Genera! Agent. 


Agency—J. A. 
Sioux Falls Agency—T. J. Hippen, 
General Agents. 

Baltimore Agency—Purl Ansel, Gen- 
eral Agent. 


Fourth Row: : 

Des Moines Agency—Hugh Chitwood, 
General Agent. 

Des Moines Agency-—Hugh Chitwood, 
General Agent. 


Kansas City Agency—L. B. Clark, 
General Agent. 





Ye Demon Snapshotter 





W. L. “BILL” HADLEY 
The Eastern Underwriter 


It was nothing short of a thrill to be 
among those present at the Hollywood 
Beach Hotel, Hollywood, Fla., with the 

bers of the President’s 
Club, a Leaders’ Club, the Conven- 
tioners, together with the chief officers 
and department heads of the Monarch 
Life Insurance Co. of Springfield, Mass., 
at their 50th anniversary convention, 
April 5 through 11, 1951. 

I have known the officers for many 
years and am indeed happy to have 
had an opportunity to meet members of 
the Monarch Life’s production force and 
members of their families. 

To the officers, department heads, 
general agents, agents and the members 
of their families I am deeply grateful 
for the splendid cooperation given while 
building the picture story of this Golden 
Anniversary Convention published in 
this issue of The Eastern Underwriter. 


W. L. Hadley. 





Benj. F. Jones Sees Moral in Story of 
Frank Moran and His Weak Left Hand 


A closeup of the sales methods used 
by Benjamin F. Jones, leading producer 
of the Ralph K. Lindop agency, New 
York, which enabled him to lead the 
Monarch Life last year in its “all-round 
excellence of performance” contest, were 


“ 


given to the convention at the business 
meeting April 9. He was Monarch’s No. 
1 producer in 1950 and the first to pay 
for $1,000,000 of life insurance. 

Mr. Jones had close attention as he 
told the story of “Frank Moran and His 
Mary Ann.” Frank Moran, a_ heavy- 
weight fighter during the 1920's, pos- 
sessed a terrific right hand which was 
so lethal that, when he hit his opponent 
with it, he stayed hit. “He won many 
fights,” said Mr. Jones, “but lost all the 
important ones. The reason was that he 
had an uneducated left hand. He 
couldn’t use his left hand and_ this 
proved his downfall.” 

Mr. Jones saw in this story a definite 
significance for Monarch Life agents. 
“We are endowed with a terrific right 
hand in our non-cancellable, guaran- 
teed renewable health and accident in- 
surance but—let’s not be like Frank 
Moran—let’s develop and educate our 
left hand. This, of course, is the sale 
of life insurance,” he explained. As a 
suggested approach, Mr. Jones recom- 
mended: “Lead with your right—non- 
can. health and accident and, having 
educated your left, follow through with 
it and sell life insurance, In so doing 
you will solve man’s three major prob- 
lems—disability, dying too soon and liv- 
ing too long.” Continuing he said: 


Now Asks for Full Information 


“When I first came into the business, 
I rarely completed in detail question 14 
in the application, dealing with my pros- 


pect’s present insurance. Why? Be- 
cause I was anxious to complete the 
H. & A. sale and get out. I have com- 


pletely changed now and go after every 
bit of information about his present life 
insurance that I can possibly gather. | 
figure that if I have the right to ask 
him about intimate health problems I’ve 
got a right to ask him about his life 
insurance. Getting this data enables me 
to do an intelligent job of analyzing his 
situation for life insurance needs. 
“Secondly, I use the NSLI pamphlet 


prepared by the Veterans Administra- 
tion. It makes me an expert on G.I. 
insurance. I carry with me reinstate- 


ment forms and applications for NSLI 
and try to help my prospect as much as 
possible with his NSLI program. I find 
this a wonderful door-opener to a life 
insurance interview. 


The “Social Security” Approach 


“My third point involves the use of 
the social security wheel and the In- 
come Estimator, both of which are sent 
out from the home office. These tools 
enable me to discuss social security with 
my prospects and, believe me, there 
are many thousands of people who want 
to know about social security. Our pre- 
mium stuffer on the subject, which has 
brought so many inquiries, has been a 
wonderful thing for me. I call on every 
inquirer and try to tell him everything 
he needs to know about his social se- 
curity. Where they are eligible for life 
insurance, it has opened the door to 
many sales. Where they are overage or 
uninsurable, I perform the same service. 
It has never failed to give me prospects. 

“As to our own rate book, we all know 
the health and accident section of it but 
how many of us have really studied the 
life insurance section. There is a world 
of information which I never realized 


existed until I attended Monarch’s life 


school. Study it and learn to use it. 
‘When you have made‘an H. & A, 
sale, your prospect has accepted you 


and your company. In other words, you 
have hit him with the right hand. Now, 
swing with your left and offer him life 


insurance to solve his other major 

problems. : 
“Let’s not overlook the fact that 

health and accident is gener: lly a one- 


sale proposition, whereas life insurance 
is a multiple sale for you can grow 
with your prospect. This is particularly 
true when you have prepared a life in- 
surance program for your insured.” 

Mr. Jones said at this point that an 


50th Anniversary Convention 


analysis of h's 1950 business showed that 


only four of his life sales out of 77 
were made on other than his own H. 
& A. policyholders. In other words, he 


paid for $1,000,CC0 of business last year 
on his own H. & A. clients. 

As a newcomer in the business, he was 
afraid at first to talk about life instir- 
ance, chiefly because of competition. 
Since then he has learned differently, 
and he enumerated the strong sales 
points in Monarch’s life policies which 
enables him to more than hold his own 
in competition. 

As a final word of advice Mr, Jones 
said: “Monarch is a two-fisted organiza- 
tion. Remember the story of Frank 
Moran. He relied on one weapon. Don’t 
make the same mistake. It is a painful 
ordeal to be on the sideline watching 


your H. & A. policyholders buy life in- 
surance from others. Use both hands, 
educate your left as you have educated 
your right.” 


Top Men of Monarch 





J. D. McLaren, G.A. 1950; The President; 


J. A. Hunter, G.A. 1949; Benj. F. Jones, 


Field Underwriter 1950. 





R. K. Lindop Gives Tested Ideas on 


Prospecting for 


Ralph K. Lindop, general agent of the 
Monarch Life in New York City whose 
agency ranked second in all- round pro- 
duction performance countrywide in 1949 
and 1950, spoke at the second business 
meeting of the convention April 9 on 
prospecting under the topic heading ‘ ‘Let 
Your Reference Be Your Co- worker.” 
Mr. Lindop emphasized that “those who 
properly prospect find it the most en- 
joyable and lucrative business known to 
man.” However, “those who do not pros- 
pect properly find short moments of 
happiness and long periods of despair.” 
His remarks follow: 

“The first question we should be asked 
is: Where and when do I prospect? The 
answer is as follows: You prospect at 
the time of sale—the insured is never 
so enthused as at that moment when 
he has given you the deposit on the 
policy or paid the first full premium. 
Then is the time to get at least two 
names of persons on whom you may call. 

“Don’t be put off by the old saw, ‘I 
will have you a number of names writ- 
ten down when you deliver my policy.’ 
Thank the insured for the fact that he 


‘Referred Names” 


is going to think about names between 
the time of the sale and the delivery of 
the policy. But, remember, if he can’t 
think of names while you are there, he 
never will when you leave because then 
they are largely out of his mind. Persist, 
channelize the insured’s mind. Ask him 
who is the man he thinks most of from a 
business standpoint. Then ask him what 
man he admires most for his business 
judgment. Remember that names are no 
good if they come from a person whose 
business judgment is not respected by 
the prospect. 
Prospect at Delivery of Policy 

“The second place you prospect is at 
the delivery of the policy. This is your 
most important prospecting opportunity. 
It is my theory that no man will give 
you names because he wants to help you. 
He will give you names because you 
have convinced him that he has the best 
product on the market and that only 
through him will his friends be able to 
obtain this same product. 

“The question naturally arises: How 
do I make my insured realize these two 
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facts? The answer is that he will never 
realize them until you have carefully 
read over the policy to him. Carry a red 
pencil with you; as you read the policy, 
underscore its excellent points with the 
red pencil. Write all over it. When you 
have finished reading the policy to him, 
remember the job you have done is simi- 
lar to the one which an excellent interior 
decorator does to a beautiful room. The 
policy is the four walls, your explanation 
is the beautiful color effects which you 
are implanting in his mind. 

“At the end of your explanation, tell 
the insured that you have read this con- 
tract to him and explained its every word 
because you knew enough about it to 
do so. Emphasize that you were very 
proud to read him your contract. Tell 
him that there was nothing it in which 
he did not buy. There was no cancella- 
tion, clause and there were no weasel 
words. Everything in the policy is crys- 
tal clear and to his advantage alone. Ask 
him if anyone else ever took the trouble 
to explain a policy so carefully. 

The “Service” Behind the Policy 

‘Then tell your insured that he gets 
something else which is not printed in 
it which is very important. 
That ‘something’ is Monarch’s desire and 
Monarch’s asure to pay him every 
time he is sick and every time he is 
hurt and cannot work. Tell him also that 
he bought your service with this policy 
and that you personally stand ready, 
willing and able to aid him in every con- 
ceivable way whenever he needs your aid. 

“Right at this point you ask the 
insured this question: ‘Why, Mr. In- 
sured, did you obtain this protection— 
was it not because your friend thought 
enough of your welfare to ask me to 
call upon you? I did so. I =o you 
the contract; you bought it, I didn’t sell 
it to you. We have dealt with each other 
as two gentlemen should deal together. 
There has been no pressure; there has 
only been a meeting of the minds of two 
good business men. You like what you 
have. 

“Now, has it ever occurred to you that 
your friends will never have the oppor- 
this policy unless you 


the policy, 









tunity of seeing 











make it possible by asking me to go 
see them? There chances of obtaining 
a non-cancellable, guaranteed renewable 
contract are practically nil. Their chances 
of obtaining a cancellable contract are 
limitless. * * *” 

Mr. Lindop suggested that at this 
point, “you should go into a careful ex- 
planation, before the prospect has given 
you names, of just how you are going to 
handle these names. You should explain 
that you are going to call for an ap- 
pointment; that you are going to refer 
the reference back to the man who is 
giving you the name so as to confirm the 
fact that he is happy and satisfied. It 
has been my feeling and my experience 
that the persons giving me names are 
only too happy to make the appoint- 
ments for me if I can have the prospect 
call the reference. The prospect likes 
to make this call, and the reference 
feels honored in confirming his high 
oninion of my product and myself. It 
makes all things so personal. 

Revisit Old Insureds 

“The third manner in which you 
should prospect is to periodically call 
back on your old insureds. They are 
inexhaustible sources of names, and if 
you have sold insurance to their referred 
leads it thrills them almost as much as 
it does you because it is pleasing to any 
man to have his judgment of a product 
vindicated. 

“When you call back on your old in- 
sured, thank him each time for his 
patronage. Tell him that you are con- 
tinuously grateful for his having done 
business with you. Then review with 
him quickly the protection which he has 
with you; and emphasize that he owns 
this protection. Promise that you will 
never rob him of his policy. After this 
little speech your old insured will give 
you more and more names.” 

In closing Mr. Lindop said: “Remem- 
ber that knowledge is a lasting vehicle 
of respect. Learn your policy by heart. 
Have the answers at your finger tips and 
convince your insured that he is doing 
business with an expert and that he is 
doing business with a man dedicated to 
his service.” 





Hunter Says Insurance Is “Wacky” 
For Those Who Should Not Be In It 


Saying that the insurance business is 
the wackiest, lousiest, most discourag- 
ing business in the world for the man 
who should not be in it, J. Allen Hunter, 
general agent at Springheld, Mass. for 
Monarch Life, addressed the convention 
on “It’s a Wacky Business.” The 
Springfield general agency was at the 
head of the company’s list in 1949, and 
Mr. Hunter spoke with pride of the 
fact that 18 out of a possible 20 mem- 
bers of the Springfield general agency 
qualified for the convention. 

mh. the Springfield agency, he said, 

» have a few rather deep convictions. 
‘S That the insurance business is truly 
the finest, most fascinating, satisfying 
business in the world for the man who 
is cut out for it—conversely it is per- 
haps the wackiest, lousiest, most dis- 
couraging in the world for the man 
who never should have been allowed to 
enter it. 2. It is a business that quick- 
ly separates the men from the kids— 
and only men—real men—strong men 
can survive and succeed in it. 
Distinction Is Simple 

‘The distinction is quite simple. A 
kid only does those, things which are 
easy and pleasant to do. A man faces 
tacts—and forces himself—to do the un- 
pleasant things which the job or situa- 
tion demands. It is an acknowledged 
fact—that in any business—only about 
12% of the activity facing an individual 
is fun—the balance—88%—the long end 
of the stick, is drudgery, sheer un- 


adulterated drudgery—and so the indi- 
vidual who is able to. shift 


those 


percentages even by a little—20% fun 
and 80% drudgery is in the fortunate 
cl ASS. 

“For the man who will face into—and 
handle daily—the annoying irritations 
of this business—will soon find that 
gradually as he stops fighting the doing 
of the unpleasant duties—that one by 
one they quietly shift over to the fun 
side and automatically the factor of 
job satisfaction increases.” 

Saying that as a man develops confi- 
dence and consistency he develops ca- 
pacity, Mr. Hunter continued: 

“In this whole package that I would 
like to sell you—it not only is _perti- 
nent to know the technique of prospect- 
ing — presentations — handling of ob- 
jections and closing—but fundamentally 
underlying this whole structure perhaps 
the most important consideration of all 
is not your prospect but you. 

“What kind of a man are you taking 
out to your prospect ? Would you buy 
from yourself ?” 


Two Channels Open 

Mr. Hunter said there are two chan- 
nels of nersonal help open to the ambi- 
tious salesman. “One,” he quoted, “is 
the much mentioned dogged determina- 
tion and will power—the other, the abil- 
ity to become inspired with the service 
he is rendering—to the point where the 
inspiration reaches over and_ touches 
those whom he contacts. A highly mag- 
netized piece of steel will attract and 
lift a piece of unmagnetized steel ten 

(Continued on Page 49) 
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Top row, left to right: Mrs. H. E. Ward, Mrs. S. C. Ferris, Mrs. J. D. McLaren, 
Mrs. H. M. Graham, Mrs. D. A. Busher, Mrs. R. C. Laub, R. S. Lowther, Mrs. 
C. T. Rice, Mrs. R. S. Lowther, C. T. Rice. 


Second row, left to right: 


Mr. and Mrs. J. A. Kulesa, Ralph Seltzer, Frank S. 


Vanderbrouk, Mrs. James S. Bulkley, Mr. and Mrs. R. K. Anton. 

Third row, left to right: Mr. and Mrs. Lawrence Beardmore, Cecil E. Green, 
Francis V. Stanton, Paul C. Brader, R. G. Wenham and Mrs. Wenham, Mrs. 
Paul C.. Brader, Carl Vaughn. 

Fourth row, left to right: Mrs. Roswell C. Laub, Mrs. G. O. Mulvey, Mrs. Whiting 


Evans, Mrs. H. E. Ward, Mrs. R. K. Lindop, Mrs. G. C. Coulson, E. F. 


Freeman, 


Mrs. Sponaugle, C. W. Sponaugle, Mr. and Mrs. Thomas Cronan. 





Life Insurance Only Sure Way to 
Beat Inflation Seen by R. C, Laub 


Current discussion on the effects of 
inflation and possible hedges presents 
to the average reader a picture of con- 
fusion and contradiction, in striking 
contrast to the sure and definite results 
in planning for the future through life 
insurance, it was shown by Roswell C. 
Laub, vice president and director of 
agencies of Monarch Life, in a_ talk 
before its convention of leaders. Citing 
examples of conflicting opinion, he said 
normal inflation and deflation are going 
on all the time, the price level is always 
in a state of flux and has been for the 
past 175 years. 

Trying to hedge against inflation by 
purchase of common stocks or real es- 
tate is a gamble, Mr. Laub demonstrated 
by giving the fluctuations of both. The 
only sure way is to buy life insurance 
dollars for future delivery. “Life insur- 
ance is the only investment that has a 
continuously guaranteed maturity value 





and that can be bought and paid for on 
the instalment plan over a long period 
of time with ‘average’ dollars,” he said, 
“both ‘dear’ dollars and ‘cheap’ dollars.” 

“Life insurance is the only investment 
that matures at a previously established 
guaranteed value with an event instead 
of a date and can be so arranged that 
it will provide a steady, fixed return 
to the investor over a long period of 
time,” said Mr. Laub. “Today’s dollar 
still buys a dollar’s worth of life insur- 
ance, but it buys only about 48 cents 
worth of real estate or about 62 cents 
worth of common stocks. What you get 
for your investment dollar is also very 
important. 

“If a man really feels that he wants 
to speculate, then why doesn’t he specu- 
late with the mortality table? Let me 
show you a really good investment profit 
—whether the dollar is cheap or dear 

(Continued on Page 50) 
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Busher Measures Monarch’s Future by 


Ever Increasing Premium Income Plan 


Expressing his admiration for the 
sterling qualities which insurance sales- 
men of life and A. & H. must possess 
if they are to be successful, David A. 
Busher, superintendent of agencies of 
the Monarch Life, who spoke at the 
April 9 business meeting, inspired his 
listeners to greater achievements in the 
years ahead. He credited Monarch’s 
present size and past success to the 
performance of its field representatives— 
general agents and agents alike—its 
men in the field and said that the com- 
pany cannot stand still. “We must con- 
tinue to grow,” he exclaimed, “Mon- 
arch’s future is dependent upon its pres- 
ent organization plus new manpower to 
produce ever increasing premium in- 
come.” Mr. Busher insisted that “ever 
increasing premium income” is necessary 
in order that the company maintain a 
reasonable cost of doing business, and 
he could see no point in changing over 
to the “level premium income” basis of 
operation. Explaining the Monarch’s 
policy in this connection Mr. Bushér 
told the conventioners: 

“It would not be practical for us to 
take our claim service, normal over- 
head, office rent, retirement contribu- 


tions, training and miscellaneous ex- 
penses, and put them on an insecure 
foundation of Monarch without ever 
increasing premium income. . . . Would 
you prefer that your own future be 
on the insecure foundation of Monarch 
with level premium income? Your fu- 
ture is limited only by your ambition, 
ability, training, work habits and will- 
ingness to grow with the business. Your 
security today is guaranteed by your 
renewal account, termination equities and 
death equities. Your security tomorrow 
is guaranteed by your service fees and 
retirement annuity. Your income is 
guaranteed by first-year commissions, re- 
newals and service fees, the amount of 
which is entirely dependent upon your 
individual desires.” 


Finding New Manpower 


Mr. Busher then offered some helpful 
suggestions as to how and where Mon- 
arch field representatives could obtain 
new manpower for their agencies. ‘These 
men,” he said, “should be those to whom 
you have sold H. & A. or life insurance, 
or those whom you have tried to sell 
but could not because they were dis- 
turbed. Perhaps they had no hope for 


the future or are now faced with a 
defense job and without experience for 
it. Their income possibilities are lim- 
ited because the job is worth only so 
much money. Their future is insecure 
because of economic conditions, material 
shortages or company policy of man- 
agement. Their retirement plan may 
be indefinite. Disability can destroy 
many years of hard work.” 

As to where men of this type can be 
found, Mr. Busher said: “You can 
find them while you are talking with 
policyowners and prospects, with any 
man on the street, at lunch, at the club, 
lodge, church, or at a party. Train your- 
self to look at all your friends, ac- 
quaintances, neighbors, or at everyone 
you contact or do business with. Make a 
mental note of his appearance, person- 
ality, thinking, forcefulness, family at- 
titude, ambition and past progress. But 
don’t try to hire this man. Turn his 
name over to your general agent for 
consideration. 

“Let your general agent use the sizing- 
up method that has been successful for 
him. Respect his opinion of the man. 
His close observation will show many 
things you did not have time to see. 
Learn from his explanation why the man 
is good or not satisfactory for our 
business. Don’t stop bringing in names 
because the first man or two are not 
hired.” 

The speaker declared that the pros- 
pecting job can become second nature. 
“It is training for the future and proof 


of the fact that you can do one more 
of the jobs necessary if you desire to 
advance. If you produce the desired 
manpower results, you will be selecting 
associates whom you like and with whom 
you will work in harmony. Furthermore, 
there is nothing more satisfying than 
working in an organization with men 
whom you have introduced into our 
business.” Continuing Mr. Busher said: 
Each Agency Has Definite Potential 

“T have heard a great deal of con- 
versation about competition and new 
manpower in agencies. Each agency has 
a potential; each area within the agen- 
cy has a definite potential; and we have 
a right to expect a reasonable percent- 
age of that potential. Always remember 
that activity, sales, claim checks and sat- 
isfied policyowners create interest. You 
will benefit as much as the new man. 
Always be alert, write down the names 
of possible recruits so that you will 
not forget 

“How many times have you heard the 
comment: ‘I cannot prospect for new 
manpower and keep up my personal pro- 
duction.’ It was not too long ago that 
our men sold nothing but health and 
accident coverage. Then we added life 
insurance, hospitalization, and now group 
coverage. I hear no one complaining 
because we have too many items to sell. 

“We realize that many of our new 
men come from our present agency or- 
ganization and we do appreciate it; but 
too many come from too few. We need 


(Continued on Page 49) 


Snapped While Occupying the Speakers Stand at Convention Sessions 





Top row: L. to R.: R. K. Lindop, General Agent, New York City; President Clyde W. Young; Executive Vice President Frank S. Vanderbrouk. Second row: L. 


to R.: J. D. McLaren, General Agent, New Haven; 


Stuart C. Ferris, Director of Education and Sales Promotion; Ben F. Jones, Lindop Agency, New York; Roswell C. 


Laub, Vice President and Director of Agencies. Bottom row: L. to R.: David A. Busher, Superintendent of Agencies; J. A. Hunter, General Agent, Springfield; G. J. 


Richards, General Agent, Hartford; E. D. Case, F.U., Springfield, top man in 1949. 
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First row, left to right: George W. Owens, Donald S. Cook, Joe E. Whittington, Walter Given, L. B. Clark, R. C. Swanson, R. V. Lynch, Mr. and Mrs. R. K. Lindop, J. 
Allen Hunter, Mr. and Mrs. P. E. Ansel. Second row, left to right: Mr. and Mrs. Frank Bushee, Mr. and Mrs. Clayton Walton, Alfred Yorston, G. L. Owens, Mr. 
and Mrs. G. W. Owens, John D. McLaren, Mr. and Mrs. Kermit Babcock, Mr. and Mrs. R. J. Barrett. Third row, left to right: Mr. and Mrs. Walter Given, E. T. 
Cashman, V. W. Bohnen, R. E. Capstick, R. V. Lynch, Mr. and Mrs. R. J. Edwards, Mr. and Mrs. L. M. Oberheim, Mr. and Mrs. R. Muller, Mr. and Mrs. D. S. Cook. 
Fourth row, left to right: Mr. and Mrs. J. P. Re, Mr. and Mrs. Rod Davies, H. R. Cesari, E. F. Freeman, Scott Chandler, Mr. and Mrs. Carl Klos, Mrs. H. O. Chitwood, 
R. C. Swanson, L. B. Clark, unidentified, Mrs. Clark, R. E. Wooster, C. R. Mitchell, F. T. Stebbins, T. C. Plumb. Fifth row, left to right: Mr. and Mrs. John F. Haley, 
Mrs. Ben F. Jones, unidentified, Mr. and Mrs. James Hildebrand, A. A. Benoit, John Kirwan, Paul Gifford, Ted Weber, Eugene Cashman, unidentified, Ben Cashman, 
Mr. and Mrs. John Holm, Russell Eikenberry. Sixth row, left to right: Mrs. P. C. Brader, Mrs. Chester Compton, Mrs. John Jenness, Miss Harriet Jenness, F. E. 
Gutshall, Mrs. Ken Mersereau, Mrs. George Emrick, Mrs. F. E. Gutshall, George Emrick, Mr. and Mrs. E. F. Moriarity, Mr. and Mrs. F. M. Marriman, Mr. and Mrs. 
Preston Hoskin, Joseph K. Trenton, Mr. and Mrs. Vernon Piel. 
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Ferris Urges: “Give Warmth and Life 
To Insurance by Use of Visual Materials 


Stuart C. Ferris, CLU, director of edu- 
cation and sales promotion of the Mon- 
arch Life, brought a compelling mes- 
sage, “Let’s Make It Live!” to the 
convention on April 10. His theme was 
that because life insurance is an _ in- 
tangible rather than a tangible—just a 
piece of paper with a mass of words—it 
should be the job of the agent to give 
that policy warmth and life. “We must 
demonstrate by one means or another,” 
said Mr. Ferris, “not what life insur- 
ance is but what it does. In this way, 
we can make it warm and give it life.” 

Mr. Ferris pointed to two primary 
avenues of approach in accomplishing 
this objective, one of which is through 
the eyes of the prospect and the other 
through his ears. In explanatiion he 
said: 

“To approach through the eye, we use 
visual materials such as our various life 


word pictures—we should appeal not 
only to logic, but even more to the 
heart, for emotion is a maior factor in 


leading a man to action. 

“Let’s say we are presenting a plan 
which will provide $200 per month for 
20 years following his death or, rather, 
until his youngest child is 20 years old. 
To say simply ‘$200 per month for 20 
years’ is relatively cold. 

“Why not dramatize ‘$200 per month’ 
and make it live. Mr. Ferris demon- 
strated the effective use of ‘power 
phrases’ in telling this story. He pic- 
tured the ‘helping hand’ of life insur- 
ance when the head of the family has 
passed on; and how tragic life can be- 
conie when the breadwinner has left 
little or no provision for his loved ones 

The main objective, the speaker ex- 
plained, is to create word pictures in 
the mind of the prospect, and among 





Monarch Life Literature Display 


briefs and brochures—pictures and third- 
party proof material. However, even 
these do not have the same advantage 
as has the automobile salesman. Such 
material must still be supplemented—and 
most emphatically and skillfully. 


Presenting a Mental Image 


Therefore, we must become proficient 
in our ear approach and for that, of 
course, we use our power of speech or 
our voice. What we must try .to do 
with our voice is to make life insurance 
live. That is, give it warmth. We do 
this by trying to create a mental image 
in the mind of our prospect—a mental 
image of live, warm people. They are 
his people—his family—himself under 
Various situations. 

“We should keep in mind and com- 
pletely grasp the basic premise or con- 
cept that life insurance is most aptly 
named—that it is life, not death, insur- 
ance—that it is named life insurance be- 
cause it is intended for those who must 
live—either a family left behind when 
the breadwinner passes on unexpectedly 
or when the breadwinner himself, having 
lived too long, must find a new source 
of income. If you can grasp this con- 
cept—or as someone said—‘get the busi- 
ness in you’—it will enable you to talk 
with conviction and sincerity. 

“In creating these mental images—or 
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his telling phrases was “$200 for life of 
widow means living with her children, 
not on them.” 

Mr. Ferris also depicted the happiness 
in store for the man who has farsight- 
edly provided himself with $200 per 
month at retirement. He is full of con- 
fidence in himself; has no worry for the 
future. 

Among the factors mentioned by Mr. 
Ferris to bring about greater sales ef- 
fectiveness were these: greater exposure 
to prospects, better work planning, more 
study of technical information and bet- 
ter application of sales fundamentals. 


Souvenir Program Book a 


“Get Acquainted” Guide 


The Monarch Conventioners would 
have been at a loss without the sou- 
venir program book, prepared by the 


Golden Anniversary convention commit- 
tee, which enabled them to keep track 
of meetings and social events. 

Greetings and congratulations were ex- 
tended on the first page of the book 
to the large group of Monarch “ Golden 
Jubilee” convention qualifiers who cele- 
brated their two years of outstanding 
achievement at Hollywood Beach, Fla. 
This book was also a handy “get ac- 
quainted” guide. 





Mrs. and Col. J. W. Blunt, Retired Vice President 





t George J. Richards Depicts the Many 


Values of Business Life Insurance 


George J. Richards, CLU, general 
agent of the Monarch Life in Hartford, 
Conn., made a hit in speaking at the 
convention forum on life insurance April 
10 on the subject, “Business Life Insur- 
ance Has Many Values.” Mr. Richards 
talked from a practical viewpoint as he 
numbers many business life insurance 
cases on his books and the service he 
has rendered has paid substantial divi- 
dends in the form of collateral business 
and referred leads. ; 

At the outset of his talk the speaker 
said that every business institution is 
faced at some time with the problem of 
the death of key men, partners or major 
stockholders. When such catastrophies 
strike the business as well as the fam- 
ilies of the deceased owner or stock- 
holders suffer. At the same time, the 
surviving stockholders and partners also 
face legal and financial problems which 
may prove to be unsolvable. 

In the partnership type of organiza- 
tion the life of the partnership, Mr. 


Richards explained, can exist only as 
long as all the partners survive. “The 
death of any partner terminates the 


arrangement and the business can only 
be continued through formation of a 
new partnership which must purchase 
the assets and pay off the liabilities of 
its predecessor. The legal requirements 
create certain legal liabilities on the 
part of the surviving partners to carry 
out the strict provision of the law.” 
Advocates “Buy and Sell” Agreement 
Advocating a “buy and sell” agree- 
ment, properly financed through pur- 
chase of life insurance, Mr. Richards 
pointed out: “This agreement will pro- 
vide that the surviving partners bind 
themselves to purchase, and the de- 
ceased partner has bound his estate to 
sell his interest to the curviving part- 
ners at a price to be determined by a 
definite formula. Then, if the purchase 
price has been properly financed through 
life insurance on the deceased, owned 
by the surviving partners, the cash is 
automatically available with which to 
make the payment for the deceased 
partner’s interest. Thus, the surviving 
partners have purchased the deceased 
partner’s share in the business, have 


formed a new partnership and are able 
to continue the business without inter- 
ruption. 

“The surviving partners have a sub 
stantial value in having eliminated the 
legal court suits, business inter- 
ruption, etc., by the simple method of 
a “buy and sell” agreement. There is 
also a substantial value to the estate of 
the deceased partner inasmuch as it re- 
ceives the full value of his share in 
cash, immediately at his death, thus 
assuring the estate a more rapid liquida- 
tion and distribution to the heirs.” 

Mr. Richards also called attention to 
the additional advantages to the de- 
ceased’s estate. “The ‘buy and _ sell’ 
agreement,” he said, “establishes a spe- 
cific value for the business, prohibiting 
the Interné ul Revenue Bureau from ‘over- 
pricing’ the value of the business for 
estate tax purposes. The same value is 
accepté ible for state rhaetieaien taxes 
and in the vast majority of cases, a 
sound predetermined formula for valuat- 
ing the business will save costly over- 
taxation through over-valuation by the 
Federal and state tax authorities.” 


costs, 


A Partnership Without Insurance 

To illustrate his point Mr. Richards 
told the story, published by one of the 
tax services, of a father and his three 
brothers who operated a wholesale meat 
business under a partnership. Each of the 
partners drew about’ $20,000 per year 
and everything went along smoothly 
until the father died. His wife, not being 
very well versed in business matters, did 
nothing at first. She left it to her 
brothers-in-law to continue the business 
and pay her a portion of the profits 
which were computed after withdrawals 
by the remaining partners. 

If there had been business life insur- 
ance in effect there would have been a 
happy ending to this story. But without 
it, the widow received no money and 
when she complained she was told that 
“business is bad; we haven’t made anv 
money over and above our withdrawals.” 
The surviving partners showed her a 
profit and loss statement which indi- 
cated they were telling the truth. But 


(Continued on Page 49) 
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First row, left to right: Roland S. Jack, Jerome A. Young, Robert Zimmerman, Mr. and Mrs. Frank S. Vanderbrouk, Clyde W. Young, Mr. and Mrs. Herbert 
E. Ward, Mr. and Mrs. Roswell C. Laub, Mr. and Mrs. Roland S. Jack. Second row, left to right: Mr. and Mrs. R. M. Slater, Mr. and Mrs. A. B. Bodwell, Mr. and 
Mrs. Robert Rodriguez, Mr. and Mrs. H. Maitland Graham, Mr. and Mrs. John H. Miller, Mr. and Mrs. Gordon Neylon, Mr. and Mrs. Roger Howard. Third row, left to 
right: C. H. Brady, Clyde 8. Gordon, Mr. and Mrs. Arthur 8B. Horton, Harold Johnson, Mr. and Mrs. E. C. Crandall, Mr. and Mrs. Whiting Evans, Mr. and Mrs. John 
H. Miller. Fourth row, left to right: Mr. and Mrs. Robert I. Hewitt, Mr. and Mrs. Eugene Case, James E. Hildebrand, James Carrier, Ben F. Jones, L. P. O’Donnell, 
P. C. Andrews, Lester Oberheim, George Bombard. Fifth row, left to right: Paul Stroyeck, Virgil Thompson, Herbert E. Ward, G. G. Mik’lashek, H. L. Stott, J. K. 
Trenton, Mr. and Mrs. John Kulesa, Thomas De Matteis, C W. Manbeck, H. E. Ward. Sixth row, left to right: Mr. and Mrs. D. H. Magovern, Henry DiPersio, W. L. 

“Bill” Hadley, Mr. and Mrs. R. J. Edwards, A. A. Altermatt, Mr. and Mrs. O. V. Bader. 
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Richard’s Talk 


(Continued from Page 47) 


what they did not tell her was that 
they had increased their salaries from 
$20,000 to $30,000 per year and after 
such withdrawals there was nothing left 
over for the widow, an inactive partner. 

The situation got more serious when 
Internal Revenue Bureau agents con- 
tacted the widow about estate taxes on 
her husband’s estate. All she owned was 
the family home, about $15,000 in cash 
and an interest in the partnership which 
her husband’s brothers said was worth 
about $4,000 under current conditions. 
Investigation by a responsible law firm 
resulted in a valuation of $50,000 being 
put on her husband’s interest in the 
partnership at the time of his death. 
The lawyers filed Federal estate tax and 
state inheritance iax returns in which 
they valued the house at $20,000, the 
cash at $15,000 and the interest in the 
business at $50,000. These taxes were 
paid on that basis, and penalties were 
also paid because the return was late 
in being filed. Over two years had 
elapsed since her husband’s death. 

The tax officials, however, were not 
satisfied. They valued the house at 
$30,000, the interest in the business at 
$80,000 and, in addition, told the widow 
that she would have to pay an extra 
$8,000 in state and Federal taxes plus 
penalties and interest. This would mean 
that the widow’s cash holdings would be 
reduced to $3,000, and the attorney’s fee 
had not yet been paid. She did not ap- 
peal the tax officials’ findings because 
she could not afford to pay the expenses 
if she lost her appeal. 

Finally the widow offered to sell her 
interest in the business to the surviving 
partners. The brothers agreed to buy it, 
and offered $20,000 which the widow 
accepted. She now figures that if she 
can keep her expenses down to under 
$4,000 a year she can get along for about 
six more years without selling the house. 


How “Buy and Sell” Plan 
Would Have Helped 


Mr. Richards said that if the four 
brothers had entered into a “buy and 
sell” agreement its basis could have 
been that the survivors would agree to 
purchase the interest of any deceased 
brother for a_ stipulated valuation of 
$50,000. Then, if each brother had in- 
sured each of his partners for his pro- 
portionate share of the purchase price, 
or even half of it, with the balance 








payable from future profits over a five- 
year period, “this widow would have 
never been taxed for more than the 
purchase price of $50,000 for her hus- 
band’s interest. She would have received 
half of that purchase price, or $25,000, 
in cash and the balance of approximately 
$5,000 per year plus interest over the 
succeeding five years.” The speaker 
further explained: 

“She would have saved approximately 
$8,000 in taxes and would have retained 
her $15,000 bank account intact, adding 
some $25,000 to it. In addition, she would 
have had five years’ income of $5,000 
per year which would have increased 
her cash position. Thus, at the end of 
the five years she would have had ample 
funds to take care of herself and her 
son until he was out of college, and 
still enough to provide for herself in the 
years ahead. This would have been a 
simple, economical solution that a good 
life insurance man could have set up 
for her. It would have provided financial 
security and happiness instead of finan- 
cial worry and unhappiness during the 
critical years following her husband’s 
death.” 

Other Values in Business Life Insurance 

Calling attention to the values in busi- 
ness life insurance to the field under- 
writer, Mr. Richards said: “The com- 
bined sale on the partners or the stock- 
holders, when considered as a_ single 
sale, are substantial. Premiums are 
usually paid annually, thus bringing you 
sizable commissions in a single sum. 
Lapsation and collection troubles are 
negligible. ... The legal requirements 
usually put the underwriter in touch 
with the firm’s attorney and with trust 
officers at the bank, creating valuab!e 
contacts and prestige for the under- 
writer. 

“Trust companies appreciate being 
appointed as trustees under ‘buy and 
sell’ agreements and will guide other 
cases your way if they are impressed 
with the manner in which you have 
handled cases brought to their attention. 
Such contacts also resuit in the sale 
of non-cancellable disability coverage.” 

Mr. Richards strongly endorsed the 
business life insurance course given at 
the Monarch’s school, saying that it is 
based on workable fundament: ils, “many 
of which we have used in Hartford 
without change during the past five 
years.” After completing this course he 
advised: “Just sit down when you get 
home and review your present policy- 
owners. Among tiem you will undoubt- 


Experts Give the Answers on “Information Please” 





Those men who had previously attended the Home Office Life School were 


invited to remain for a life insurance forum. 
“Information Please.” 


other panel discussion titled 


prised of top a producers in 1949 and 1950. 
yroup supervisor and assistant director of education, and John D. 


CEU, ¢ 


Purdy, 


McLaren, general agent, New Haven Agency, 
Here again, questions were directed to the panel from the audience. 


This forum was highlighted by an- 
Once again the group was com- 
The moderators were Stanley H. 


which was the top agency in 1950. 
Questions on 


prospecting, programming, Social Security, taxes and fitting needs predominated. 
Each man on the panel would volunteer to answer a question and, in several in- 


stances, three or four men gave their own views on the same question. 


Everybody 


seemed to enjoy this session and it was unanimously voted that future conventions 


contain similar panels. 


Those taking part on this panel are: 
Berkshirt, Des Moines; 
Roy Maddox, Kansas City; Ben Jones, New York; 


Gene Case, Springfield; Charles 


Don Notman, Springfi eld; 


DiPersio, New Haven; Roy Herzig, Springfield; 


Bombard, Springfield. 


Fred DuBois, Albany; 
Hank 


Art Horton, New York; George 





The first day’s business meeting was highlighted by a quiz program titled “The 
This group was comprised of the top field underwriters in the initial 
“All-Round” standings for 1949 and 1950. These men formed a panel to which ques- 
: director of educa- 
This turned out to be a lively session 


Whiz Kids.” 


tions from the audience were directed. 


of the panel. 
Monarch non-cancellable, guaranteed 
Judging from comments heard later, 
wanted more. 

Those taking part in the panel were: 

Gene Case, Springfield; 
Art Horton, New York; 
DiPersio, New Hav en; 
Lael, Albany. 


Jack Gladke, 


50th Anniversary Convention. 


Stewart 
tion and sales promotion, was the moderator. 
with interesting questions and several answers to each question given by members 
Most of the questions revolved around prospecting 
renewable health and accident insurance. 
the audience enjoyed it tremendously 


Charles Berkshire, 
Rochester; 
Job Rodriguez, Springfield; 





Des Moines 


Ferris, CLU, 


; Fred DuBois, 
Ben Jones, New York; 
Roy Herzig, Springfield; 





edly find partners of Arms, stockholders 
in closed corporations and key execu- 
tives in individual businesses. The profits 
they will earn for their firms over the 
years ahead can best be secured by 
capitalizing such earnings, or purchase 
price, through life insurance so as to 
eliminate the financial loss to the firm 
when death removes a partner. In addi- 
tion, life insurance will sccure the own- 
ership in the firm for those who sur- 
vive and wish to carry on.” 


Busher Measures 


(Continued from Page 45) 


the help of every man in the company. 
Always remember the three reasons why 
you are with Monarch: (1) ever increas- 
ing income; (2) security today, and (3) 
security in the future. There are other 
men like you who need and can do this 
job well. Give them a chance. Cement 
your security by helping Monarch. Be 
proud of your agency. Help it to grow 
with men like you. 


J. A. Hunter Talk 


(Continued from Page 44) 


times its own weight. Demagnetized, 
that same piece of steel will be powerless 
to attract even a featherweight.” 

In conclusion, Mr. Hunter said that 
the salesman so inspired with the serv- 
ice he is rendering may expect these 
results: 

“You will find that there’s a whole lot 
of fun in this business. 

“You will be much easier to live witl 

isier ive with. 

“You can build that new dream house. 

“You can own that new Cadillac. 

“And they will be yours—because 
those deferred benefits your general 
agent talked about—will be yours—be- 
cause—you will have deserved them— 
and earned them! 

“And that—is the only way—you will 
get them.” 


Hadley’s Story 


(Continued from Page 3) 


considered a small company with regard 
to size, certainly one couldn’t be around 
its people at a meeting of this kind and 
not be made to feel that they are a giant 
of usefulness in the economic and social 
life in which they work and live. It will 
be interesting to watch their future 
progress. 


need to be persuaded to: 
pects (remember it’s a selling job.; 
health and accident insurance to protect 
themselves and loved ones; buy life in- 
surance 


ones 


to be 


force.” 


some day; 


McLaren Talk 


(Continued from Page 41) 


to protect themselves and loved 
and the old men they are 





EARLE 
& H. Underwriting V.P. 


CADWELL 





and the sale of 


Give you pros- 


keep their policies in 
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Trenton, N. J., Agency—G. W. Owens, General Agent—together with wives. 





B.C. Laub on Beating Inflation 
Page 44) 


matures. an extremely lucky fellow might get a 
better return on some lucky speculation, 


(Continued from 


when the investment 
If You Pay a Net Premium of 


$30 Per $1,000 for Insurance but life insurance furnishes the para- 
If Death Return to doxical situation of being the only ‘loss- 
wan a. proof’ speculation of which I have 
Se 3.333% knowledge. Furthermore, it often hap- 
eae 1.666 pens that a man thinks he is speculat- 
Bo anare 1,111 ing in some form of investment when 
1s 833 he is actually speculating with his fam- 
eee 666 ily’s future.” 
gears 333 Sound Attitude Toward Inflation 
15 years 222 Summarizing his own attitude toward 
20 years 166 inflation Mr. Laub said: 
25 years 133 “It is not going to ruin our country, 
“Would you consider that a good in- because we are not going to have ‘print- 
vestment? The value of the dollar would ing press inflation.’ 
have to shrink a great deal to offset “If I should be wrong about the above 





pe “45—$10,000 Single Pitaaibiaes Whole Life—Premium $6,141.50 
For the Family If Death Occurs Too Soon 


5th Year 10th Year 15th Year 20th Year 








DREAM E Gk aks paas wake ses $10,000 $10,000 $10,000 $10,000 
Paid 3p AGaiONS 2 sissies 350 700 1,040 1,340 
Total for Samy” on6ce ss vo wsiny $10,350 $10,700 $11,040 $11,340 
Investment Return to Family.... 68% 74% 79% 84% 


For His Gwn Use in Emergency or Old Age 


5th Year 10th Year 15th Year 20th Year 








Guaranteed Values .............. $6,020 $6,535 $7,046 $7,537 
SIURGEIN VOMBOS o 3s sooo os eee eas 5 207 468 782 1,150 
ion} Geo" 1, or naam ee Ne Oe eg $6,227 $7,003 $7,828 $8,687 


$2,546 profit by age 65—plus $10,000 free insurance for 20 years. 
Age 45—$10,000 Paid-Up at 65—Discounted Premium $7,886 
For His Family If Death Occurs Too Soon 





5th Year 10th Year 15th Year 20th Year 
EE ne Rea Ane $10,000 $10,000 $10,000 $10,000 
Returnable Premium ............ 6,222 4,383 2,273 Matured 
Pan Wo Aadigons: 566 cis s:s5 seu 410 1,010 1,666 Matured 
aastal Sor Panny: cosine os chia ne $16,632 $15,393 $13,939 
Actual Investment Cost ......... $ 1,664 $ 3,503 $-5,613 


(In no other investment would the family get back a big part of the 
price in case of the premature death of the investor.) 
For His Own Use in Emergency or Old Age 

5th Year 10th Year 15th Year 


purchase 


20th Year 








Guaranteed Values. .....<.6......< $6,813 $6,322 $6,023 $7,537 
vide NAIGES 0065s 66 cassauns 249 686 1,257 1,918 
LOY BS 8 EOP Se ae OR 2 el ert eae $7,062 $7,008 $7,280 $9,455 


by age 65—plus $10,000 free insurance. 
Monarch policies, Monarch rates and 


$1,569 profit 


(These are Monarch returns.) 








statement, there is nothing we can do 
about it anyway—for many reasons too 
complex to discuss at this time. 


any such gains as these—would it not? 
The real fundamental reason for saving 
is to build security for the future—for 


your family or for your own old age— “T am going to live as normal and 
or to increase your estate. People do not sane and sensible a life as possible in 
save just to spend. the belief that time will solve many of 
“Now let’s look at life insurance as the present problems. 
an outright, gilt-edge, loss-proof invest- “Inflation and deflation follow one an- 
ment. To make it appear more like other other as surely as night follows day. 
types of investments, we shall use a The degree of each and the timing are 
$10,000 Single Premium Whole Life about the only uncertainties. 
policy purchased at age 45 and a $10,000 “I, therefore, believe that for at least 
Paid Up at 65 purchased by a discounted 95% of the people of America, life in- 
premium. (See examples given above.) surance still is the best investment be- 
“I believe you will agree with me that cause it is bought on the installment 
the investment return is very attractive plan with average dollars and can be 


There may be other places where paid to our families or to us in old age 


indeed. 





Hartford A. & I. Promotes 
Hill at Cincinnati Branch 


The Hartford Accident & Indemnity 
Co. announces the appointment of Nor- 
man E. Hill as assistant superintendent 
of the casualty department of its Cin- 
cinnati branch office. 

Associated with the Hartford since 
1934, Mr. Hill first served in the home 
office and in the company’s Kansas City 
branch office in an underwriting capac- 
ity. He subsequently became = special 
agent supervising southeastern Ne- 





braska, and immediately prior to his 
present appointment was underwriter 
for the Cincinnati branch casualty de- 
partment. During World War II he 
served in the United States Army. 

on the installment plan with average 
dollars. 


“Even if rather drastic inflation should 
come, widows, children and old people 
still have to live, and no one would 
refuse to accept life insurance dollars 
just because they had a little less value 
than at some previous time. 

“We must not forget that ‘cheap dol- 
lars’ and ‘dear dollars’ have two mean- 
ings, and that the dearest dollars in the 
world are life insurance dollars that are 
to be paid to families or old people 
when most other means of support have 
disappeared.” 


AWARDS GO TO AETNA FILMS 


National Committee on Films for Safety 
Cites “Before the Blast” and 
“Safe on Two Wheels” 


Two films produced by the motion 
picture bureau of the Aetna Casualty 
& Surety Co. have received aWards from 
the National Committee on Films for 
Safety for their outstanding contribu- 
tion to accident prevention work dur- 
ing 1950. 

In the annual contest held recently, 
the Aetna films “Before the Blast” and 
“Safe on Two Wheels” were among the 
22 films and sound slide films selected 
by the committee for awards in the field 
of home, occupational, traffic and trans- 
portation and general safety. 

“Before the Blast,” a full-color 10- 
minute production outlining safety rules 
for the storage, transportation and use 
of commercial high explosives, received 
the second highest award in the occupa- 
tional safety field. 

The second Aetna film cited for ex- 
cellence was “Safe on Two Wheels,” 
the story of a boy and his bicycle, in 
which skillful and safe riding techniques 
and rules for proper maintenance are 
demonstrated. 

The awards bring to a total of six 
the number of Aetna films that have 
earned citations from the National Com- 
mittee on Films for Safety during the 
past four years. 








SALES IDEA 
OF THE MONTH 





Most householders recognize the need of theft insurance. 

Yet a single personal liability suit—or the explosion of a i 
heating system—could cost them much more than a L 
theft. Why not give your clients all-around casualty : 


protection with a Zurich or American Guarantee Combi- 
nation Residence Policy, which can be written in most 


states. 


In this one policy you can now write Residence and 
Outside Theft, Comprehensive Personal Liability, and 
Residence Glass Damage insurance—also Residence Water 





Damage (includes explosion of heating or plumbing 
equipment), and Aircraft and Other Vehicle Damage. 

By writing the policy for three years—paid in advance 
—at the economy rate of 214 times the annual premium, 
you save money for your clients. You also reduce your 
paper-work and have a better assurance of holding your 
accounts. Ask your Zurich-American field man for other 


business-building ideas. 


AURICH- AMERICAN (3 


INSURANCE COMPANIES 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 
HEAD OFFICE 135 S. LA SALLE ST. CHICAGO 3, ILLINOIS 
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FINANCIAL STATEMENTS DECEMBER 31, 1950 
VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 
Firemen's Insurance Company of Newark, N. J. $12,625,000. $103,339,366. $59,095,773. $44,243,593. 


Organized 1855 


The Girard Fire & Marine Insurance Company 1,000,000. 10,147,710. 6,856,269. 3,291,441. 
Organized 1853 
National-Ben Franklin Fire Insurance Company 1,000,000. 9,795,730. $6,388,425. 3,407,305. 


Organized 1866 
Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 26,621,995. 17,269,325. 9,352,670. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 34,858,112. 26,225,057. 8,633,056. 


Organized 1874 


Commercial Casualty Insurance Company 1,000,000. 39,807,677. 30,226,458. 9,581,219. 
Organized 1909 
Royal General Insurance Company of Canada 100,000. 425,988. 24,127. 401,861. 


Organized 1906 


Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 
10 Park Place 


WESTERN DEPARTMENT Newark |, New Jersey 
120 So. LaSalle Street 


PACIFIC DEPARTMENT 
220 Bush Street 


Chicago 3, Illinois STO, San Francisco 6, Calif. 
Py Standard % 
° protection 
SOUTHWESTERN DEPARTMENT oan FOREIGN DEPARTMENTS 
912 Commerce Street 102 Maiden Lane 
Dallas 2, Texas CANADIAN DEPARTMENTS Now Yook 5, Mew Veet 
800 Bay St., Toronto 2, Ontario 505 Sanscean Stveat 


535 Homer St., Vancouver, B. C. San Heandioes 4 Coll. 



















































“The Company with a Heart”’ 


LL, celebrating its 50th Anniversary Monarch is proud 


of its Past and confident of its Future... 


PROUD of its service to the large family of 
Policyholders which it serves 


PROUD of its service and attitudes toward 


its Agency Organization 


Non-Cancellable Health & Accident and All Forms 


of Life, Retirement and Group Insurance 


MONARCH LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
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